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of table or counter space the most profitable area you 
ever gave toany tool. . . . For No. 66 Retail File Display 
Unit is small . . . but it packs a tremendous sales 
punch. You put it on counter or table and it goes to 


work . . . selling the most popular files in hardware 
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stores. . . . Contains Mill Taper, Slim Taper and Extra 
Slim Taper Files . . . each file cellophane wrapped... 
separate, plainly labeled compartments for each type 
of files. . . . Order your box from your wholesaler now. 
No extra charge for the box or cellophane wrapping. 


Nicholson File Company, Providence, R. I., U. S. A. 
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@ The bolts which once filled this UPSON 
box have been used. They’re gone — but 
not forgotten! 

The next time the customer who used 
them needs headed and threaded items, he’ Il 
think of those bolts — how true they were, 
how well they fitted up, how long they 
lasted. He’ll come back to you for more 
bolts — probably for other items, too. 





Hardware Age, published every other Thursday by Chilton Oo. (Inc.). Publication office, Chestnut and 56th Sts., Philadelphia, Pa. Editorial an 
39th St., New York, N. Y Entered as second-clasa matter March 24, 1933 
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the Post Office at Philadelphia under the 


UPSON bolts, nuts, rivets and lag screws 
—although made to the same exacting 
specifications demanded by the automotive 
and machinery industries— cost no more 
than other brands. They will bring to 
your store a quality line that will satisfy 
the most finicky customer. 

Ask your jobber for UPSON products — 

or write us for further information. 
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Why “the name YALE 
helps make the SALE” 


HE quality and dependability of YALE products are backed up by power- 

ful national advertising designed to send customers to hardware merchants. 
The advertisements which you see reproduced in miniature on this page have 
been seen by many millions of people. They emphasize the prestige which 
YALE has enjoyed for nearly a century. You can share in the results of this 
powerful and consistent advertising campaign by keeping YALE Locks, Door 
Closers and Finishing Hardware prominently displayed and recommending 
them to your customers. 

















high speed 
SALES STARTER 


@ Make way for a profit-maker! On your 
counter.:.in your window...12 Osborn 
Steel Wire Scratch Brushes in a bright red 
merchandiser. Here’s the line-up: 




















2—No. 1779 Curved Back Brushes. 
2—No. 1780 Straight Back Brushes. 
4—No. 1781 Shoe Handle Brushes. 
4—No. 1777 Long Curved Handle Brushes. 


These brushes are the “champs” of the 
Scratch Brush World. Made to Osborn’s high 
standards. Every number is a popular, fast- 
selling style. Place orders NOW for prompt 
shipment. If the Osborn jobber in your 
locality is unknown to you, write us. 


OSBORN 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE ¢ CLEVELAND, OHIO 
Sales Offices: New York «+ Detroit « Chicago ¢ Sam Francisco 





No. 1777 Curved 
Handle Type 






No. 1779 Curved No. 1781 Shoe 
Back Type Handle Type 


ee 258 
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No. 1780 Straight 
Back Type 
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Make 
TWO SALES ;,. ONE! 


with the Sale of Every Collar 
Sell a 


TA-PAT-CO COLLAR PAD 


In the fall, horses and mules are thinned 
down from summer’s work. A collar that 
fits them then will be too small the fol- 
lowing spring when lost flesh has been 
regained during winter months. By fitting 
new collars full and using TA-PAT-CO 
pads, the collar should be the right size 
for the beginning of spring work. Then, 
as shoulders become thinned down again, 
a TA-PAT-CO collar pad will take up the 
slack and protect the shoulders. 


TRY THIS NEW SALES IDEA 


Equip a collar with a TA-PAT-CO pad. Put it on display with a 
card marked “Special” as shown in the illustration. Watch it draw 


attention . . . and make extra sales for you. 


Feature TA-PAT-CO Padded Collars! Let the national advertising 
of TA-PAT-CO help you sell more collars ... Make Two Sales .. . 


... Two Profits ... instead of one! 





Have a complete stock of TA-PAT-CO collar pads on hand 
... Order from your jobber ... NOW! 


TA: PAT-CO 
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Rollator Refrigeration protected by 10-Year 
Warranty on the three-moving-parts Rollator 


Compression Unit. 
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RODUTT! pROFIT! —qyRnaver! 


% Every survey of consumer prefer- 
ence proves that Norge appliances 
lead in customer satisfaction. And 
Norge consistently ranks among the 
first three in public acceptance. The 
1938 line is the greatest in Norge 
history. Anew dramatic sales approach 
will be pushed in all advertising, pro- 
motion and store display. Exclusive 
features in the new Norge line give 
you the most convincing show, room 
demonstrations you have ever seen. 


% Every month is a profit month with 
Norge Master Merchants. There is 
always sales activity in the Norge line 
of Rollator Refrigerators, Concentra- 
tor Gas and Electric Ranges, Autobuilt 
Washers, Duotrol Ironers and pack- 
age heating and commercial equip- 
ment. Get full details now about the 
smashing new Norge advertising and 
sales promotion program of simplified 
visual selling, that gives the dealer the 
break he’s been looking for. 


% High product turnover and liberal 
finance plans keep your capital work- 
ing for you all the time. Low dealer 
and salesman turnover proves that 
men have found it pays to sell Norge 
and stick to Norge. The Norge dealer 
whose picture appears on this page 
offers a typical example of the oppor- 
tunities a Norge franchise offers—a 
franchise more valuable today than 
ever before! Get the facts about Norge 
without delay. 


. NORGE DIVISION Borg-Warner Corporation, Detroit, Michigan <emey 


TAKE THIS TYPICAL NORGE 
DEALER’S WORD FOR IT! 


ness for an exclusive Norge Master Merchant. By 
concentrating my entire efforts on the complete 
Norge line of appliances I actually turned my 
inventory twelve times in that many months, and 


was able to show better than a 10% net profit on 


my year’s operation.” 
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“There are no off months in the appliance busi- 


(NAME ON REQUEST). 




















An Advanced Tip from Sanfa... 






“9 Be Prepared for a Big 
Coleman HOLIDAY TRADE! 








CuristMas TIME is Coleman Time...and it won’t be long now! So be 


prepared. Have a full selection of Coleman Gifts for your trade.. 


value in satisfaction and years of usefulness. 


. practical gifts that give full 


Here are shown some of the Coleman Products that are in good demand during the winter 


season and especially at Christmas Time. 


Feature and display them...and get worthwhile 


profits. See your jobber now for prices and discounts. Write for Special Christmas Sales Helps. 


COLEMAN SELF-HEATING IRON 
No. 4A— INSTANT-LIGHTING 


The Coleman Self-Heating 
Iron is the fastest selling 
iron of its kind on the mar- 
ket. Needed in every home. 
Makes and burns its own 
gas: costs only 42¢ an hour 
to operate. Cuts ironing 
time 44! Cool blue handle. 
Hot point and tapered 
heel. Can be used any- 
where; nocords or tubes. 

Genuine instant light- 
ing. A fine gift the year ’round. 













COLEMAN AUTOMATIC ELECTRIC 
IRONS 


New streamlined, Su- 
per-Speed Models with 
Super-Power, 1100 
watts. Many new fea- 
tures. Save work, time 
and money for the user 
—build profits for the 
dealer. Save as much 
as 40% on electricity. 
Get the new line-up on 
Coleman Irons — four 
models. Popular gifts 
at Christmas time—and all the time! 





COLEMAN LANTERNS 


COLEMAN RADIANT HEATERS 





“The Lights of a Thousand Uses”. 
The — outdoor lights made. Pro- 
duce high candlepower, steady bril- 
liance that lights up a big area. 
Wind, rain, snow or sleet can’t put 
them out. In use everywhere. Need- 
ed by tourists, farmers, campers and 
home-owners. 


Gasoline and kerosene models for 
every lighting purpose, at prices to 
fit every purse. ood sellers the 
year ‘round. 


Always keep them on display, show 
them lighted and you'll sell plenty 
for Christmas gifts. 


COLEMAN LAMPS 


Coleman Lamps bring the fin- 
est kind of low-cost, dependable 
eye-saving ~ to any home. 
Provide a hi andlepower light 
almost like po daylight. 


Gasoline-burning and_ kerosene- 
burning models for every purpose 
—prices to suit any budget. Sell 
Coleman Lamps to every unelectri- 
fied home in your trade territory. 
Sell them to homes with electricity 
for “emergency use” when the power 
fails. Show them lighted—that sells 
them! 









MODEL 
No. 143 


COLEMAN CIRCULATING HEATER 


Coleman Radiant Heaters are 
Paro handy, portable heating units. Pro- 
why % iG ods MP. vide ad ag radiant heat at low cost. 
SY, Op 4-¢\4 ER Bring the comfort, convenience and 
Y 20 ie Us Pa oe health-protection of genuine gas- 
ra ae heating service to any home—any- 
where! They make and burn their 
3 own gas from ordinary, untreated 
gasoline—can be used in any room 
in the home, in stores, offices, work 
shops, wherever quick, healthful 
heat is needed. 


Push Coleman Radiant Heaters 
this winter and watch your sales 
climb! Two models, both fitted 
with rust-proof Everdur Metal Fuel 
Tanks. Make dandy, practical gifts. 





MODEL NO. 16 


THE COLEMAN LAMP AND STOVE COMPANY 


PHILADELPHIA, PA. 


WICHITA, KANS. CHICAGO, ILL. 


No. 490 


The newest addition to the Cole- 
man Heater Line! Circulates 3860 
cubic feet of warm air an hour. 
Lights instantly—easily regulated— 
heats rapidly. Duroplastic enamel 
finish will not chip, crack or peel. 
Everdur Metal Fuel’ Tank easily re- 
movable for quick, easy filling; can’t 
rust or corrode. Room size. It has 
a big market for use in homes, 
stores, offices, trailer homes, filling 
stations, etc. 


You need this to make your show- 
ing of winter heating equipment 
complete. 





LOS ANGELES, CALIF. (Fpss) 
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. HAZARD INSULATED WIRE WORKS 
Va rue onsite company OO: 
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DRAGON TAPES 


1. First to be Wrapped and SEALED in Cellophane. 
2. Perfect Adhesiveness and Tensile Strength. 

3. Strong Distinctive Green Core. 

4. Colorful Attractive Boxes. 


5. A Company in the Insulation Business Since 1878. 


HAZARD INSULATED WIRE WORKS 
Divisionot THE OQKONITE COMPANY 


FACTORIES: WILKES-BARRE, PA. : PASSAIC, N. J. 


WE STILL MAINTAIN OUR ORIGINAL POLICY OF SELLING THESE TAPES THROUGH LEGITIMATE WHOLESALERS ONLY 
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NEW 
DESIGNS 


NEW 
APPEAR.- 
ANCE 


NEW 
PERFORM- 
ANCE 


STREAMLINED 
SELF-OILING 
AUTOMATICALLY 
CONTROLLED 


DUPLEX, 
TRIPLEX OR 
QUADRUPLEX 
SELF - OILING 

PUMP 
CHAIN-DRIVE 


ALL STEEL 
SHORT TURN 
TRUCKS WITH 


STEEL OR 
RUBBER TIRED 
WHEELS 
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PUMPS-—WATER SYSTEMS - SPRAYERS 


ANNOUNCING 


MYERS 


SILVER CLOUD 
Le) i) Riqs 
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The news about the new Myers Silver 
Cloud Power Spray Rigs is spreading like 
wild fire among leading fruit growers the 
country over. Newly designed, modernly 
styled, smart of appearance, nicely balanced, 
compactly built and completely equipped 
ready for action, this new line in desired 
capacity and pressure range offers users 
maximum service values and brings to your 
door exceptional opportunities for many 
profitable sales among the fruit growers of 
your locality. 

In short, Myers Silver Cloud Power Spray 
Rigs are destined to step to the front rapidly 
and if you have not as yet received a copy 
of our new Catalog No. SC38, write for, it 
today, and get set in advance to add sub- 
stantially to your sales and profits during 
1938 by selling Myers Silver Cloud Sprayers. 

Our representative will see you personally, 
or we will welcome the opportunity of giv- 
ing you complete information by mail. 


4 Take Off YourHat— 
to The KR 
MYERS awnce 


PUMPS ‘WATER SYSTEMS -HAY TOOLS -DOOR 
















REWER CLOUD 





¥ 


SSILVER CLOUD 





THE F.E.MYERS & BRO.COMPANY 
ASHLAND, OHIO. 


—- HAY TOOLS-DOOR HANGERS 
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DEALERS SAY: 


“MOST REFRIGERATORS 
ARE AS LIKE AS TWO 
PEAS IN A POD” 


SF 
BUT... 


SEE THE 1938 


GIBS' ONv,§ 









the Refrigerator that 


“ess T DIFFERENT 


% y 
a a . 
, Write for information 
— regarding Distributor Franchise 


Gibson Electric Refrigerator Corporation 
GREENVILLE, MICHIGAN e CHICAGO: AMERICAN FURNITURE MART 














EXPORT SALES DEPARTMENT: 201 NORTH WELLS STREET, CHICAGO, U.S.A. e CABLE ADDRESS: GIBSELCO, BENTLEY CODE 





NOVEMBER 18, 1987 ll 





focusing SILVER- 
STREAM, reduced 
from $1.25 to 98c, , 
retail---with 35% j 


baat-baepbale xe) aol-y-¥(-¢-1) Um 


No. 7 Counter Display Unit of 6 
Silver- streams, 48 Ray-O-Vac Armored 
Top Flashlight Cells, Cost to Dealer $6.16, 
Sell for $9.48. 


)-VAC COMPANY 
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yoo weiner ciuld dadaiai 


y=: a fact. Dealers selling washers using the Water Flex 

principle find that women who previously kept a closed door to 
salesmen—WELCOME a demonstration of this remarkable new type 
machine. _ 






























a Washers equipped with the Water Flex System have recently been 
ing...notearing. The agitator introduced to the consumer. The sales response has far exceeded 
pay Siw og Med _ expectations. Dealers find that the percent of demonstrations and 
neath center post, maintains i i 

en ae aaa sales exceed those of conventional type machines. A Water Flex 
at a high velocity. Cleans with demonstration is so different—so convincing—a woman wants one 


pen Ra ‘ 4, quietness and 45 soon as she sees it in action. 


The tremendous appeal of this washing method is certain to 
give those who sell Water Flex equipped washers much more than 
their normal share of the business. Water Flex offers the follow- 
ing advantages: 1. Less clothes wear... no rubbing... no 
pounding... no tearing! (No moving part touches the clothes.) 
2. Thorough and safe washing of all types of garments and fabrics. 





Right — Photograph 

j with full tub. Never 3. Automatic self-cleaning tub. 4. Moderate price. 5. Less 
in the history of the - P . 
industry has there service because of simplified mechanism. 6. One-man delivery. 
been a machine with 


such remarkable The first manufacturer to offer machines equipped with this revo- 


lutionary new method of washing is the Beam Manufacturing Com- 


pce “ SELLS pany, Webster City, Iowa. Names of other manufacturers will be 
On Sree announced as rapidly as licensees are ready to deliver machines. 


Get a Water Flex franchise to assure getting a real profit in 1938. 


THE BIRDSELL CORPORATION 


311 S$. Columbia St., South Bend, indiana 


The Birdsell Name Has Stood For Fine Machinery Since 1855 
Left — Showing how the 
clothes spread at the outer 
circumference of the tub in 
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@ Glass—used 


more generously 





everywhere—is today 
receiving more attention than ever before. 
With this greater interest, it is surely to your 
advantage to sell the glass that is CLEARER, 
BRIGHTER and FLATTER. L-O-F Quality 
Glass has these superior features because 


of the EXCLUSIVE Flat Drawing process by 


/@) 


rr BBEY: Owens. F 
Nthahkiti 
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nealed in the industry’s longest lehrs, it is 


Fo RD 
Nh add. ( company, Toledo, Ohio. 


which it is produced. And, thoroughly an- 








LESS brittle and there is consequently LESS 
breakage loss in cutting. 

Good business and satisfied customers go 
hand in hand. And it’s good business to 
handle a product that your customers know 
about. Continuous national advertising has 
made the L-O-F label familiar to millions as 
a symbol of superior quality. It is the best- 
known trademark in the industry. For 
complete satisfaction all-around, it pays 
to standardize on Libbey-Owens- Ford 


Quality Glass. Libbey-Owens-Ford Glass 
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NUMBER THREE IN A SERIES OF THREE ADVERTISEMENTS EXPLAINING 


ly nee SUP SNIPS 


ARE SUPERIOR! 
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DEALERS: Ask for reprints 
of this series of 3 ads for 
your salesmen. They can 


SELL with them. 





Crescent Snips are designed primarily to provide maxi- 
mum cutting ability. But well as that quality has been 
provided, their design is such that other valuable features 
that make for greater utility and convenience, have been 
included rather than sacrificed. 


For example, when a Crescent Snip cuts through stiff, 


awkward metal you will find it sliding smoothly over the m 
asity AT ae 


gently-bevelled shoulders. The Bolt is flush too — always mee cuTs E BLADES 


out of the way. And whether you are cutting well back on Es — 
the blades or right out at the tips, your Crescent Snip cuts 
with remarkable ease. All in all, you’ll find in Crescent 
Snips the little things, as well as the big ones, that make 
a mechanic a happier and better workman when he uses 


a really fine tool. 


There is a Crescent pattern for every type of service. Be 
sure the next Snips you buy are Crescent. Sold by Hard- 


ware and Mill Supply dealers everywhere. of - 
aApPEARANCE 


FINE UPER QUALITY 


CRESCENT TOOL CO., JAMESTOWN, N.Y. [immotocamanal 
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\ Winter weather ahead! 


OUR trade will be interested in National Storm-Proof 
Hardware. These ruggedly constructed hangers and rail 
are all that their name implies —“Storm-Proof.” 


Sliding doors from the lightest to the heaviest can be served with a size and 
a style of hanger that will make light work of opening and closing them. 
Friction-free due to the use of steel roller bearings for the hanger wheels, 
there is the assurance of years of dependable service ahead when installing 


National Storm-Proof Hardware 


Your trade is in the buying mood for this hardware now. With winter 
weather close at hand, the immediate installation of these sturdy hangers 
will prove a safeguard against the destructive elements. 


Join the progressive group of National dealers who are looking forward to 
the seasonable demand for this popular hardware. 


We shall be pleased to furnish further information on request. 


National Builders’ Hardware is WI ATICONAL MANUFACTURING 
policy that promotes quality, serv- , CO M P A N y 


ice and direct selling cooperation. 


STERLING - - - ILLINOIS 





No. 66 No. 77 
No. 55—Storm-Proof Junior Hanger Rigid Storm-Proof Door Hanger Flexible Storm-Proof Door Hanger 
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ALK about premiums ! ! ! You can 
offer fertile land, bigger yields and 
more income with every roll of RED 
BRAND fence! 


For good fences are the foundation of 
any successful program of crop rota- 
tion with tame legume pasture and 
livestock, to enrich the soil. Prosper- 
ous farmers everywhere know it from 
their own experience. 


Keystone is putting over that story in 
a big way this year . .. with farm 
papers, direct mail, dealer displays, 
four great radio programs. We have 
a LOT of help for Red Brand dealers. 
Write for details, figures. 


~~. 


Only Time Testing PROVES 
How Long Fence Will Last 


How will it stand up IN THE FENCE LINE? 
That’s what a farmer wants to know. That’s 
what a responsible dealer wants to know. 
You have the PROOF when you sell RED 
BRAND ... the proof of many years service 
on farms from coast to coast. Sun, rain, frost, 
snow and fence line punishment have shown, 
beyond question, the exceptional lasting qual- 
ities of ‘“‘Galvannealed” copper-bearing RED 
BRAND fence. Catalog and prices on request. 


KEYSTONE STEEL & WIRE CO., Dept. P., PEORIA, ILL. 


RED BRAND 
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Announcing 6 New 
Member of the Doo-KLiP 
Family that's 
LOADED 


with PROFIT 
POSSIBILITIES 


Doo-Klip WIRE TIGHTENER 














There’s Nothing Like It... Every 
Farmer and Fence Owner Needs One 


Now, for the first time wire lines, fences, etc. can be tightened 
as easily as they can be cut. The Doo-Klip Wire Tightener 
takes the slack out of drooping fences in a jiffy — by “crimp- 
ing” the wire. These crimps do not weaken the wire and are 
not easily pulled out. Each crimp is equivalent to removing 
about one inch of wire from the fence line. No pulling, haul- 
ing or loosening staples. 

The Doo-Klip is ruggedly built to last a lifetime, and sells 
on sight to farmers, growers, etc. In fact, it has a ready wait- 
ing market wherever wire is used. Pays for itself the first 
time used. 

The Doo-Klip Wire Tightener is one of the hottest items 
offered the hardware trade in years. It has no competition 
and is priced for big profits on a volume basis. Nationally 
advertised. Get complete information on this new Doo-Klip 
product today — see your jobber or, write direct. (Sample 
sent on request.) 


ALLIANCE MFG. CO., ALLIANCE, OHIO 





t 





Doo-Klip ... the World’s 
Finest GRASS SHEAR 


An old “stand-by” that has been a steady profit- 
maker for years. Customers like it for its “feel”, 
its balance and long-lasting efficiency. It’s made 
to fit the hand and will not tire the user. Priced 
for a generous profit, too. 

Specifications: Overall length 1134’. Cutting 
capacity 54%”. High carbon, cold rolled steel 
blades cadmium plated to resist rust or acid. 
Patented toggle action stud assures constant 
self-tension and self-sharpening. No adjusting, 
springing or pinching. Single nut takedown for 
easy Cleaning. Finished with jade green enam- 
eled handle. 

Doo-Klip Grass Shears sell faster and bring 
more profits. 





SOLD ONLY THROUGH YOUR 


JOBBER 
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M.. W. E. Fitzgerald, owner 
of the Fitzgerald Hardware Co., 
South Milwaukee, Wis., re- 
cently replaced an out-of-date 
cash .register with a modern 
multiple-drawer itemizing Na- 
tional. ‘“This new machine,” he 
says, “gives me daily records 
of each salesperson’s sales, so 
that I can tell the average sale 
for each salesperson and the 
average for the store. These 
records are responsible for a 
friendly rivalry between sales- 
people which has resulted in 
increased sales volume.” 
When each salesperson 
knows that he stands on his 
own record, and that his rec- 
ord is compared with the 
others’, he naturally tries harder 
to sell in order to better his 
record. “It does make a differ- 
ence when the salespeople are 
says Mr. 


999 


‘on their toes, 

Fitzgerald. 
“This new National System,” 

he continues, “also provides a 


7s GUD / Cuh 


Bw 


RE @.% 
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means of recording and con- 
trolling transactions—includ- 
ing those of more than one 
item.” The register itemizes 
and adds multiple-item trans- 
actions, eliminating mistakes in 
addition. 

Mr. Fitzgerald’s register pro- 
vides him with printed figures 
on each transaction. It issues 


DAYTON, 
Cash Registers ° Typewriting-Bookkeeping Machines ° Bank-Bookkeeping ene 
e Posting Machines ° Analysis Machines Postage Meter Machines 


Check-Writing and Signing Machines ° Accounting Machine Desks ° Correct Posture Chairs 
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“FRIENDLY RIVALRY 
INCREASED OUR 
SALES VOLUME” 


an itemized and printed receipt 
for cash sales, and certifies— 
with printed figures—all charge 
and received-on-account sales- 


slips. ‘These certified sales-slip 
records,” he says, “give me real 
control over credit sales and 
my outstanding accounts.” 

“Friendly rivalry” and com- 
plete records are the best team 
you can get to increase your 
volume. Ask the National 
representative how easily and 
economically you can have 
them work for you. 
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e that stops customers 


A big features 
that sell thenr 


In bethanized fence you have merchandise that packs powerful sales appeal. These bright, 
lustrous rolls that beckon from your display window practically sell themselves, and 
bethanized fence has four big features which give you sales-clinching talking points: 


Protected by 
99.99-per-cenf-pure zinc 


Purity is the key to stamina in fence coatings. Tests 
have proved that impurities, especially iron, lay zinc 
coatings open to attack by weather. The bethanized 
coating is 99.99 per cent pure, making it highly resist- 
ant to the attacks of snow and rain, even to the sulphur- 
laden atmospheres of industrial districts. 


Proof against 
cracking and peeling 
The bethanizing process puts zinc on to stay. You can 
twist bethanized wire around its own diameter—even 
flatten it back against itself—without cracking or flak- 


ing the zinc coating. This means 100 per cent protection 
at the wrap joints as well as along the unbent wire. 


Free from zinc-iron alloys 


Due to the electrical bethanizing process, there is no 
layer of zinc-iron alloy between the base wire and the 
coating of bethanized fence. Some coatings depend upon 
this alloy to provide a bond to the base wire. As we have 


mentioned before, iron in zinc makes it less resistant tothe 
elements. The coating of bethanized fence has the same 
invulnerable purity from base wire to outside surface. 


Covered by uniform zinc armor 


Atom by atom, the zinc coating is deposited by elec- 
tricity as the wire passes through a solution. As it is 
the nature of electricity to flow evenly at all points, the 
zinc from the solution is distributed evenly—leaving no 
thin spots to give out relatively soon. Every part of the 
surface of the wire has the same heavy, even coating. 


Started the swing 
toward electrical coatings 


Bethanizing was introduced by Bethlehem five years 
ago, a process so different from ordinary zinc-coating 
methods as to create virtually a new material. Here at 
last was a zinc-coated wire that would really last—a 
wire ideally adapted to farm fence. After rigorous test- 
ing of the wire under all conditions of weather, fabrica- 
tion and installation over a period of four years 
bethanized fence was put on the market, a tried-and- 
proved answer to farm fence problems. 


All bethanized fence is woven of true copper-bearing steel wire, containing from 0.20 to 0.30 per 
cent copper. This provides an effective second line of defense against rust. 


BETHLEHEM STEEL COMPANY 
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because it has a sales story that 


““CLICKS’’ 







Since they can now sell at standard grade prices 






the same premium grade wire for which industrial 






users long have paid a premium, Pittsburgh Fence 






dealers find themselves spotlighted by the greater 






value they are offering. 






Customers don’t have to take anybody's word 






for it. They can see value in the gleam of the 





silvery bright finish. They can understand the 






importance of the time-proved special hot dip 
method that integrally bonds the thick outer coat- 







ing of pure zinc to the wire by means of an inter- 






mediate coating of zinc-iron alloy. Comparative 






photomicrographs (supplied all Pittsburgh dealers) 






leave no doubt as to the superiority of both the 






Pittsburgh coating method and its uniformity of 






application. 







And customers know, either by their own or 


neighbors’ experience, that years later when the 






zinc coatings have oxidized, copper-bearing cus- 






tom-made ‘‘Pittsburgh’’ steel wire will be just 






beginning to give year after year of weather defy- 






ing service. The whole ‘‘Pittsburgh”’ sales story 






adds up to the fact that right now the outstanding 






value in the fence market is “Pittsburgh.” 







Complete dealer and franchise information is 
available upon application. Write Pittsburgh Steel 
Company, 1639 Grant Building, Pittsburgh, Pa. 
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ROM chemical, metallurgical and physical anal- 

ysis of raw material as it comes from the steel mill 
—to the shipment of the finished products packed in 
cases and kegs—LAMSON bolts and nuts receive a 
highly specialized attention that means much to our 
customers. ¢ An engineering staff—the same that 
serves America’s largest manufacturers—continually 
keeps an alert eye on possibilities for improvement of 
standard bolt and nut products—the kind you sell over 
the counter packed in the LAMSON Prize Winning 


/ 






< 





A HINT OF 







carton—awarded the Silver Trophy in the All-America 
Package Competition. * Devoted to producing fasten- 
ings, LAMSON & SESSIONS is today the manufacturer 
of the most complete line of bolt and nut products 
in this country. The advantages of purchasing your 
fastenings of all kinds... from this one dependable 
source through your jobber... are an obvious econo- 
my of time, effort and expense. THE LAMSON & SESSIONS 
COMPANY, General Offices, Cleveland, O. Plants at 
Cleveland and Kent, O.; Chicago and Birmingham. 


Bolts « Nuts « Cotters « C ap Screws 


MSUN & SESOTOUNG 
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THE ROAR OF THE 
FALLS 'S BROADCAST 


to millions of 
listeners 


tells listeners 
to “See Your Hardware 
Dealer First.” 


°; 





INDIAN LEGENDS 
OF THE NIAGARA 
FRONTIER 


The legends of the Iro- 

uois as told on the 

Carborundum program 
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ls to every 
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STARTLING SALES INCREASE 
OF RADIO MENTIONED PRODUCTS 


Check your stock today and get 
ready to cash in on this business 


Wheels made by The Carborun- You'll sell plenty of sharpening 
dum Company will be featured stones while the program is on 
on the program. Be sure to have the air. Every listener is 4 good 
a complete stock available for prospect. 

increased demand. 


Every farmer in the 
country needs a Carbo- 
rundum Brand Silicon 
Carbide 57” File to 
keep tools sharp- With 
more and more radios oD 
the farm, the 57” File will 
be a big seller. 


Every housewife needs 
one of these handy, easy~ 
to-use knife sharpeners. 
rut the 66” Carborun- 
dum Brand Silicon 
Carbide Knife Sharpener 
display on your counter 
and they'll sell fast. 


DEALERS SAY SALES of Carborundum Brand Products show big 
increase as a direct result of this radio program, Push this best-known? 
line of abrasives. Customers get better results. You make more money: 


tua |Z year: 








THE CARB N 
ORUNDUM COMP , ) a 
ape cet MPANY « NIAGARA FA 
LLS, N.Y 
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TWO important reasons why Jobbers 


and Retailers prefer (R&S 


rivets — 








OJ 














1 BECAUSE that portion of our product 
which is adaptable to the hardware trade is 
marketed exclusively through recognized Hard- 
ware Jobbers. This policy definitely eliminates 
unfair competition and allows the Hardware 
trade to recommend and sell our product without 
fear of cut prices. Thoughtful buyers appreciate 
that policy of price protection. You'll find them 


specifying T R & S RIVETS! 





No. 1 TUBULAR No. 3 TUBULAR 
Dia. Body %}j Dia. Body *% 











Tl No. 1 B. P. No. 3 B. P. 
Dia. Hd. *% Dia. Hd. ‘4 
Dia. Body 5% Dia. Body *% 


9 BECAUSE the quality and efficiency 
of TR&S RIVETS have been thoroughly 
proved for more than half a century. Careful 
craftsmanship, long engineering experience, 
modern equipment — these factors guarantee 
the continuous unfailing service of our products. 
Every TR & S RIVET is guaranteed perfect, is 
accurately drilled — drives easily, clinches 


smoothly, and is not brittle. Remember — when 


you sell TR &S RIVETS you're selling the BEST! 


TUBULAR RIVET & STUD COMPANY 


BOSTON e MASSACHUSETTS 





Southern Rep. 
CAVERT AND LIPSCOMB 
Nashville, Tenn. 
Dallas, Texas 
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Western Coast Rep. 
T. C. DE LOACH 
Postal Tel ph Bidg. 
San Francisco, Cal. 
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WIRE CLOTH 





Back in the “80's” when dealers bought wire cloth 
more upon experience than specifications, it was 
the habit of hardware men to say—“send me so 
inuch of such a mesh, Cortland Brand” for then, 
as now, CORTLAND was the word for depend- 
able wire cloth. 








But 60 years of pioneering and progress have 





P, further enhanced the dependability of Cortland 
“% Brands. For example: CORTLAND GRAY-WICK 
% @ Scientific alloying of Open Hearth Steel 


made in our own mills guarantee a corro- 
sion resistant and tough basic wire. 


@ Strict conformance to Bureau of Stand- 
ards wire sizes insure a screen cloth that 
is full weight and highly uniform. 


cy ® Advancement in weaving methods and 
ly improved coatings give added strength . Ww CORTLAND 
and longer life. 
ful ® Rugged protective cartons facilitate easy 
_ handling and attractive display. 
Sy 
@ All standard widths, meshes and coatings 
ee promptly available through jobber stocks. 
ts. We make a specialty of WIDE WIDTHS 
; —above 48” to 72’’—painted, galva- 
is nized and bronze. 
ULTRA~ PREMIER 

es These are some of the reasons why today thou- 

sands of dealers continue to standardize on 
om CORTLAND Brand. Cortland is the word for wire 
TI cloth. Ask your jobber. 

OTHER WICKWIRE PRODUCTS INCLUDE: 

VY WIRE V STANDARD AND CEMENT COATED NAILS 

V POULTRY NETTING V STAPLES ‘ 

V HARDWARE CLOTH VY WIRE RODS N\ CORTLAND BRONZE 


{sk for catalog 


Also Cortland Copper 
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THESE ALL-PURPOSE RUBBERSET BRUSHES 
WILL BRING YOU ALL-YEAR PROFITS! 


THIS IS No. 836 
bberset Flat Varnish Brush 
rtment. Packed with 3 dozen 
ich, 2 dozen | inch and | 
am eolaehialsh Palamsalsmalciol se 
tht combinat 


folate maalcl aa alelale 


Mala] M114 


BRUSHES 


Doa 90g job wide 





They’re designed right and 
priced right for Heavy Volume Smet 


OUCH-UP JOBS — screens — frames — automobile fen- 
ders... . it’s everyday jobs like these that jack-up a 
dealer’s brush turnover! This new Rubberset Varnish 
Brush assortment is the answer to national demand for 
popular-priced brushes that will do all sorts of household 
chores and do them right. Here are brushes “‘with 1,000 
uses’’ to sell-on-sight and on price both. 
They’re in the quick-turnover sizes—1, 1144 and 2 
inches—and they’re set with 100% pure China bristles. 


Ferrules are metal. Handles are finished in two hand- 
some colors—silver and black. Every brush is set by the 
famous Rubberset Process, your customers’ guarantee 
that the bristles won’t shed or pull out. 

Order this assortment now—set up the sales-building 
merchandiser and container that’s pictured above. These 
models will sell like hotcakes all year round. And be 
extra-sure to have them on deck for the busy late-winter 
and early-spring season! 


Genuine 


RUBBERSET PAINT BRUSHES 
Sell-on-Sight 


THE RUBBERSET COMPANY « ESTABLISHED 1873 
56 FERRY ST., NEWARK,N. J. © 37 SOUTH WABASH AVE., CHICAGO ® 1534 SOUTH OLIVE ST., LOS ANGELES 


(TRADE MARK 
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YOUR SHARE OF 


$400,000,000 
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Timber Crop this year!,Make 
x More money and save labor 
-> using, ATKINS Cross Cut 
=x 

s» Saws with ‘‘Teeth that 
i BITE!” Your Dealer. has 
S these extra-value ATKINS 
i => Cross Cut Saws—the original 








wae teeth That 


3et your share of 
lundred Million D 
Timber Crop this y 


more money and sa 
ing ATKINS Cro: 
with—“ Teeth t 


Your Dealer has 
value ATKIN 
Saws—the original 
Tuttle Tooth, ATKIN 
Cutter Perforated Lance Toc 
ATKINS Narrow Hollow Back 
and ATKINS One Man Cross 
Cut Saws. They saw faster and 
easier because of “Teeth that 
BITE!” Better materials, ac- 
curate Segment Grinding and 
expert fitting make them cut 









A MESSAGE ABOUT MONEY TO MILLIONS OF FARMERS 


In 1937 the farmer’s estimated income from 
cut timber will be $400,000,000. A large 
percentage of your share of this business will 
come from greatly increased sales of quality 
crosscut and other saws. To help you get 
your share, Atkins is sending millions of 
messages to farmers through advertisements 
in the Country Gentleman and the Farm 
Journal. 

Atkins make a complete line of Crosscut 
Saws from which you can sell exactly what 


C. ATKINS AND COMPANY 


NOVEMBER 18, 1987 


your customer wants. So be sure that your 
stock of Atkins Saws is sufficient to supply 
this demand . . . don’t miss a single sale. 
Order Atkins Saws from your Jobber NOW 
... you make the extra profit. 


ATKIN 


SILVER STEEL 


WRITE FOR THIS BOOKLET 


Get this free booklet showing 
Atkins complete line of Crosscut 
Saws, Handles and Tools. We 
will be glad to furnish you with 
an imprinted supply of these 


books. How many can you use? 


SAWS 


SAWS AND SAW TOOLS, INDIANAPOLIS, IND. 


Se oe 
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GET NEW 1937 G-E DISPLAY MATERIAL 
TO SELL CHRISTMAS TREE BULBS 


Use the colorful counter display shown 
at the left and the attention-getting 
window streamer shown below to help 
you sell more G-E Christmas Tree lamps 
this year. Order through your jobber or 
r Christmas Tree outfit manufacturer. 


you 


STAY BRIGHTER LONGER 


STAY BRIGHTER LONGER 


9-007 Gaim 
OOS TANT CHANGES OF seantd- OUT BARS: 























1938 EDISON 
MAZDA LAMPS 
will be brightest 

in history! 


| pts from the MAZDA lamp research 

laboratories indicates that the 1938 
Edison MAZDA lamps will be the bright- 
est in history .. . just as the 1937 Edison 
MAZDA lamps were brighter than those 
of 1936. Each year new improvements 
and research developments make these 
lamps better and better. They give more 
light than ever before and Stay Brighter 
Longer! 


And in 1938 General Electric will back 
its agents with more than 700,000,000 
advertising impressions . . . 400,000,000 
of them in leading national magazines . . . 
150,000,000 more in newspapers... and 
150,000,000 more inits “Hour of Charm” 
radio program. 

Remember, too, that only General Elec- 
tric offers its agents a Three-Point Sell- 
ing program that offers you triple ad- 
vantages through 1—Consumer advertis- 
ing; 2—Attention-compelling window 
displays; 3—Tested merchandising ideas. 
General Electric Company, Nela Park, 
Cleveland, Ohio. 


+ « oe 


Ask your jobber about General Electric’s new 
1938 Pre-tested Display Services which will be 
announced this month. Next year’s displays tie 
in more closely than ever with G-E magazine 
advertising. 


EDISON MAZDA LAMPS 


GENERAL (3 ELECTRIC 
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@ WILL NOT CORRODE, OXIDIZE OR 
TURN BLACK 


Made of a patented alloy that overcomes the 
destructive effects of weather on ordinary 
weatherstrip. 


@ BRIGHT SILVER COLOR IS PERMANENT 


Never discolors. Always attractive. Easily cleaned 
with damp cloth. Never becomes “shopworn.” 


@ ANYBODY CAN INSTALL 
Special design makes installation ‘fool proof.” Mr. Dealer: 
The ordinary tools found in average home only 
ones needed. No special skill required. 

@ GREATER EFFICIENCY 


A more permanent spring tension insures proper 
contact at all times. No “hum” or wind leaks. play stands, point of purchase 


displays, imprinted literature, 


We help you to sell MetaLane 
Weather and Dust Strip 
Demonstration models, dis- 


@® NO WEIGHING —NO WASTING — 
NO WAITING direct mail campaigns to your 


Completely packed, one window or door to a own selected list of prospects 
carton. Just pick it up, hand if over and take in : 
the money. It’s all wrapped up and ready to go. 


special letters, etc., are at 
your disposal. 






The whole story is told 
in this FREE booklet... 
SEND FOR IT 





Gentlemen: 





| am interested in getting more weatherstrip 
business. Send me your booklet, “The Silver 
Lining,” that will tell me how. 


MONARCH METAL WEATHERSTRIP CORP. a 
6334 ETZEL AVENUE ST. LOUIS, MO. cos 5 5 praislsc conn toa bececantauoceusediessiseaal 


3I 
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5 out of every 6 Farms are Live Prospects 
for Gasoline Powered Washers, Pumps, 
Light Plants, etc. 


RE are 5,719,673 farms not connected to electric high 

lines according to a government report dated September 3, 
1937 . . . meaning that 5 out of 6 farmers are gasoline power 
prospects. Many of them are right at your own back door. 


Here’s a tremendous market you simply cannot afford to pass up. 
Dealers who ignore it are now missing substantial sales and profits. 
Remember, too, that you can get this business quicker and in 
greater volume if you handle gasoline driven equipment that 
is powered by Briggs & Stratton 4 cycle gasoline motors. 
More than a million of them have won the farmer’s confi- 
dence through unusually long life, economy of operation 
and trouble-free dependability. 


BRIGGS & STRATTON CORP., Milwaukee, Wis. 


BRIGGS & STRATTON 


GASOLINE 
MOTORS 
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Puritan Brand is Top Quality— 


ell PURITAN 
SASH CORD 

00% Customer 
atisfaction and 


ore Profit to You! 


and Priced to Sell! 


Next time you order sash cord, specify PURI- 
TAN. Yow can sell this top grade sash cord at 
a popular price and be sure of a good profit. 
You can sell it with complete assurance that 
it is FIRST QUALITY and MADE RIGHT. 
Puritan’s absolute dependability and special 
features make it EASY TO SELL—either for 
sash cord or clothes line. Start NOW to 
handle this nationally famous brand—guaran- 
teed by one of America’s oldest and best 
known mills. Be sure It bears the blue and red 
label with the Puritan trade-mark! 


LABEL Fog e 
= Sf 


Oy 





Recommend Puritan Sash Cord for clothes line! 
Our special treatment’ gives it extra resistance 
to the tug and strain of heavy washing, and 
to the constant exposure to rain, sun and wind. 
It will last years longer than cheap braided 
lines, and is several times as strong. Cash in 
on the added volume and profit from this source! 


Full Line of Cords to Suit 
Every Requirement 


Puritan Mills offer a complete line of sash cords 
to meet all price and quality requirements. Some 
of these outstanding brands are: Regal, Kendale, 
Southgate and Magnolia. 

Remember, too, that we manufacture a wide 
variety of other types of braided cotton cord 
for many purposes. Clothes Lines, Mason Lines, 
Plow Lines, Small Braided Cords, Cotton Rope, 
Awning Cord, Tiller Rope, and three types of 
Ball Cord. 

Puritan Products are carried by leading jobbers 
everywhere. Ask your jobber for our catalog, 
samples, and any other information. If he can- 
not supply you, please write us, mentioning your 
jobber's name and address. 








Look at these 


Special Selling Features 
of Puritan Sash Cord! 


EXTRA STRONG. Its breaking 
strength is far higher than the re- 
quirements of the U. S. Government, 
states, municipalities, railroads, etc. 


LONG LIFE. Puritan Sash Cord will 
last as long as the lifetime of the 
average home. Very resistant to 
wear and strain. 


BETTER MADE. Only extra quality 
clean white cotton yarn used. Free 
from imperfections. Firmly braided, 
smooth surfaced, uniform strength. 
No loading, no soft roving, no 
stretch. 


ECONOMICAL. in terms of service, 
Puritan Sash Cord is the most eco- 
nomical sash cord or clothes line 
your customer can buy. 





PuRITAN CorDAGE MILLS 


1205 Washington St. 





Louisville, Ky. 
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FAIR TRADE LAWS:-— 


Although fair trade laws have 
been enacted in 42 states, and 
extended into interstate commerce 
by the Tydings-Miller Law, hard- 
ware manufacturers seem reluc- 
tant to avail themselves of the 
opportunity thus afforded to es- 
tablish resale price contracts on 
their branded goods. Judging 
from the majority of privately ex- 
pressed opinions heard during the 
recent Chicago convention, few 
have declared any immediate in- 
tention of pursuing this new and 
effective method for protecting 
resale prices” on their trade- 
marked goods against predatory 
price-cutting. This does not, nec- 
essarily, indicate indifference or 
opposition toward the purpose of 
such laws. Still less does it sug- 
gest, as has been intimated, that 
hardware manufacturers lack in- 
terest in the sale of their goods 
after they have been bought by 
distributors. On the contrary, it 
reflects confusion as to what may 
or can be accomplished by resale 
price contracts established under 
such laws. Obviously, every man- 
ufacturer would like to stamp out 
price-cutting on his branded goods 
and would go the limit to assure 
his distributors equitable profits— 
not for ethical reasons alone, but 
for the very good reason that it 
is the only permanently profitable 
way to sell any merchandise. An 
accepted line of trade-marked 
goods that becomes a football in 
distribution soon becomes unat- 
tractive to everyone. Should reg- 
ular and recognized distributors 
decide it is a football and drop 
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Editor, Hardware Age 


the line it would cease to have an 
appeal to the price-cutters who 
thrive on the piratical policy of 
destroying what better men have 
labored long and hard to build up. 
Every producer knows this and 
so has a basic stake in wanting 
his branded goods sold at estab- 
lished resale prices allowing prop- 
er margins and fair profits. 


PENDING :— 


Why, then, should manufactur- 
ers even hesitate to take advan- 
tage of the benefits of these new 
laws which have been gained after 
many years of up-hill fighting 
against price-cutting? Perhaps be- 
cause confusion exists among 
manufacturers. Strangely enough, 
business executives who are other- 
wise well informed seem to con- 
fuse the Robinson-Patman Law, 
Tydings-Miller Law and the va- 
rious state fair trade laws against 
a shadowy background of the 
Sherman and Clayton Laws in all 
moves tending to regulate prices. 
Several executives have told me 
that their company attorneys are 
studying the 42 state fair trade 
laws and will soon advise regard- 
ing the desirability of utilizing 
these laws in proper contract 





forms. Such study ought surely to 
reveal that there is no basis what- 
ever for this confusion. The drug 
industry has promptly availed it- 
self of this new right of price 
maintenance and many cosmetics, 
patent medicines, etc., are now 
sold on established resale prices. 
Macy’s and other traditional foes 
of price control are waging a 
furious advertising battle against 
this trend, aiming much of their 
bombardment at standard drug 
store items. 


FORECAST :— 


These fair trade laws of 42 
states were not applicable in inter- 
state commerce—an indispensable 
element for nationally-advertised 
merchandise—until the Tydings- 
Miller Law became effective on 
August 17, 1937. This date is so 
recent that it is only natural that 
legalized resale price maintenance 
is just getting under way. In 
principle, HARDWARE ACE favors 
the idea if it will work. The rank 
and file of hardware wholesalers 
and retailers—that is, the vast ma- 
jority of them who conduct their 
affairs on business-like principles 
—have long clamored for resale 
price maintenance. All of them 
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Polyflex,” Lockwood's most recent development in 
builders’ hardware, will appeal to every dealer 
because it enables him to offer a much larger selec- 
tion with only a slight increase in inventory. This 
improved door knob features a forged brass knob 
body and shank with a removable forged brass top. 
The knob top is produced in four patterns, which 
are readily interchangeable. Increased flexibility in 
the harmonious use of this distinctive hardware will 
greatly interest builders, decorators and architects, 
creating a wide demand for “‘Polyflex.” 


New “Polyflex” Builders’ Hardware 


400% more patterns in 10% more stock 





Here is a chance to meet a big demand with a small 
outlay. Write for full information. 


Equipped with the NEW 
DARDELET SET SCREW a 


—a self-locking set screw in the shank 
which will not loosen. Secures knob and 
spindle in spite of constant use. Removed 
with screwdriver. 





Lockwood Hardware Mfg. Company 


Division of Independent Lock Co. 


Fitchburg, Massachusetts 
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have suffered grievously from 
price-cutting and have according- 
ly acclaimed these new laws. With 
full realization of the need of 
study and caution by manufactur- 
ers in the hardware industry—if 
only because these laws are new 
—it would seem to be only a mat- 
ter of a short time when many 
manufacturers, after satisfying 
themselves that these new laws 
involve no confusion and are en- 
tirely practicable, will put them 
into effect. Striking examples can 
be cited where this has been done 
in other industries, notably the 
jewelry industry. 


PIONEERS :— 


Very properly, these laws per- 
mit only agreements between a 
manufacturer and his customers 
or between an authorized distribu- 
tor and his customers; and they 
expressly forbid concerted action 
or agreements as to resale prices, 
between manufacturers and_be- 
tween distributors—for that would 
be clearly in restraint of trade. My 
study of this situation in the hard- 
ware industry indicates that some 
individual manufacturers are re- 
luctant to act as pioneers in trying 
out resale price contracts,- fearing 
that competitive disadvantages 
might result. “But it seems plain, 
on the contrary, that a manufac- 
turer would have a_ decided 
competitive advantage in the affec- 
tion, esteem and good will of his 
distributors if he should pioneer 
with prompt announcement of re- 
sale price contracts now made 
available by these laws. Specific 
examples can be cited in the hard- 
ware industry, in proof of this 
statement; as well as of the fact 
that hardware distributors, both 
wholesale and retail, have long 
declared that they would eagerly 
support honest efforts to maintain 
fair margins and fair resale prices. 


DIRECT STUDY :— 


I have been advised by well- 
informed legal counsel that a 
manufacturer has the right to 
make an actual study of this as- 
pect by directly ascertaining from 
his distributors their views with 
regard to the establishment of re- 
sale price contracts. For years, 
wholesalers and retailers not only 
in the hardware industry but in 


every other industry, have de- 
plored price-cutting on branded 
merchandise. There seems to be 
no doubt whatever that they would 
now be willing and anxious to sup- 
port producers who avail them- 
selves of these new laws—laws 
fully sanctioned by the U. S. 
Supreme Court and the highest 
courts of many states. Obviously, 
manufacturers ought not, and will 
not, do so except under competent 
legal advice. After all, these laws 
are necessarily framed in statu- 
tory or technical language, like 
most other laws, so that proper 
legal advice is necessary. 


FOR LAYMEN :— 


In my discussions in these col- 
umns of the Robinson-Patman, 
Tydings-Miller and State Fair 
Trade Laws I have, of course, been 
doing so only as a layman, but 
I have always taken pains to ob- 
tain competent legal assistance 
and advice before expressing any 
views. In these discussions I have 
endeavored, as one layman to an- 
other, to explain these laws and 
to strive to simplify them, as they 
deserve to be simplified, in con- 
trast to an apparently widespread 
attempt to mystify their meaning 
and intent. And here goes for 
another attempt in the same direc- 
tion and again with proper legal 
advice. 


PATMAN LAW:- 


The fundamental basis of the 
Patman Law is that all competi- 
tors must have the same price, 
terms and conditions for the same 
quality and quantity. This law 
makes no attempt to establish re- 
sale prices nor does it deal with 
resale price contracts. As above 
stated, unnecessary confusion has 
arisen in this respect. It merely 
provides a proper rule that com- 
peting distributors be treated 
alike. It adds an important pro- 
vision by penalizing equally both 
buyer and seller for known viola- 
tions of these regulations. It also 
outlaws “phoney” allowances for 
display, advertising and demon- 
strations, but permits such allow- 
ances, if available on the same 
terms, to all competitors. It is 
thus clear that the Patman Law 
ought not to be mixed up or con- 
fused with the high privileges 





given by these new state fair trade 
laws. 


FAIR TRADE LAWS:— 


Although there are differences 
in detail in the wording of these 
laws in the 42 states, the funda- 
mental intent is the same in all of 
them. Until the Tydings Law was 
enacted, the intent of each of 
these state laws was to permit, on 
an intra-state basis only, resale 
price contracts binding on all dis- 
tributors of trade-marked goods 
in each particular state. For ex- 
ample, under the law of any such 
state, a manufacturer either 
through his own established office 
in such state, or through an ac- 
credited representative, may con- 
tract with his distributors for 
established prices on his branded 
goods; and such a contract even 
though made with a single cus- 
tomer in that state, becomes equal- 
ly binding on all other dealers in 
that state. Such contracts are 
binding whether the goods are 
sold either through wholesalers or 
direct to retailers. As has been 
stated, these laws, standing alone, 
could not be used in interstate 
commerce, but this was changed 
when the Tydings Law became 
effective on August 17, 1937. 


TYDINGS LAW :— 
The Tydings Law changed this 


situation. It is an enabling act in 
the sense that it permits a manu- 
facturer in any state to make re- 
sale confracts with his distributors 
or dealers in any of the 42 states 
which have these laws and to do 
so without violating any Federal 
law. In other words, any manu- 
facturer may make such a contract 
with one or more of his distribu- 
tors or one or more of his retail- 
ers in any state having such a 
law. Such contracts will then be- 
come binding upon all of his dis- 
tributors and his retailers in such 
state, even though they have not 
signed such a contract. He does 
not have to establish 42 state of- 
fices, locally licensed or incorpo- 
rated, but may hop over the inter- 
state barrier and avail himself of 
the provisions of this law in each 
of the states which have them. 
The correctness of this statement 
has been amply proven by deci- 


(Continued on page 99) 
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They Did 


WENTY thousand copies of 

a specially processed Christ- 

mas catalog and a barrage of 
newspaper advertisements enabled 
Palace Hardware House, Erie, Pa., 
to clean out its stock of merchan- 
dise featured in the catalog last 
Christmas. The newspaper adver- 
tisements, which began a week be- 
fore Thanksgiving, attractively 
presented gift items for folks of all 
ages and tastes, and in addition to 
the attractive illustrations placed 
emphasis on the spirit of Christ- 
mas. 

The particularly interesting fea- 
ture of Palace Hardware’s Christ- 
mas advertising material was the 
processed catalog prepared by N. 
T. Toomey, assistant manager of 
the store. The same idea was used 
for Christmas, 1935. Mr. Toomey 
made layouts 1644 by 1234 inches 
which were reproduced by an off- 
set process on pages measuring 
81% by 11 inches, With the excep- 
tion of an item on “Christmas 
Spirit” on the front cover and a 
few other brief items on the inside 
pages no type was set for the cata- 
log. Printer’s proofs of the greet- 
ing and the other items which were 
actually set in type, were then 
pasted on the layouts with the 
other printed material. 

Mr. Toomey uses catalogs, let- 
terheads, newspaper and magazine 
advertising and even calendars as 
a source for numbers, decorative 
figures, illustrations of actual mer- 
chandise and descriptive matter 
for the catalog. If a certain model 
of a toy truck is being featured, an 
exact illustration of the truck is 
used, so that customers can see at 
a glance just what the item really 


On the left we see some excellent 

examples of the way in which the 

Palace Hardware House arouses in- 
terest by using the printed page. 
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looks like. To set off some of the 
items and add to the attractive ap- 
pearance of the pages hand drawn 
rules are made by Mr. Toomey. 

Emphasis on “Christmas Spirit” 
was outlined as follows on the 
front cover of the catalog: “We 
can’t express ‘Christmas Spirit’ in 
just so many words... it’s partly 
emotional, partly an inward reali- 
zation of awakening of the im- 
portance of human relationship. 
We can, however, translate ‘Christ- 
mas Spirit’ into terms of service 
. - - a desire to help . . . Hence, 
this book of gift suggestions which 
represents only a small part of the 
really worthwhile gifts we have to 
offer . . . a small part of this 
translation, which we have tried 
to make, relative to your Christmas 
shopping. Months of planning, 
buying and display have trans- 
formed ‘The Palace’ into a store 
that reflects, indeed, a true 
‘Christmas Spirit.” The back 
cover of the catalog showed a 
variety of Christmas gift sugges- 
tions; gas refrigerators, toys, golf 
equipment, dolls, binoculars, tennis 
rackets, table appliances, dolls, 
cutlery, tableware, electric clocks, 
etc. 

No residential sections were 
overlooked in Erie when the cata- 
logs were distributed. Mr. Toomey 
says, “We didn’t skip any section 
in the city when we distributed 
those catalogs. . . . We think peo- 
ple in all sections have money to 
spend. An interesting feature of 
the catalog was the low cost, less 
than 5 cents a copy including de- 
livery by Western Union messen- 
ger boys.” Delivery of the cata- 
logs by uniformed messenger 
impressed upon people the idea 
that those attractive booklets were 
well worth looking at. 

The day after Thanksgiving dis- 
tribution of the catalogs to 20,000 
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qd a Big Advertising Job 


The Palace Hardware House, Erie, 
Pa., Capitalized on Giftwares by 
Telling Its Sales Story in Type 


homes in Erie was started, the job 
taking about four days to com- 
plete. When the catalog idea was 
used, last Christmas, for the sec- 
ond year, all gifts featured in it 
were completely sold out by Christ- 
mas Eve. 


Catalog a Shopping Guide 


“It was not unusual,” says Mr. 
Toomey, “for us to wait on cus- 
tomer after customer who had this 
catalog in his hand or pocket. 
Supposing a customer got one of 
these catalogs the day after 
Thanksgiving, her youngsters 
picked it up and saw things they 
wanted for Christmas. The catalog 
then became a shopping guide. 
Women came in and said, ‘My hus- 
band saw binoculars in your cata- 
log and that’s what I want to give 
him for Christmas.’ 

“Because of the buying activity 
of the Christmas season that is the 
only time I think such a catalog 
would pay,” says Mr. Toomey. 

Newspaper advertisements 
which appeared twice weekly in 
two daily newspapers, from the 
week before Thanksgiving until 


Christmas, showed a wide variety 
of merchandise suitable for gifts 
for all members of the family. 
Aside from the Christmas decora- 
tions — trees, wreaths, candles, 
Santa Claus heads, etc.—the yule- 
tide spirit was emphasized with 
messages such as “Wander through 
‘The Palace’ and let your gift 
problems solve themselves!” 

One attractive newspaper ad 
said, in part, “Gifts you’d love to 
get! The surest way to select the 
really successful gift, greeted with 
cheers on Christmas morning is to 
choose something you'd love to 
have yourself. Another solution is 
to thoroughly shop ‘The Palace.’ ” 
That ad had brief and general 
messages on various lines offered 
for gift purposes including: sport- 
ing géods, silverware, electrical 
appliances, housewares, cutlery, 
tools, wheel goods and toys. 

In the same ad the part featur- 
ing “Toyland in, the basement,” 
Palace Hardware advised custom- 
ers, “Buy toys early this Christmas. 
Manufacturers tell us in many 
cases they can accept no further 
orders. They are sold up... 

(Continued on page 44) 





Empty Christmas boxes on ledges etc. 





to give color without tying up goods 














Marquee decorations of this type are bound to attract the attention of Christmas shoppers. 





Pickering Dresses Up for Christmas 


Cincinnati firm’s unusual marquee and 
interior decorations attract patrons 
and build profits for holiday season 


USTOMERS- making _pur- 
C chases of $1 or more at the 
store of the Pickering Hard- 
ware, Co., Cincinnati, Ohio, find 


free parking space for their auto- 


mobiles. During Christmas season, 
particularly, this is a much ap- 
preciated service and one that 
many hardware stores could pro- 
vide, thereby increasing their store 
trafic and in many instances di- 
verting much Christmas business 
from the more advantageously lo- 
cated stores or those making an 
elaborate bid for Christmas trade. 
Pickering Hardware Co., like 
the increasing number of hardware 
stores, is combining its specific 
Christmas merchandise with regu- 
lar staple items, including cutlery, 
electric table appliances, power 
tools, etc., to good advantage. 
The front of the Pickering 
building is made to appear as at- 
tractive as the more pretentious 
stores by the use of a colorful 
marquee decoration showing a well 
designed and executed Christmas 
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scene in several colors, used over 
the front entrance, and this, with 
the neon sign, helps draw trade to 
the store, located some little dis- 
tance from the main shopping cen- 
ter. A wide-entrance front with 
modern display windows, carrying 
a varied selection of useful gift 
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The “pipe organ” at the rear of the 
store is made of linoleum tubes 
painted with aluminum paint. Back 
of it is a combination phonograph 
and radio, the music coming through 
an amplifier. It’s an excellent idea. 





merchandise, largely selected from 
the year ’round stocks of the store, 
brightly lighted to show the goods 
to their best advantage, coaxes the 
public into the store where they 
are again greeted by brilliant light- 
ing and colorful displays. Laurel 
garlanding is used freely about 
the entrance and adds a festive air. 
Inside the store the excellent il- 
lumination shows the merchandise 
to its best advantage. Shiny cut- 
lery, electrical table appliances, 
chromium goods and well handled 
decorations stimulate customers to 
shop around and to make pur- 
chases. The chains that suspend 
the lights from the ceilings are en- 
cased in cylinders made of corru- 
gated board, bright red and bril- 
liant green in color and relieved by 
white. At the rear of the store is a 
“pipe organ” constructed from 
linoleum tubes (i. e. tubes in 
which linoleum is shipped and or- 
dinarily discarded as waste) cut to 
different lengths. A notch is cut 
triangular in shape to resemble the 
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reeds. Finally the cylinders are 
painted with aluminum paint. To 
this effective decoration a combi- 
nation radio and phonograph is 
attached and the amplified music 
that emanates from the improvised 
organ is a good imitation of the 
real thing. Many customers accept 
it as genuine, although no attempt 
is intended to fool anyone. It is 
an added effect that makes the 
Christmas season part of the 
store’s atmosphere. 

Colorful toys are used to their 
best advantage to enhance the 
dress of the store and stimulate 
buying. 

At the front of the store there is 
a wide stairway leading to the 
basement where wheel goods and 
some heavier items are displayed. 
Around the guard railing of this 
stairway is a ledge about 18 inches 
wide, painted green, on which is 
displayed a selection of toys, 
games and books. These bright 
colored items attract the customer 
and cause him to walk around the 
entire stairwell, view and handle 
the merchandise conveniently. 


CHRISTMAS 
a CAROLS 





An excellent idea for attracting at- 
tention during the Christmas season. 
Cutout figures displayed above the 
window, on a marquee or even with- 
in the store. A loud speaker hidden 
behind the figures broadcasts Christ- 
mas carols to either patrons or the 
passersby. It’s well worth trying. 


A general change in the physical 
appearance of the Pickering store 
is effected at the holiday season. 
This together with the fact that the 
firm’s consistent advertising in 
Cincinnati dailies has kept the 
name before the public and made 


An Attractive Christmas 


‘HIS unusual ledge display used 
last Christmas by Richardson & 
Langlois, department store of Leba- 
non, N. H., was a home-made prod- 
uct. Mr. Langlois tells us how it was 
constructed. Here’s the method: 
“First, head, body and tail of each 
animal were cut all in one piece 
from rough boards. Legs of the 
same lumber were cut separately. 
Ears and horns were cut from thin 
plyboard. In putting the legs on 
the body we used two-inch blocks 
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between legs and body to set them 
away and give proper dimensions to 
the deer. 

“Then we filled them out with 
batting or tissue paper, winding with 
string as we went along. After we 
had padded and tied until the ani- 
mals had the right shape, we wound 
the forms with narrow strips of tan 
crépe paper. Strips of black oil 
cloth with brass buttons made the 
harness, and shoe buttons the eyes. 

“The sleigh can be made of any 
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it an old established habit in the 
minds of the public helps the firm 
do an enviable Christmas business 
in a city where there is plenty of 
formidable competition from near- 
by department stores and several 
specialty shops which go in for 
Christmas merchandising with a 
good deal of energy and effect. 

No special stunt promotion is 
undertaken by the Pickering firm 
—they rely in year ’round adver- 
tising, supplemented at Christmas 
time with slightly enlarged space 
and tasteful decorations that place 
the store in the better class of mer- 
chandisers competing for the gift 
trade. Hardware stores have the 
means in their regular lines to 
make a good bid for the holiday 
trade and many are doing just as 
Pickering is doing—brightening 
up, stimulating the regular lines 
with colorful items, well displayed 
and kept in spick and span condi- 
tion to inspire the respect of the 
gift shopper in the worth while 
value and quality of hardware 
items as gift material. 


Display 


old lumber and shaped as desired. 
For our Santa, we stuffed a boy’s 
unionsuit with tissue paper to get 
the proper shape, then put a small 
size Santa outfit over it. 

“If anyone wishes to use this kind 
of display outdoors, it can be done 
by covering the reindeer with a soft 
paste made of glue and asbestos. 
This spreads easily, and the finished 
job looks like papier mache. When 
covered with oil pajnt, it stands the 
weather outdoors. 
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Scene at the rear 
of the platform, 
showing gun rack, 
score board and 
several patrons. 









Home-Made Rifle Range © 


The Five Points Hardware Co., Cleveland, 
Ohio, has increased patronage and profits 
with this gallery which cost only $50 


HE Five Points Hardware 

Co., 944 East 152 Street, 
Cleveland, Ohio, has well 
demonstrated that a low-cost shoot- 
ing range may be installed in a 


hardware store with profitable re- 
sults. 





Merle Marx, president and man- 
ager of this alert organization, has 
always taken advantage of the op- 
portunity presented by sporting 
goods. Not only does he display 
this merchandise to advantage but 
he believes in providing facilities 


Well-lighted targets and a trolley system for supplying new ones make 
shooting a pleasure here. And there’s no danger from richochet bullets. 
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for its demonstration and use. 

His first enterprise of this kind 
was a home-made casting basin in 
the backyard where club meets 
could be held and tackle tried out. 
Its success was instantaneous. The 
pool not only cemented closer 
friendship with old customers and 
a consequent increase in sales, but 
it added many new patrons to the 
firm’s clientele. Such an applica- 
tion of facilities for the fishing 
fraternity led Marx to take a sim- 
ilar step for the benefit of gun and 
ammunition sales. 

Since the basement of his store 
was already divided, he utilized one 
side only for a shooting range. The 
entire side was first completely 
cleared and cleaned. The sidewalls 
were then painted a dead black so 
as not to cause any reflections or 
interference to the marksmen. At 
the far end of the basement a section 
of %%-inch. steel plate, 3 by 18 feet, 
was set up on a solid frame made of 
4 by 4-inch uprights and 2 by 4- 
inch cross beams against the wall. 
The top of the plate was slanted 
forward 35 degrees in order to 
deflect the bullets into a sandpit at 
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On the firing line at the Five Points rifle range. There are five stalls 
provided for marksmen which are separated by uprights to insure safety. 


the bottom. Two pieces of 34-inch 
pipe were employed to hold it in 
position and-two short pieces were 
used to fasten it to the back wall. 
Not only was the sandpit at the 
bottom of the plate filled in to 
catch the flying lead, but sand was 
also poured in behind the plate (be- 
tween plate and wall) to deaden the 
sound. 

Two carrier systems were built 
to handle as many targets on either 
side. Tricycle wheels were stationed 
at either end of the range and a 
wire cable was passed around them 
so it could be turned on a contin- 
uous circuit. A 14-inch perforated 
band of iron with a spring clip 
fastened on the lower end, was 
hung rigidly from the cable line 
between turnbuckles to accommo- 
date the targets. By turning the 
wheel at the shooting platform end, 
old targets may be retrieved and 
fresh ones snapped on. By means 
of the wheel, the target is then 
conveyed back to the shooting 
position in front of the steel back- 
stop. 

Lighting the targets was accom- 
plished by means of two long re- 
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Hits Profit Bullseye 


flector troughs of bright sheet tin 
each accommodating seven 75-watt 
lamps, making 14 in all. The 
backs of the reflector troughs were 
painted black to make them in- 
visible from behind. The two 
troughs were attached to movable 
BX electric cable and placed on the 
floor in front of the targets where 
they could be individually oper- 
ated and adjusted at any distance. 
This afforded plenty of light dir- 
ectly on the targets without illumi- 
nating the areas to the rear. 


At the other end of the range, 


where the stairs come down, a plat- 
form was made of 1 by 6 inch 
boards on 2 by 6-inch planking for 
the marksmen. This shooting plat- 
form is 17 by 18 feet in size and 
will accommodate a goodly number 
of people. 

A table was constructed half 
way across the front of the shooting 
platform and five stalls, each two 
feet wide, were framed off for the 
shooters in order to provide per- 
fect safety. Participants must stand 
the gun up before they can swing 
around because of the frame. This 
will eliminate any tendency of care- 


lessly pointing guns at other peo- 
ple when the shooters leave their 
position. 

Seats were installed at the rear 
of the platform for idle participants 
and onlookers. A table was set up 
at the side for scorers and a black- 
board fastened to the wall for keep- 
ing scores and shooting order. A 
gun rack for the stacking of idle 
firearms and a special cabinet were 
built along the background so that 
those who desired to do so could 
leave their guns at the store. The 
raftered ceiling directly above the 
platform was faced with corrugated 





Looking down the aisle on the way to 
the shooting gallery. The enthusiast 
cannot miss seeing this impressive 
display of firearms and accessories. 


cardboard and was painted a dead 
black with water color paints. 
The completed 50-foot range cost 
but $50. It has facilities for five 
men shooting from prone, standing 
or table position. A spotting scope 
on a stand enables the scorer to see 
the scores clearly. On one side 
there is a machine rest for the 
sighting of guns, thus enabling the 
store to maintain a special service 
in this direction. Sights and scopes 
are adjusted free to all customers. 
Twenty-two caliber rifles, and 
pistols of 22, 32 or 38 caliber, are 
permitted in the range where con- 
ditions have been made as ideal as 
possible. Outside of the fourteen 
75-watt lamps on the target, for 
instance, there is only one other 
bulb and that is located behind the 
shooters. This gives them all the 
light they need and does not de- 
tract from the center of attention. 
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This home-made casting basin in the 
that it provided the stimulus for the 


A two-circuit switch controls the 
lights from either end and a sepa- 
rate basement meter shows just how 
much current is consumed. 

There are two windows, one at 
each end of the range, which can 
be opened. A reverse suction fan 
for drawing off smoke and gases 
was installed in an old store chim- 
ney which had once been used for 
a furnace connection. A lavatory 
is provided in a corner off the 
shooting platform for the con- 
venience of patrons. 

A regular club has been organ- 
ized and members are charged a 
fee of $5 by the year or 15 cents 
each time they use the range. This 
offers revenue to pay for lights and 
other expenses and allows a rea- 
sonable margin of profit. The 
range is open to shooters all day 
up to closing time as well as during 
evenings when matches are sched- 
uled. 

Despite the fact that the range 
was only recently completed, it has 
already demonstrated its value by 
boosting store profits. Such profits 
result in many ways. First, there 
is the regular range fee which offers 
a fair margin. Second, there is 
the heavy profit from large quan- 
tity purchases of ammunition. 
Third, there is a good business in 
guns, sights and accessories. And 
fourth, there are the natural con- 
tacts which lead to store-wide trade. 
Most target shooters are also hunt- 
ers and need varying amounts of 
ammunition and equipment each 
fall. Many of them are also fisher- 
men. Then there is the regular 
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rear of the store was so successful 
second step—the shooting gallery. 


hardware business which they turn 
over because of their close contacts 
with the store. 

The range brings in good crowds 
regularly and Mr. Marx takes ad- 
vantage of this fact by advertising 
and displaying his merchandise. 
Large stocks of guns and ammuni- 
tion are well displayed in the store 
itself through which range par- 
ticipants must pass in order to 
reach the basement stairs. Many 
signs along the natural aisle of 


travel call attention to the com- 
pleteness of stocks and to the 
many services available including 
rod and reel repair, gun repair, 
sight aligning, waterproofing, etc. 
The walls around the shooting plat- 
form of the range also furnish a 
good base for signs which boost 
various sporting goods. And the 
range itself is a natural place for 
selling firearms both for target use 
and hunting. Not only does the 
atmosphere put people in a mood 
to buy but they have an exceptional 
opportunity to try out the firearms. 
Target rifles need good sights and 
telescopic sights may sell anywhere 
from $7 to $150. 

All sales made are clean profit 
transactions because the range fees 
pay the expenses of operation. Al- 
though patrons are not required to 
buy their ammunition here it is 
only natural that they do so. And 
shooting matches bring in a big 
turnover. Even the individual 
shooters, who drift in to practice, 
often require a fair stock. One 
solitary patron recently used 14 
boxes of ammunition in a single 
afternoon. 

Altogether, the new range, oper- 
ated on a practical basis, has 
proven a decided asset to the store. 





They Did a Big Advertising Job 
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even materials for production are 
not available, so don’t delay.” This 
was no idle statement, as dealers 
who handled toys last Christmas 
fully realize. 

Another ad, with an illustration 
of young folks enjoying various 
winter sports, stated that, “The 
Christmas Trail Leads to Our 
Sporting Goods Department,’ and 
further said, “In selecting such 
gifts it is wise, however, to choose 
equipment of known make . 
equipment that has the acceptance 
of outdoor men, women and chil- 
dren. Yes! even the children are 
familiar with what is considered 
tops in skating, skiing, golf, ten- 
nis, hiking, scouting, boxing, base- 
ball or fishing. And best of all, 
with quality considered, you will 
find ‘equal or greater values’ in 
this excellent department.” 





Toys, which are shown in the 
basement at Christmas time, in a 
variety of types and prices, were 
shown with an_ invitation to 
“Bring the children to Our Big 
Toyland Basement. If you could 
follow the children in their dream- 
worlds the night before Christmas 
you could see them playing with 
all the toys they’ve ordered from 
Santa. But no ‘grown-ups’ get into 
this dream-world. They can, how- 
ever, get a special preview in our 
big ‘Toyland Basement.’ Here you 
will find everything their little 
hearts desire.” 

When people follow the sugges- 
tions of the advertisements and go 
to Palace Hardware House to see 
Christmas gift lines they find the 
entire store attractively decorated 
for the season. Real Christmas 
spirit also prevails in the windows. 
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HE Palmer House where the 
recent convention of the 
National Wholesale Hard- 
ware Association and the Ameri- 
can Hardware Manufacturers’ As- 
sociation was held is a really 
great organization. It is an enor- 
mous place. One would imagine 
that it is so large it would be very 
difficult to get good service. But 
that is not so. The service was 
excellent. The rooms were very 
clean. The beds lulled one to 
sleep. The plumbing was not suf- 
fering from pernicious anemia. 
There were plenty of towels, and 
if you used a lot of them in the 
morning, fresh towels replaced 
them by noon. 


Service Plus 


I was interested in studying how 
the rooms were kept in order. 
Each chambermaid had a large 
contrivance on wheels. On this 
sort of truck there was a place for 
sheets, pillow cases, towels, soap 
and everything needed. She just 
pushed this along from room to 
room as she made them up. 

The telephone service was ex- 
cellent. When you called someone 
and he happened to be out of his 
room, the operator did not forget 
you were on earth. She would 
actually call you back and say 
there was no answer, and would 
volunteer: “Do you wish to leave 
any message?” [| usually left a 
morning call, and I got in the 
habit of looking forward to hear- 
ing the pleasant voice of the oper- 
ator inform me it was 7.30. There 
is nothing better the morning after 
a room party than to have a 
pleasant, cheerful voice wake you 
up. How careful all of us should 
be about our voices! I believe if 
we would just try to watch our 
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To the Man Who Wasnt There 


By SAUNDERS NORVELL 


voices and also our greetings, we 
could increase the amount of hap- 
piness of the world. 

I found it saved time to have 
breakfast served in my room. This 
room service was always prompt. 
In fact, it was so prompt the first 
day that when the waiter knocked 
on my door, I was in the bathtub. 
After that I figured just 20 min- 
utes for the service and it usually 
worked out splendidly. There was 
a very good club breakfast at a 
price surprisingly low for room 
service, but, of course, the regular 
government tax of 3 cents was 
there. I didn’t mind the price of 
the breakfast, but I resented that 
3 cents. 

As the only time anyone could 
find anyone else in their rooms 
was before 9 o’clock in the morn- 
ing, my telephone would start 
ringing very early. And the one 
thing that was very difficult at the 
convention was meeting the person 
you wanted to see. A whole floor 
was set aside for the hardware 
conventions. The jobbers had 
their rooms, and the manufactur- 
ers had theirs. It was a two-ring 
circus. There were not only spe- 
cial meetings for manufacturers. 
and different ones for jobbers, but 
there were also general meetings 
for all. At one of the big joint 
meetings Representative Patman 
made his regular speech. 


Mr. Patman’s Address 


I have heard Mr. Patman three 
times. He has improved. He now 
does his speech very well indeed. 
The first part of it is about the 
Patman Law and the fair-trade 
laws. That was all very good. 
Mr. Patman has done a good job 
for United States business as a 
whole. He deserves credit and it 


is our desire to pass him a large 
bouquet. But when it came to the 
latter part of his speech where 
he discusses new laws that will 
limit chain stores to one store in 
a state, in my personal and hum- 
ble judgment, he is going a little 
too far. I don’t think such laws 
will ever pass the Supreme Court. 
It is really, to my mind, class 
legislation. The chain stores can- 
not do this, and they cannot do 
that, but the Standard Oil Cor- 
poration and the telephone com- 
pany and the automobile manu- 
facturers, I understand. will all 
be permitted to do what is denied 
the chain stores. 


Tariff Walls 


On the other hand, if everybody 
is subject to these proposed state 
laws, then the United States in- 
stead of being the widest area in 
the world speaking the same lan- 
guage without having tariff bar- 
riers between the various states. 
will become just like Europe 
where every country is a_ unit. 
And this is what it seems to me 
Mr. Patman is trying to do to the 
various states in this country. The 
states are already working with 
this end in view. Now in many 
states we must register our trade- 
marks; we must take out licenses. 
In other words, they are setting 
up tariffs. If this thing goes on. 
we will find ourselves just like 
Europe. If your headquarters are 
in France you have to pay a tariff 
to get into Germany, or Switzer- 
land, or Italy, ete. Every country 
in Europe has been building its 
walls to protect itself and keep 
out other countries. All this re- 
minds me of the man who once 
built a wall around his home. to 


(Continued on page 111) 
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Thanksgiving and Football Offer 





INTER’S just around the 
corner and there isn’t 
much left to the autumnal 


Nevertheless, there are 
several autumn angles on which 
the alert hardware dealer can 


season. 
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capitalize. Thanksgiving usually 
produces real profits for hardware 
stores and there is always a chance 
for sales during the last few weeks 
of the football season. 

Suppose we discuss the subject 
of Thanksgiving first. There’s a 
window on this page devoted to 
this festal season which manages 
to cover the ground pretty thor- 
oughly. This is what might well 
be termed “a balanced symmetri- 
cal display.” There is the domi- 
nant electric stove in the exact 
center of the window with the va- 
rious “turkey day” accessories 
ranged in symmetrical order on 
each side of it. Pots, pans, roast- 


ers, percolator, dishes, carving 
sets and silverware are well dis- 
played on pedestals, plateau and 
floor. The cornstalks serve to 
terminate the display at each end 
while the placard in the _back- 
ground tells the hardware dealer’s 
story. 

The Harpware ACE _inter- 
changeable display fixtures have 
been used to advantage in this 
window and serve as an excellent 
background for the merchandise. 
Comes now the question of color 
for fixtures and background. In 
view of the fact that the great 
majority of items shown are of a 
metallic nature it would be well 
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to use a somewhat darker shade 
by way of contrast. Thanksgiving 
conjures up the idea of roast tur- 
keys, mince and pumpkin pies and 
a variety of good things golden 
brown in hue. There’s the color 
keynote—golden brown! It’s in 
keeping with the season and it 
will serve to make the merchan- 
dise stand out to its best advan- 
tage. 

The second window is devoted 
to football. And it might be well 
to inject a suggestion on that sub- 
ject. By the time this issue ap- 
pears in print the football season 
will be well on its way to comple- 
tion. There will not be very much 
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opportunity to sell footballs, uni- 
forms and other equipment to the 
players themselves. But there will 
be an excellent opportunity for 
selling a great many items to the 
people who sit in the stands and 
shiver as they watch the games. 
There’s a multitude of things 
that the football spectator can use 
and a great many of them come 
from the hardware store—bags, 
suit cases, vacuum bottles, rugs, 
field glasses, flasks, cameras and 
a thousand and one items which 
can be carried in an automobile or 
used by people who want to keep 
warm. Concentrate on the specta- 
tors as much as possible and 





Opportunities for Window Displays 


you'll find that your efforts will 
be well worth while. 

The interchangeable fixtures 
have also been used in this win- 
dow. This display, however, 
might be said to be on practically 
two planes. The eye centers on 
the merchandise on the plateaux 
and on the short pedestals to left 
and right. The matter of color is 
also a subject for discussion in 
this window. Why not use grass 
green for backgrounds and _ fix- 
tures? It’s the color of the field 
on which the game is played and 
it will serve as an excellent back- 
ground for many articles made of 
leather. 





By ADON H. BROWNELL 


Chapter 14—Intermediate Course 


Hardware Finishes 


we studied the base metals. 

Practically all builders’ hard- 
ware is made from one of these 
base metals. 

If you have mastered the last 
chapter you are now ready to take 
up the subject of finishes. The 
majority of all builders’ hardware 
is finished in some color or other. 

The first group we shall con- 
sider can logically be called nat- 
ural finishes. The base metal such 
as wrought or cast brass, wrought 
or cast bronze and nickelene metal 
has the surface ground smooth to 
eliminate all roughness in the sur- 
face of the metal. At times that 
completes the finishing process 
and is called a wheel finish. Next 
the surface is polished by buffing 
on rag wheels to a mirror-like 
finish. 

If it is desired to retain this 
bright finish for a time, it is then 
lacquered which is usually applied 
by dipping, spraying or occasion- 
ally brushing and is then dried in 
an oven. 

Lacquer is a protection but only 
a temporary one. It is subject to 
and affected by various conditions, 
particularly on door knobs which 
are constantly handled. It soon 
wears off, the finish underneath 
tarnishing or, in the case of iron 
and steel, rusting. 

Ordering the hardware unlac- 
quered is considered by many 
builders’ hardware men an excel- 
lent practice, particularly where 
natural finishes are used. Where 
this is done the natural metal can 
be polished and with care kept in 


r the last chapter of our course 


48 


its original state. Many architects 
and owners prefer not to polish it 
but let it tarnish. If it is unlac- 
quered it will tarnish to a more 
uniform color than will a_ lac- 
quered job where one waits for the 
lacquer to wear off because the 
result then is that the door knob, 
for example, soon has the lacquer 
off while the rose or escutcheon 
plate underneath the knob remains 
bright because it has not worn off. 
When using natural finishes, I 
would recommend usually specify- 
ing that it be unlacquered. 


Plated Finishes 


The second group of finishes are 
called plated finishes, usually ap- 
plied on iron or steel. For ex- 
ample a steel knob is plated with 
a coating of brass (called brass 
plating). 

To give longer life to the plat- 
ing sometimes the metal is sprayed 
with sand. This process is called 
sand blasting. This is not nearly 
as popular a finish as it was ten 
years ago. After the metal is 
sanded it is plated with a coating 
of brass, bronze or nickel as may 
be desired. 

The plating is usually done by 
an electro process, the coating be- 
ing deposited on the base metal 
then buffed in order to bring out 
the desired color. Many of the 
better grades of steel hinges are 
plated with a coat of copper plat- 
ing before the final desired finish 
is plated over the copper plating. 

In the case of chromium plat- 
ing, steel copper plating is first 
applied, then nickel plating and 


TAKING THE MYSTERY OUT 





finally the chrome plating is often 
put on the base metal. In the case 
of brass or bronze metal base the 
need of copper plating is elimi- 
nated. 

Plated finishes, particularly on 
iron or steel, are then generally 
lacquered. 

Many of these plated goods, 
particularly where the designs are 
at all ornamental, are oxidized. 
Oxidizing is also a plating process 
whereby a compound of sulphur 
and other chemicals are used to 
relieve the plainness of the finish. 

The newer and more popular 
finishes called for in the trade to- 
day are oil and wax finishes. Oil 
and wax finishes require the same 
preparation up to the step of lac- 
quering. If an oil finish is re- 
quired instead of applying lacquer 
the metal is heated, dipped in 
paraffin and rubbed down with a 
flat pad. Where wax is desired 
a special preparation of wax hav- 
ing beeswax as a base is applied, 
the color in this case then being 
brought out by rubbing. 

There is one other distinctive 
hardware finish. It is called 
“Bower-Barff” and is used only on 
iron or steel. Properly done on 
cast iron it makes a remarkably 
durable finish, far better on cast 
iron than steel. Bower-Barff is a 
rust-resisting finish, taking its 
name from its originators, a Mr. 
Bower and a Mr. Barff. The metal 
is heated in a special furnace to 
a temperature of 1000 deg. F. Coal 
gases and live steam are then 
forced into the furnace causing a 
black coating to form over the sur- 
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face of the metal. When the metal 
is brought out of the furnace it has 
a bluish color. After the metal 
has cooled it is dipped in oil 
which turns it black. I have seen 
buildings in which this finish has 
been used that were built over 25 
years ago and the finish is still in 
excellent condition. A practical 
but not a particularly attractive 
finish. 

Most of the miscellaneous fin- 
ishes, such as antique copper, 
japanned, galvanized, etc., are 
familiar to everyone who has the 
slightest knowledge of the hard- 
ware business and further explana- 
tion seems unnecessary. 





In compiling the chart of the 
most widely used finishes for resi- 
dence work in these days, we did 
not attempt to make the list un- 
usually long. The list as furnished 
will show most all of the popular 
finishes you ever need to know. 

Statuary bronze has passed 
rapidly out of use since oil and 
waxed bronze finishes came into 
use. Verde antique, a mottled 
green effect, is seldom used. Dame 
Nature can put on a polished un- 
lacquered bronze metal the pret- 
tiest verde antique you could de- 
sire when the metal is exposed 
long enough to the weather. 

Silver plating once popular is 


another little used plating. It has 
the tendency to turn black quickly 
so where that effect is required 
many builders’ hardware men are 
now using dull chromium, or dull 
nickel. 

In connection with this article 
we are giving you the first of what 
I trust will be a very valuable 
chart of comparatives, one that 
every builders’ hardware man in 
the country will find useful. As 
this study continues it is our aim 
to give other comparative charts 
of various manufacturers’ mer- 
chandise as we now give the manu- 
facturers’ comparative list of fin- 
ishes. 













The next six pages contain the Hardware Age Comparative Chart 
of Builders’ Hardware Manufacturers’ Finishes—the first and only 
complete comparative chart of its kind—another outstanding and 
useful contribution to the hardware business. 


The above illustration shows this complete chart printed on a single 
sheet, 411/, inches wide and 11 inches high. A limited number of 
charts have been printed in this form to be placed in picture frames, 
under glass table or desk tops, etc., in builders’ hardware display 
rooms. As long as the supply lasts, readers may obtain the Compara- 
tive Chart in the above form. Send your request accompanied by a 
3-cent stamp to cover mailing to— 


HARDWARE AGE EDITORIAL DEPARTMENT 
239 West 39th Street, New York City 


CHART BEGINS ON NEXT 








NOVEMBER 18, 1937 










Note—Star denotes manufacturer can furnish 





























































































































give description of finish when ordering. it is Hardware Age Comparative ( 
always wise to give lock manufacturers’ finish 
symbol or sample when ordering goods from Manufacturers’ ] 
specialty manufacturer to match lock trim 
[ 
= | ‘ E $ 30 3 “a 36 bo be 4 “ 
E Copyrighted 1937 as| 4 . @s| 8s 8 gs 2 4 ~E e 3 
Be | by Hardware Age jes 3 | Ss |eu| $8 | | se |85| 38 | 28 9 3 
ei os - es) 5 | de |g6/ SS | ge | #2 | 29] Fo) 22 Fs: 
ae Description of Finishes se| & Ee g2/ 25 gs #8 /o2e| $2 | 5g, 7 3: 
Do gx] 3 mn ie as | am om OF | 4a aa rst} OF 
1 | US3~ | Polished Brass | | A80 | A x |us3 |x 30 | 3 |US3 | US3 : 12 
2 | US4 | Dull Brass «|D3I0/DA | « |us4 |c | 37 | 6 |US4 |US4 | 38 
3 |US6 | Dull Brass Oxidized and Relieved | D31 | LA | ‘* {uss |pprR | 3s | [uss juss § 
4 | US6 | Sanded Brass Oxidized and Relieved | «| S31 |SLA | |US6 |SK | 338 | 1 |US6 |US6é | 
8 | US8 | Antique Copper ra ne Cee | use |B | 24 2 fuss juss | 
6 | uS9 | Polished Bronze | | a0 | BO | |usos jt | 4 | 7 /|use |use @ 1 
7 | US10 | Dull Bronze | * | D20 | DB -» |us10|pLe | 47 | 6 |USio | Usi0 | 1D 
. 8 US 11 Dull Bronze Oxidized and Relieved | «| D2i_ LB US 11 | HB | 48 mt: US 11 Us 11 
9 | US 20 | Statuary Bronze ae | Dag | OB uso |R | 46 | 11 | Us20 | usa 1ST 
10 | Special | Oxidized Bronze Relieved Oil Rubbed | * | D23_ LB Om | * | HBOR|48-0R| | 
11 | Special| Light Statuary Bronze Waxed | | a | BY | RLN | 46-LW | 
12 | US14 | Polished Nickel Plate = |§= | «| ASO | N | | Usa | N 60 | 8 | USi4 | usu | 5 
13. | US 16 | Dull Nickel Plate ~ “| D560 | DN x |US16 |DN | 67 US 15 wg 
_ 14 | US 1B | Japanned jeuid “| 010 .. |S | 02 usiB| 
15 | US1D | Dead Black Japanned | * | OD10) DJ | DJ US 1D — 83 
16 | US18 | Genuine Bower Barff ae |R ; ee st usis | 
17 | US 19 | Imitation Bower Barft |e) 18) | RI US 19 | H | 9 | |USi9 | USi19° 
“18 | US22 | Verde AntiqueGreen = = | | S81 |V — |usez |v | ses | |usa| fF 
19 | US 23 | Silverplate Dull Oxidized Relieved | * | D61 | DX use |E | | |usa| 
90 | USaH | Hot Galvanized ee 2 
21 | US 26 | White Bronze | | Atoo| WM /wE | 260 | US 25 ay 
92 ‘US 26 | Electro Galvanized | «lo | usac|c | | |usacol ff 
93 | Special | Dead Black on Forged Iron - - a —. ‘ * ae + * | H Ts. «ht o- =. i - a 
a | Special | Half Polished Iron |e) D8) ® i Soe oe ae 7a 
26 | Special | Rusty ron Oe ee ea 
26 | US 26 | Polished Chrome Plate x | A110| H * | US26 | CR 160 | 15 | US26 | US2% B+ 
a7 | US26D| Dull Chrome Plate == === | | D110 DH =e =| «US 26D DCR 187 _'16Dull| US 26D US 260 
| | \ 
NC 


HARDWARE AGE 











ve 
Ts 





City Plating & 
Manufacturing 
Co. 


| a 
Dn 
w 














| US 26 
) US 26D 
ff 






AGE 





Chart of Builders’ Hardware 


kee 
= aes SO 
<aoe Fet eR “s rs 03 

a ay ae 


Where no number or symbol is listed below, 
manufacturer has advised he does not have it. 
While every care has been taken, Hardware Age 





SEHR 


a 


ga 







































NOVEMBER 18, 1937 

















51 


Finishes assumes no responsibility for correctness of 
these comparisons furnished by manufacturers 
| ¢ | a a | é | g 

4 | ° 1/8 S | gy | by be ei 4 o e | 3 ' 2 

o | (4 A| oS) | 9.6 os ts] | lg | 3 8 | 3 ‘s 35 5 

ey | g ar) 5 | 83 | x a eS > | & 2 sO = 

3 | A 15g] 8 | ws _ a5 | 8 sa | # ° 3. S w Su 

& | ° . = is Sy a o = 79) PI 2 2 

a4; 8 igei = ie | Bz _ | * se | °° a.j|% Se wt 

es| 2 |t¢| %: | 88.| sé) 29./ 4 | 88 | 4 | Bel g. ge OF 

= 3 56 = | O86 | 86 | aSs/| == . | &S bo zo - Bb 

OF | O |}On | AA | ARO! AO | mao! = es} OO oO Og Do 

2 | 2 |PB SA Y | US3_ PB * BB LA 3 US3 | BRT BS uss 1 
———— = a - _ — -| — - _ = - » - 

13 | 12 | EA YB | US4 | DB x DB | AD 4 US4 | DBS US 4 2 

| 1234 KA YC | US6 | DBR * | AB | ADO 5 |US5 | OBS | US5 3 

1414| 'SKA | YR |US6 |SLO | »% | DBsS | 6 | US6 | O BSSB US 6 4 

; —_|___ eee! Eee ae ret eee | re : pices eo | = 7 - 

f 5 R cD US8 AC x | AC | c 8 |US8 | OC US 8 5 
1} 1/ |B |R US9 PBZ | * | BBRZ |B 9 |US9 | BZE uUs9 | 6 
1D | 24 DB |DB_ | RB US 10 | DBZ * DBRZ | BD 10 US10 DBZE US 10 7 

24% | uS11 | RC US11 | DBZR | »* ASRONZE | BDO 11 | US11 | ANT BRONZE US 11 8 
— |—— | | -|}— = 
1ST | 365 | |US20 | PA | US20 |S | w | ieaen| OT 20 | US20 STAT BZE US 20 9 
oe | steele 
| EB | RF * ORB | * | BYOR * “ Special | 10 
v7 | eae, ca P . | com — i 
| JB | * | | —— * oe | Special , 11 
6| 8|np |E (|N |USi# iN | w |N |[N 14 | USi4 | NP ‘us14 | 12 
814 DE |NB_ | US165 | DN * | DN | ND 16 | US15 | DNP US15 18 
J | J | JAP J JAP 1B | US1B | JAPD US1B | 14 
33 | DJ D | | DB JAP | 1D | US1D | DB JARD US1D | 15 
19 F |BB- | US18 | RP 18 US18 | 16 
1114 KF | BC US 19 | 1RP * | BKS 19 | US19 DBE US19 | 17 
22 Vv VB VA BV1 22 |US22 VERDE ANT  US22 | 18 
| KS | sc_ | US23 | MO 23 US 23 | 19 
————nf - } je | | - 
G | | H GALV 24 US2H | GALV US2H 20 
WB | | NK NM | US 25 Ww 25 US 25 US25_21 
EG | |G _E GALV 2%  US2G US2G 22 
a a en on —— oe Seen I | - 
BL | DD | D3B an | x | E DB * * |DBE Special | 23 
a i a Se le a _ = es | Saw af = si | a | 
HPI | A3B * 4-O | * * H PI | Special | 24 
OI RI R3C * |4R | W-1 x | RUSTY IRON | Special | 25 
* | 26 CR |CR | CH US 26 | CR « |CHR |L 26 | US26 | POL CHR US26 | 26 
2614, DC | DCR CHB | US 26D| DCR * | DCHR LD 26D | US 26D DULL CHR US 26D 27 


oy a Tag 
& » oe 





Note—Star denotes manufacturer can furnish; 


give description of finish when ordering. It is Hardware Age Comparative & 
always wise to give lock manufacturers’ finish , t 
symbol or sample when ordering goods from Manufacturers § 
specialty manufacturer to match lock trim f 

: 


































































































g > | sl] se | | d ee | g a 
E Copyrighted 1937 Ss, |S | §3|s3|32 /2 Big 8 & | 4. 
| 3. | 4y Hardware Age say | | 89) 82 \eg | 5% loz 2 lees] BS 
| a3 95 a woe | ea) SS led | gag lgas| 8 ele) se es 
aE Description of Finishes me £3 | Ae | et a § | ads aes 3 see ME : 
Dn ORS (O8 | MS |) ta |Me0) ede eam) A Wee ae & k 
| | | : 
1 | US3 | Polished Brass 3914 35 BS | 34/0 o BB | 1314 BP ; 
2 | US4 | Dull Brass DB 37 | 51 |B /|11/0 | 23 |DB | 18 |OB | 4 
3 | US6 | Dull Brass Oxidized and Relieved DBO -——~—‘“(;«CSC CS 1 | goo | 2 | ‘| 43 | xB he 
4 | US6 | Sanded Brass Oxidized and Relieved | DBS 6314} 8314] 21/0 | 16 |DBSS | 61 | XBS | 4 
5 | US8 | Antique Copper - —_ oc | ‘39 | 60 OC | 8/0 7 16 oc ‘* 7% x F 9 
6 | US9 | Polished Bronze A 393;| 34 | aP | 4/0 | 10 |Bz | 1 BOS 
7 | US10 | Dull Bronze DA o1 | 61 | AD | 12/0 | 24 | DBZ | 3% |DE Fg 
8 | US 11 | Dull Bronze Oxidized and Relieved | DAO T4370 (| 96 | DBzr | 23 | Dx P= 
9 | US20 Statuary Bronze AL t 28 38 | 2 5/0 a 13 LSTB 38 YL y 91 
10 | Special | Oxidized Bronze Relieved Oil Rubbed | PAQ OL | = a mie 4 
11 | Special | Light Statuary Bronze Waxed At, WAXED wae a ae “foe 
12 | US 14 | Polished Nickel Plate “| N 7 \¢0 | 42 |NP |t00 | 19 |N | 6 |N FP g- 
13 | US16 | Dull Nickel Plate DN 02 | 22 | SN | 9/0 | 6 | DN 9% | ND_ fs 
14 | US 1B | Japanned 3 «| o! | fa | oa Ss ao 
15 | US 1D | Dead Black Japanned JD 36 |\pp |B | |pd |r | DB > 
16 | US18 | Genuine Bower Barff \casCésdK «o 6S | Sst =| co Ge | ot | BB) ag 
17 | US 19 | Imitation Bower Barf kK 66% 77 =| 6/0 | 18 | DE ¢|EDB | 4 
18 | US 22 | Verde Antique Green iv ee ae es aa ; 
19 | US 23 | Silverplate Dull Oxidized Relieved SD | lo | | | ail | vw | px 
20 | US 2H | Hot Galvanized G fe t 7 fF jue | |e 
21 | US 26 | White Bronze WB | | | «a ‘wm | 95 | Ww 
22 | US2G | Electro Galvanized cP | | || we | | 2 2 
23 | Special Dead Black on Forged Iron IR BLACK e it - -x- tr 4 a kee DB 
24 | Special | Half Polished Iron \IRHF.POL| + ft 12 
a | Sect | Rat on pmewerr | «| 
26 | US 26 | Polished Chrome Plate [CHR | | | 7 | CHP | 36/0 | 36 |CHR | %@ |c Ff 
27 | US 26D Dull Chrome Plate |\CHRD | | 74 | CHD) 36/0 | 36 |DCHR| 97 |cD | 
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While every care has been taken, Hardware Age 
assumes no responsibility for correctness of 
these comparisons furnished by manufacturers. 
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Note—Star denotes manufacturer can furnish; 
give description of finish when ordering. It is 
always wise to give lock manufacturers’ finish 
symbol or sample when ordering goods from 
specialty manufacturer to match lock trim. 
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Description of Finishes 


U. S. Standard 


Symbols 


Polished Brass 
US 4 Dull Brass 
US 6 


US 6 


Dull Brass Oxidized and Relieved 
Sanded Brass Oxidized and Relieved 
Antique Copper 

US9 | Polished Bronze 
| Dull Bronze 

US 11 | Dull Bronze Oxidized and Relieved 
US 20 Statuary Bronze 


Oxidized Bronze Relieved Oil Rubbed | 


Special | 
Special | Light Statuary Bronze Waxed 
US 14 | Polished Nickel Plate 
'| Dull Nickel Plate 
Japanned 7 

US 1D 


US 18 


Dead Black Japanned 
Genuine Bower Barff . 
US 19 | Imitation Bower Barff 
| Verde Antique Green 
US 23 | Silverplate Dull Oxidized Relieved 
Hot Galvanized 

US 25 


US 2G | 


| White Bronze 
Electro Galvanized 
Special | Dead Black on Forged Iron 
Special | Half Polished Iron 
Special | Rusty Iron 

US 26 | Polished Chrome Plate 


us 26D Dull Chrome Plate 


Safe Padlock & 
Hardware Co. 


Sager Lock Works 
Sargent & Co. 
Sargent & 
Greenleaf, Inc. 
Schlage Lock Co. 


Shelby Metal 


Products Co. 
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ADVANCES 


Some Electric Refrigerators. Auto 
Tires. Lamp Chimneys. Rubber 


Fly Swatters. 


Some Paint and 
Varnish Brushes. 


DECLINES 


Some Rubberized Weatherstrip. 


White Lead in Oil. 
Lead Products. 


Linseed Oil. 


Copper Rivets, 


Burrs. Soldering Coppers. 


Steel screen cloth—An impor- 
tant price announcement was issued 
on Nov. 5, covering screen wire 
cloth. All items of black and gal- 
vanized steel screen cloth are con- 
firmed for 1938 shipment, with 
March 1 dating, at the same prices 
as in effect since last March 15— 
30 cents per 100 sq. ft. higher than 
the opening 1937 prices put out 
last November. Steel cloth was ad- 
vanced twice after last year’s open- 
ing, and both advances are now be- 
ing held in the new schedule, with 
jobbers’ allowances remaining sub- 
stantially the same. 


& * * 


Bronze and copper wire cloth 
Copper and bronze cloth advanced 
twice after last fall’s opening fig- 
ures, and the Nov. 5 announcement, 
for early 1938, is a very slight con- 
cession from the top prices effective 
since last March. Prices are held, 
however, 60 cents per 100 sq. ft. 
higher on 14 and 16 mesh than last 
fall’s opening schedules. The new 
quotations on screen cloth are sub- 
ject to change without notice, and 
cover the jobbing area east of the 
Mississippi River. 
aa x * 


Galvanized hardware cloth— 
Hardware cloth prices, put out last 
week, reaffirmed the $4.00 list basis, 
established in March, on 2 x 2 mesh 
in standard 100-ft. rolls. Wholesale 
discounts are reduced 5 per cent for 
quantity purchases. Hardware cloth 
is announced on regular terms with- 
out spring dating, and the new 
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prices are subject to change without 
notice. 
* * 

Non-ferrous metals — Prices 
have continued slowly downward on 
the leading metals other than steel, 
copper being quoted last week at 
11 to 11% cents per pound, the low- 
est since last fall. Tin also reached 
close to 44 cents per pound, a new 
low for more than a year, while lead 
and zinc are at new 1937 lows, 
with lead now back to the quotations 
of a year ago. The usual prompt 
effect of reduced lead and tin prices 
is seen in several declines on lead 
pipe, sheet lead, ,babbitt metals, 
solders, etc., all of which have fol- 
lowed almost exactly the metals 
markdowns. Under such market 
weakness, buying by distributors 
has been only in small doses as 
needed, although a very steady rate 
of small lot sales is reported. Cop- 
per products have seen several de- 
clines, including recent further 
drops of one cent per pound, each, 
on copper rivets and burrs, and on 
soldering coppers. 

* * * 


Refrigerators advanced— 
Prices on the new 1938 line of elec- 
tric refrigerators by Frigidaire, and 
others, show some advances. The 
increases average $5.00 each on the 
smaller units and $10.00 each on 
the larger. These price changes are 
said to be largely accounted for by 
construction improvements. Sales of 
household refrigerators through Sep- 
tember—the latest figures reported 


—maintained a good gain over last 
year, September sales totaled close 
to 88,000 units, compared to some 
84,000 units a year ago. For the 
nine months, sales reached 2,117,000 
units against 1,810,000 for the same 
1936 period. 


* * 


Automobile tires higher—An- 
nouncements of price increases came 
late last month on several leading 
makes and qualities of automobile 
tires. The Firestone increase ranged 
from 4 to 7 per cent, while the per- 
centages of increase announced by 
other companies varied rather 
widely. U. S. Rubber Company 
prices were reported some 2% to 5 
per cent higher on first and second 
grades, and from 1 to 10 per cent 
higher on the third line tires. 


* + 


Cotton products—Prices on 
manufactured cotton goods have 
either been well liquidated, or are 
holding successfully a part of their 
previous advances. The reduced 
prices established during the past 
several weeks on sash cord, clothes 
lines, cotton gloves and mittens, and 
similar products, are holding rela- 
tively firm. However, one source re- 
ports a further drop on October 20, 
about 50 cents per gross, on com- 
petitive No. 6 white cotton clothes 
lines, in 50-ft. hanks. Some makers 
of rubberized weatherstrip have re- 
duced their opening September 
prices approximately 7 per cent. 


oS 2 <= 


Housewares—Due to the 25 
per cent wage increase conceded by 
the manufacturers to the Flint Glass 
Workers’ Union, a new price sched- 
ule is announced on lamp chimneys, 
including an advance of about 11 
per cent on such staple numbers as 
sizes 0, 1 and 2 Sun crimp top and 
plain top. A 6 per cent advance is 
reported on rubber fly swatters, in 
the prices put out by one supplier 
for next season, reflecting increased 
costs already felt in the production 
schedules. 
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Paints and brushes—Ad- 
vances are coming through from 
some manufacturers of paint and 
varnish brushes, particularly on 
their popular priced lines, with the 
statement that old low-cost supplies 
of bristles are being used up, and 
that further increases must be ex- 
pected. The declining lead market 
has reflected itself in reduced quo- 
tations on white lead in oil, and 
dealers are ordering very conserva- 
tively. Linseed oil declined 11% 
cents per gallon on Nov. 5. Demand 
for window glass continues season- 


ably large, and with prices well 
maintained. No immediate market 
effect is expected from the order 
against discriminatory prices, issued 
by the Federal Trade Commission. 
and directed to the window glass 
manufacturers’ and distributors’ as- 
sociations. 
* * * 

Eagle-Picher price list—New 
prices per pound in five-ton and less 
than five-ton shipments have been 
announced on Eagle Lead Oxides by 
The Eagle-Picher Sales Co., Pig- 


ment Division, Cincinnati, Ohio. 





These prices which went into effect 
as of Nov. 3. 1937, are for: Litharge, 


Sublimed Litharge, Zerox, Perox, 
Red Lead, Dry and Orange Mineral 
AAA. 
* * *% 
Copper and brass products 
New mill base prices on copper and 
brass products have been issued by 
leading makers, as of Oct. 26, 1937. 
* # # 
Bridgeport Chain price list 
The Bridgeport Chain & Mfg. Co., 
Bridgeport, Conn., recently issued 
its price list No. 6, covering welded 





INDEPENDENT HARDWARE DEALERS’ SALES 


September, 1937 





Number of Firms Showing 








Number Sales Reported 
of Percentage Change Change in Sales 
States by Regions Firms From From Thousands of Dollars From Sept. 1936 From Aug. 1937 
- Report- — Sept. Aug. Sept. Sept. Aug. In- De- Lessthan In-  De- Less than 
ing 1936 1937 1937 1936 1937 crease crease 1% change crease crease 1% change 

East North Central 275 +11.6 +10.7 1464.8 1312.2 13228 175 91 9 179 89 7 
Illinois 50 +168 +138 332.8 284.9 2925 37 11 2 36 13 l 
Indiana 19 +15.2 + 8.9 269.2 233.7 247.2 33 15 l 26 23 0 
Ohio 73 , O27 + 8.4 387.3 353.2 3572 53 16 1 18 21 i 
Wisconsin 103 + 8.0 +116 475.5 440.4 425.9 52 49 2 69 = 32 2 

West North Central 160 + 97 + 6.4 638.7 582.0 6004 99 55 6 105 19 6 
Iowa 35 +> §9 Ties 129.2 122.0 115.2 23 10 2° 23 1] l 
Kansas 23 +27.9 — Ts 131.0 102.4 138.9 17 5 l 15 8 0 
Missouri 60 + 6.6 +118 287.2 269.4 256.9 37. 21 2 43 13 t 
Nebraska 42 + 3S + 23 91.3 88.2 89.4 22 19 l 24 17 l 

South Eastern 17 == 59 + 9.7 114.3 116.5 104.2 11 5 l 12 5 0 
Georgia* 

South Carolina* 
Alabama* 

West South Central 66 + 20.0 +10.1 523.4 136.1 4754 43 22 I 33 30 3 
Arkansas 1] +18.4 — 02 57.3 18.4 57.4 7 3 l 6 fx l 
Oklahoma 21 + 7.0 —~ 23 65.6 61.3 el i 0 7 13 l 
Texas 34 +22.7 +14.1 400.5 326.4 350.9 25 9 0 20 13 l 

Mountain 2 + oo — 0.6 416.0 411.8 4186 22 28 2 27 24 l 
Arizona 6 + 68 + §9 81.3 76.1 76.8 3 3 0 3 3 0 
Colorado 23 — {2 + 14 132.9 144.1 131.1 9 13 l 13 10 0 
Idaho 6 +12.7 +10.8 58.6 52.0 52.9 1 2 0 4 l l 
Montana 6 — ¢e =i 49.7 50.1 56.9 2 1 0 2 1 0 
Nevada* 

New Mexico 5 + 6.9 —li2 66.5 62.2 74.9 3 2 0 ] 1 0 
Utah* 
Wyoming* 

Pacific 78 +12.0 - To 643.6 574.6 652.00 49 28 l 13 32 3 
California 57 +13.8 —27 5354 170.6 550.5 37 20 0 31 24 2 
Oregon 9 0.0 + 68 54.6 54.6 51.1 1 1 l 5 } 0) 
Washington 12 + 8.5 + 63 53.6 19.4 50.4 8 4 0 7 1 | 

TOTAL 648 +10.7 + 64 38008 3433.2 3573.4 399 229 20 399 229 20 

Per cent 61.6 35.3 3.1 61.6 35.3 3.1 

City of St. Louis, Mo. 20 + §2 +15.1 183.6 174.6 159.5 

City of Los Angeles, Calif.. 11 +20.0 — 08 191.8 159.8 193.3 





* Insufficient number of reports to show separate state figures. 
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chain and fittings and discount sheet 
No. 7 which applies to price list 
No. 6. These prices supersede, can- 
cel and withdraw all previous lists 
and discounts. Shipment on orders 
at these prices are for shipment any 
date before Jan. 1, 1938. 


* we * 


Air conditioning sales—Third- 
quarter installations by the members 
of the Air Conditioning Manufac- 
turers’ Association topped the same 
period of 1936 by 16.5 per cent, in- 
stalled cost of equipment sold by 
them totalling $13,239,425, com- 
pared to $11,354,956 in the third 
quarter a year ago. Installed cost 
of equipment sold by members of 
the association in September was 
$2,460.855, as compared to $2,796,- 


016 a year ago, a decrease of 11.99 
per cent. The association members’ 
total business for the nine months 
is far ahead of the same three quar- 
ters in 1936, reports William B. 
Henderson, executive vice-president 
of the association. Installed cost 
during that period was $74,036,822, 
compared to $38,947,104, an in- 
crease of 90.09 per cent. It is also 
48.24 per cent greater than the total 
reported for all 1936, which was 
$49,942,301. 
* * 

Washing machines—Septem- 
ber statistics of sales on household 
washing machines showed an unex- 
pectedly sharp drop from the figures 
of a year previous, reaching approx- 
imately 149,000 units against close 


to 175,000 in September, 1936. 
Household washer shipments, how- 
ever, reported by the industry for 
the first nine months of 1937, were 
greater than for any previous en- 
tire year on record, except last year, 
and the nine months totals were 
somewhat ahead of the 1936 period. 
The retail hardware stores each sea- 
son are more successfully distribut- 
ing these major appliances, inaug- 
urating the demonstration and ser- 
vice programs, and the installment 
selling methods, necessary to com- 
pete with the agencies and the larger 
distributors. 
* * 

Westinghouse orders—Orders 
booked for the nine months ended 

(Continued on page 94) 
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Of Wholesale Hardware Sales and Collections on Crccounts “Receivable 
“Tdy Grogqraphic “Regions, go Seplember, KY 


(COMPILED BY Titk { s 


Firms 
Re- 
porting 
Sales 


DEPAKIMENT 


OF COMMERCE IN COOPERATION Willl Ttit 


(CREDIT MEN) 


Sales Reported 


September 1937 
percentage 
change from 


Sept. August Sept Sept. 
1936 1937 1937 1936 


4.1 +11.7 744 715 


Thousands of Dollars 


August Sept Sept. 
1937 1937 


NATIONAT ASSOCIATION Ot 


Percent** of collections 
during month t 

accounts receivable at 
Firms _ beginning of the month 

Re- 
pore) ae bet 4 
Collec- 
tions 


Median Percentages 


August 
1936 1937 


666 5.1 


NEW 


ENGLAND 


MIDDLE ATLANTIC 
EAST NORTH CENTRAL 
WEST NORTH CENTRAL 
SOUTH ATLANTIC 

EAST SOUTH CENTRAL 
WEST SOUTH CENTRAL 
MOUNTAIN 

PACIFIC 


UNITED STATES, TOTAL 


**These figures should not be related to sales figures for current month. 
accounts receivable at beginning of month. 


*States comprising regions: 


8.7 


21.6 


25,036 


New England (Connecticut, Maine, Massachusetts, New Hamp- 


shire, Rhode Island, Vermont) 


Middle Atlantic (New Jersey, New York, Pennsylvania) 
East North Central (Illinois, Indiana, Michigan, Ohio, Wis- 


consin) 


West North Central (lowa, Kansas, Minnesota, Missouri, Ne- 


braska, North Dakota, South Dakota) 


58 


3,923 57.1 
5,423 57.0 
3,298 56.7 
2,653 51.4 
1,695 
1,101 


347 300 328 


4,477 4,455 4,721 


22,660 23,808 





Seuth Atlantic (Delaware, District of Columbia, Florida, Geor- 
gia, Maryland, North Carolina, South Carolina, Virginia, West 
Virginia) 

East South Central (Alabama, Kentucky, Mississippi, Tennessee) 

West South Central (Arkansas, Louisiana, Oklahoma, Texas) 

Mountain (Arizona, Colorado, Idaho, Montana, Nevada, New 
Mexico, Utah, Wyoming) 

Pacific (California, Oregon, Washington) 
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They represent the ratio of collections during each month to 
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By ROBERT PILGRIM Copyright, 1937, by Hardware Age 





IN ORDER TO KEEP THE EIFFEL TOWER, IN PARIS, Co 
IN GOOD CONDITION ITIS CONTINUALLY BEING bn 
PAINTED. DAY /A/ AND DAY OUT PAINT 15 BEING 
APPLIED AT SOME PLACE ON THE TOWER « WHEN 
THE TOWER HAS BEEN COMPLETELY PAIAITED IT /5 

TUNE TO START OVER AGA/M 
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A COLLAPSIBLE CAV/CKEK/ COOP 
FOR CHICKEN-OWNING TRAILER 
TRAVELERS, WAS AMONG THE EXHIBITS 
AT THE NATIONAL INVENTORS CONGRESS 
AT DES MOINES, IOWA 
















































ELECTRIC = —— 
LABOR-SAVING 
MACHINERY WAS CITED AS 
A CALIFORNIA REFRESHMENT CAUSE erg — BYA poo 
MICH., MAN. SHOWING 4/S W/FE HOW 
STAND \6 A FAITHFUL REPRODUCTION 7O WORK AN ELECTRIC SEWING MACHINE , HE 
OF AN ICE CREAM FREEZER, SOON FOUKMO HIMSELF DOING ALL THE SEWING. 
DOWN TO THE HANDLE NE BOUGHT HER SOME ELECTRIC COOKING EQUIP- 
AND THE CRANK / MENT AND BEGAM DOING ALL THE COOKING, THEN HE 


BOUGHT HER A WASHING MACHINE AND — f "DIVORCE 





GRANTED, SAID THE JUDGE 
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Reading from top to bottom: Coleman 
Lamp & Stove Co., Wichita, Kans., 
carries its merchandise to dealers in 
these units. A streamlined model of 
the Simonds Saw & Steel Co., Fitch- 
burg, Mass. The Stanley Works, 
New Britain, Conn., shows 1000 
items in this trailer. Farwell, Oz- 
mun, Kirk & Co., St. Paul, uses this 
“sample case” on the road. Dealer 
ads announce this Fireline Stove & 
Furnace Lining Co. trailer. 


60 


During the recent Automobile Show in New 
York City, one of the most crowded display 
sections was the one occupied by trailers and 
trailer accessories. So great were the crowds 
around some of the units that it became neces- 
sary to permit inspection only through their 


windows. 


Many of the more elaborate 


units, practically all of which were easily adap- 
table for use as traveling display rooms, were 
equipped with hot and cold running water, 
shower baths and many other conveniences. 


RAILERS — once regarded 
as novelties for the use of 
so-called “tin can tourists” 
are rapidly becoming business 
building aids to firms in _ all 
branches of the hardware indus- 
try. These mobile display rooms, 
as well as specially constructed dis- 
play trucks, are used by hardware 
wholesalers and manufacturers to 
promote the sale of tools, hard- 
ware, housewares, gas, electrical, 
gasoline and oil appliances and 
equipment, Trailers are being suc- 
cessfully used to open new ac- 
counts, show brand new house- 
wares and electrical lines, etc., do 
missionary work and generally as- 
sist in general campaigns or dem- 
onstrations. 

Retail hardware firms utilize 
these highway-going display rooms 
for showing farm goods, display- 
ing so-called modern kitchens— 
fully equipped for demonstrations, 
and for showing seasonable lines 
or giving special demonstrations 
at county fairs, schools, etc. 

Many traveling salesmen, utiliz- 
ing trailers, use them for combina- 
tion display rooms, offices and liv- 
ing quarters while on the road. 
Some firms have found trailers 
useful for showing lines such as 
builders’ hardware, housewares 
items, tools and other varied lines, 
and particularly valuable for show- 
ing major units of sale for farm, 
home, school and industrial plant 


use. Using trailers eliminates the 
necessity of lugging cumbersome 
sample trunks, which at their best 
could never include as complete 
and neatly displayed an assortment 
of merchandise. This is particu- 
larly true in the case of a varied 





The Rio Grande Hardware Co., 
wholesale and retail firm, Harlingen. 
Texas, uses trailers equipped with 
complete public address systems. 


and numerous line of small or odd- 
sized items. With a trailer or dis- 
play truck the salesman may by 
inviting his prospect to take a com- 
fortable seat have the entire atten- 
tion of his “guest.” It is possible. 
too, where the prospect’s office is 
in a congested area, where parking 
is strictly forbidden or greatly lim- 
ited, to take him from his business 
place or home to some place with 
better parking facilities. Where 
more than one man is traveling 
with a trailer, wares may be shown 
to a customer or prospect while the 
trailer is in motion. 

An enterprising firm in Roswell. 
\. M.—Mabie-Lowrey Hardware 
Co.—has made a highly profitable 


investment in the purchase of an 
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Trailers, already accepted as 


pleasure vehicles, are proving 


their right to be regarded as 


important in selling hardware 


18-foot trailer coach. Bought a year 
ago. at a cost of $650, the trailer 


has more than paid for itself in 
actual sales. Says Dan H. Wilmot, 
Sr., president and manager of the 
company: “As to actual results ob- 
tained . . . we sold $1,500 worth 
of oil stoves and other appliances 
the first ten days it was operated. 
Many sales, made later at our store, 
were directl¥ traceable to the 
trailer demonstrations and it is a 
difficult matter to estimate the ac- 
tual results obtained. We know that 
it has been a wonderfully fine and 
impressive advertising medium 
that has produced profitable re- 
sults, paying for itself several times. 

“We regularly carry, in the 
trailer, a gas stove and small tank 
of bottled gas, an electric light 





One of the orange-painted units of 
Westinghouse Electric Supply Co., 
takes the road with essentials for 
the up-to-date kitchen or laundry. 
(Courtesy Palace Travel Coach 
Corp.). 


plant, washing machine and water 
pressure system. In the fall we 
carry oil heaters, radios and other 
merchandise that is seasonable.” 
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Instead of having a side door, as 
many commercial trailers do, the 
Mabie-Lowrey Hardware Co. trailer 
has a rear door to give display 
space along both sides of the unit. 
A built-in “duo-fold” in the front 
of the display room induces custom- 
ers looking in to “drop in and sit 
awhile.” The “duo-fold” also serves 
as a bed for the salesman when on 
a trip in rural sections where ac- 
commodations are not obtainable 
or the coach bed is more comfort- 
able. Mr. Wilmot points out that 
sleeping in the coach reduces ex- 
penses, 

Unique are some of the ways in 
which this unit is used to build good 
will. “Our salesman,” says Mr. 
Wilmot, “visits small nearby towns 
and communities on special occa- 
sions such as rodeos, auction sales, 
etc., and the trailer is a very pop- 
ular attraction. Occasionally in 
the rural districts at some ranch 
house when the owner is to have a 
dance, barbecue or party, we send 
out the trailer, light up the place 
brilliantly and loan a radio for the 
occasion. Almost invariably this 
plan is responsible for one or two 
sales that pay us for our trouble. 
Besides this makes friends, which 
is of course the idea behind it.” 

Last Christmas Eve the firm used 
the trailer to cheer aged and infirm 
people, creating much good will 
and favorable comment. A quartet 
sang Christmas carols in front of 














Reading from top to bottom: Trailer 
of the Pioneer Gen-E-Motor Co., Chi- 
cago, with public address system. 
(Courtesy Covered Wagon Co.) The 
Turner Brass Works, Sycamore, IIl., 
finds the trailer a sales aid. Mabie- 
Lowrey Hardware Co., Roswell, N. M., 
shows major items in this one. Gar- 
dex, Inc., Michigan City, Ind., parks 
its trailer by the dealers’ stores. 
(Courtesy Schult Trailers, Inc.) “Ye 
Olde Coffee Shoppe” of Silex Co. 
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Upper left—Interior of the display trailer of the Mabie-Lowrey Hardware Co., Roswell, N. M. A gas stove, tank of 
bottled gas, electric light plant. washer and water pressure system are featured. Upper right—comfortable lounge in 
the bus for showing power tools for Duro Metal Products Co. of Chicago. Lower left—-Panels with electric lamps dem- 
onstrate lighting provided by Pioneer Gen-E-Motor Corp., Chicago, in the company’s trailer (Courtesy Covered Wagon 
Co.). Lower right—The lounge in the rear of the Continental Steel Corp., Kokomo, Ind., trailers make it possible to sell 


in comfort. 


homes in which the company knew 
there were “shut-ins” or elderly 
folks. The singers were accom- 
panied by an organ which had 
been installed in the coach. The 
brilliantly and appropriately 
lighted trailer traversed a large 
section of the city. 





“We do not use this trailer con- 
tinuously but usually make the 
rounds about two or three times a 
year in the different sections,” says 
Mr. Wilmot. “New merchandise 
and appliances are added from time 
to time, keeping up the interest of 
those who might otherwise grow 


Gardex,Inc., 
Michigan City, 
Ind., uses a box 
of earth to show 
how toolsshould 
be used. There's 
ample room for 
any display in 
this trailer. 
(Courtesy 
Schult Trailers, 
Inc.) 


tired of often seeing the trailer.” 

Although used primarily for 
promotional and educational work, 
frequent sales are made during 
trips made by its fleet of trailers by 
the Continental Steel Corp., Ko- 
komo, Ind., which shows its steel 
products in these units. Each trailer 
has the same layout. Fifteen types 
of fence are shown in a panel on 
one side of the trailer, with each 
sample plainly labelled. A sloping 
table below the panel is utilized for 
the display of barbed wire, bale 
ties, manufacturing wire, miscel- 
laneous wire, nails, brads, etc. 
Miniature gates, galvanized steel 
roofing sheets, roofing accessories 
and manufacturers sheets are also 
displayed in the unit. A sound 
film, taking 30 minutes to show, is 
exhibited in the trailer picturing 
manufacturing operations and 
graphically presenting sales pro- 
motion and advertising activities. 
The film projection unit is oper- 
ated from a 110-volt lighting sys- 
tem installed in the trailer. 
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Continental Steel’s trailers thor- 
oughly cover the territories to 
which they are assigned and com- 
plete reports of all calls, including 
lines handled by the dealers vis- 
ited, their approximate volume of 
business, etc., are sent in daily. The 
trailers are also used at county 
fairs, dealer meetings, sales confer- 
ences, etc. Besides all its other 
uses the company finds that travel- 
ing in one of the trailers is an ex- 
cellent training for new salesmen. 
Because its line of camp stoves, 
blow torches, etc., has been greatly 
increased during the past five years 
The Turner Brass Works, Syca- 
more, Ill., found it increasingly dif- 
ficult for its men to make a logical 
presentation of the complete line 
from samples carried in their own 
cars. The trailer was put in ser- 
vice primarily to call on wholesale 
houses and to date the unit has been 
used in 17 central states. During 
the summer it was used to call on 
retail dealers in some of the central 
western districts with Turner rep- 





Roomy interior of the Fireline Stove & 


resentatives taking orders for ship- 
ments through wholesale distrib- 
utors. J. R. Hollingsworth, sales 
manager of the company, points 
out that operators of trailer units 
must be very careful as to proper 
insurance coverage. The company 
considers the unit a profitable in- 
vestment, although it finds the 
operating costs rather high. 





Furnace Lining Co., Chicago, trailer. 


A specially constructed air-con- 
ditioned bus is used by Duro Metal 
Products Co., Power Tool Division, 
Chicago, IIl., for demonstrating its 
entire line of power tools. Designed 
by Theron L. Hedgpeth, head of 
the Power Tool Division of the 
Duro company, the bus has power 
for running any of the tools on 

(Continued on page 106) 







Upper left—Interior of one of the fleet of trailers used by The Knapp-Monarch Co., St. Louis, Mo. They travel from 
coast to coast showing the firm’s line of electrical appliances. Upper right—The Outboard Motors Co., Milwaukee, Wis., 
shows outboard motors and lawn mowers. (Courtesy Covered Wagon Co.). Lower left—Products of The Colson Corp., 
Elyria, Ohio, and Allied Mfg. Co., Chicago, are sent over wide territories in this trailer. (Courtesy Bender Body Co.). 
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Lower right—Boydell Bros. White Lead & Color Co., Mt. Clemens, Mich., uses this trailer (Courtesy Covered WagonCo.). 
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F. S. WALDEN 


30 Years Behind the Credit Mask 


By F. S. WALDEN 


Vice-President and Secretary 


Strevell-Paterson Hardware Co. 


Salt Lake City, Utah 





“Credit managers seldom en- 
joy any of the spotlight that 
comes to those in the execu- 
tive or selling end of a busi- 
ness... Yet they are the ac- 
tual link between profit and 
loss in business. They are 
the unsung business heroes.’ 


—HARDWARE AGE 
July 15, 1937 


OR thirty years this writer 
ie been behind the credit 
mask—or more truly it has 
been a masquerade of debits and 
credits, in the operation of a 
wholesale hardware business in 
western America. It has been my 
privilege to observe over this pe- 
riod of time the change and de- 
velopment of the technique in 
credit transactions in both the 
wholesale and retail fields and it 
is a pleasing experience to treat 
in this article the changes which 
have developed in this phase of 
business. 
My memory takes me back to 


1907, which was a year climaxing 
a period of prosperity, and which 
was followed by many years of 
hard times. One could not help 
but become credit conscious if he 
were keeping books and could see 
how many accounts did not pay— 
together with the consequent 
charge-off to bad debts. 

In those days bookkeeping was 
all done by handwriting and all 
additions and subtractions on the 
ledger were done through the head 
and not with adding machines. 
The bookkeeper stood at a tall 
desk which was located in a dark, 
far-away corner of the office. It 
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3 FEATURES SPECIFIED BY 
_ AMERICA’S LARGEST SHOVEL USERS 


Will Make Your Shovel Line 
Supreme in Value 


Railway and industrial users buy shovels on value 
alone. These large users regularly specify Skelton 
TRUE TEMPER. Actual results have proven to them 
that Skelton Shovel features mean more days of use 
per dollar of cost. These are the features found only 
in Skelton TRUE TEMPER Shovels. 


1. ONE PIECE 


Blade, shank and socket made from one solid bar ot 
steel—no joints to break, no seams to crack. 


9. SKELTON SOLID SHANK 


The original shovel with shank of solid steel. This 














feature makes the strongest shovel known. Skelton 
Shovels are made under the well known Bulldog, Fox 
and Bantam Brands. 


3. HEAT TREATED 


Blade heat treated and tempered in special electric 
furnaces to give the scientifically correct combination 
of toughness and strength, for longest life. 








i 





Skelton Round Point Shovel Result of blade bending test. 
with blade gripped in vise The Skelton Shovel shows no 
and bent far beyond the en- sign of break or fracture. 
durance of anordinary shovel. 


To make your shovel line supreme in value offer your 
customers TRUE TEMPER, Bulldog, Fox or Bantam 
Brand Shovels with Skelton Solid Shank. Your jobber’s 
salesman will gladly quote you. 


ll THE AMERICAN FORK & HOE CoO. 


At left. TRUE TEMPER Center. TRUE TEM- At right. TRUE TEM- 





Bantam Brand Round PER Bantam Brand PER Bantam Brand Makers of Essential Tools e CLEVELAND, OHIO 
Point Long Handled Shovel Ladies’ Garden Spade Garden Spade — No. 
—No. L29B. —No. E81B. E33B 





FORKS © RAKES © HOES © SHOVELS * AXES © HATCHETS * HAMMERS © SCYTHES © FISHING RODS AND BAITS + GOLF SHAFTS 
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was a task to enter every item of 
business by hand, and the taking 
of trial balances that accompanied 
a month’s work was a nightmare. 

The title “Credit Man” had not 
yet been evolved. This bookkeep- 
er, however, developed the habit 
of frowning down on those who 
did not pay their bills promptly 
and because of the very nature of 
his work was the conservative ele- 
ment in the business. 

Credit was extended more or 
less on a hit or miss _ basis. 
Friendships created the basis for 
credit favors. The idea of main- 
taining a credit file or obtaining 
a financial statement from a cus- 
tomer was, I am sure, never 
thought of. The valuation of 
“trading instinct,’ coupled with 
personal friendship, was the meth- 
od employed to determine the 
limit of credit placed at the dis- 
posal of a customer. 

While 60 days’ time was al- 
lowed and placed on_ invoices, 
debt retirement was predicated 
largely on crop or livestock move- 
ment. In the sheep grazing areas 
settlements were made twice a 
year, and in the cattle territory 
accounts were often carried from 
one fall until the next, as cattle 
were marketed in those days only 
in the fall of the year. 


Old Time Methods 


Interest was never charged on 
accounts past the 60-day period, 
and besides the mark-up of mer- 
chandise was such in those days 
that plenty of interest was in- 
cluded. When a retail merchant 
failed or was on the verge of 
failure, it was a race between the 
wholesale houses of the area to 
see who could levy an attachment 
first and the one with the fastest 
saddle horse came out ahead. 
Credit losses up to 5 per cent of 
credit sales were not considered 
out of the ordinary and the per- 
centage of wholesale failures was 
very high as contrasted with the 
present times. 

The man looking after collec- 
tions (who was usually the book- 
keeper) was given little, if any, 
authority and credit lines were 
established by the manager. He 
was usually a merchandising man 
with sales experience, but with 
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little idea of the credit importance 
to business. As a result, volume 
of orders, regardless of credit con- 
trol, featured the operation of the 
average store. 

We have today our bookkeep- 
ing machines, our credit men and 
our credit associations, with defi- 
nite regulations governing our 
credit operations. We obtain fi- 
nancial statements either direct or 
through the mercantile agencies 
on nearly every account with 
whom we do business. We charge 
interest on past due accounts. We 
establish definite credit limits. 
Volume of sales is not the prime 
factor. Collectible credit sales are 
the only kind acceptable. 


Important Factors 


There are three important fac- 
tors in the mercantile business, 
namely, the Purchasing Depart- 
ment, the Sales Department, and 
the Credit and Collection Depart- 
ment. It would be difficult to de- 
termine which is the most impor- 
tant as a business cannot succeed 
without careful management in 
each of the three departments. 

Credit control of a_ business 
reaches much farther than out- 
standing accounts receivable. Pur- 
chases, sales, and receivables must 
be in harmony with one another 
to the extent of safeguarding the 
financial structure. Merchandise 
inventory, collectible receivables, 
and purchase commitments must 
necessarily be properly appor- 
tioned in accordance with invested 
capital. Consequently, the subject 
of credit permeates every depart- 
ment of a business and some angle 
of it must be taken into consider- 
ation in each and every transac- 
tion. 

A study of the table of mortal- 
ity among retail merchants indi- 
cates in the neighborhood of one 
failure out of each 100 merchants 
in business every 12 months. This 
percentage is reduced in good 
times and increased in bad times. 
The reasons for failure are clas- 
sified as incompetency, lack of 
capital, too liberal extension of 
credit, dishonesty, etc. 

A careful analysis, however, of 
each one of these causes, if traced 
down to the man and the busi- 
ness, would prove, I believe, with- 





out question of doubt, that some 
phase of credit had been violated. 
There would be an exception to 
this conclusion where insufficient 
volume of business was available 
to pay reasonable overhead ex- 
penses. 

A large percentage of retail 
hardware merchants fail because 
they do not know whether they 
are making or losing money be- 
tween annual inventory periods. 
Knowledge of gross profit and ac- 
tual operating expense is fre- 
quently lacking. A merchant may 
religiously add 50 per cent to 
merchandise cost, which would 
equal 33 1/3 per cent gross profit 
on his sales, but inventory results 
will bring him far below that 
figure because of incidental losses 
creeping in, such as loss on obso- 
lete merchandise, merchandise sold 
at cost in order to move, and so 
forth. . Consequently, he must 
maintain his expense ratio far 
below an expected gross profit 
showing in order to eke out a rea- 
sonable profit. 

One very accurate method to 
overcome such guesswork is to 
compute the cost of sales at the 
close of each day’s business, which 
would allow for an accurate profit 
computation at the end of each 
calendar month. By such a pro- 
cedure an accurate profit and loss 
statement could be issued at 
monthly periods, as well as a de- 
pendable balance sheet of assets 
and liabilities. Such a system is 
recommended to those who are 
operating a retail hardware store 
on limited capital. The time in- 
volved in the maintenance of such 
a record is immaterial as con- 
trasted with the value of the infor- 
mation obtained. 


Easy Credit 


In the early days of this writer’s 
career as an attaché to a wholesale 
hardware business, if a man came 
to us with $1,000 of cash capital, 
wanting to embark in the retail 
hardware business, we would take 
his money and at the same time 
grant him a line of credit of at 
least an equal amount. This 
proved, however, a decided mis- 
take on our part because very few 
succeeded with such a_ limited 

(Continued on page 109) 
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GIFT SALE 


PACEMAKERS of 1937 


DAZEY De Luxe 


Formerly SPEEDO 
Most sensational seller 
of all practical gift 
items. Feature it to the 


Me) limit. 
} sears 


* $1.79 Retail 


Also two other lower priced Dazey Can 
Openers . . . Senior and Junior. 


at *$1.49 and *78¢ 


DAZEY UPN- SEAL 
RETAIL 









Sells on sight to women 

for opening and_ sealing 

caps. Nothing like it on 
the mar- 
ket. 











DAZEY SPEEDO 
Super Juicer 


A Prime Favorite Dur- 
ing Gift Buying Season. 
Display it prominently. 


* $1.89 RETAIL 


DAZEY Sharpit 
* $1.58 RETAIL 


A really efficient sharpener 
that brings in one customer 
after another. 














* Minimum Retail Price—Prices Slightly Higher West 
HOLIDAY 


of Rockies. 
FREE WRAPPERS 


From now until Christmas all 
Dazey Devices will be shipped 
with gay attractive holiday 
jackets around the regular car- 
ton. Dealers have found this a 
great help in boosting gift 
sales, and they should be promi- 
nently featured in all displays. 
After Christmas the jackets can be torn 
off and the articles put into regular 
stock; no dead merchandise to carry 
over—no repacking. 








Dept. R-12, 
4301 Warne Ave., 
St. Louis, Mo. 























Display...Demonstrate... Advertise 


..-AND SEE GIFT-SALES RECORDS 
SMASHED TO BITS 


A hardware store is where 
people shop for practical Christ- 
mas gifts. And what practical 
gifts could be more welcome 
than these labor-saving, time- 
saving Dazey Kitchen Aids 

packed in gay holiday 
wrappers ? 


You can pep up your Christmas 
sales amazingly by cashing in 
on the gift appeal of these fa- 
mous devices. The attractive 
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EFFECTIVE GIFT DISPLAY 


Tastefully arranged 

stacks of Dazey 

devices in Xmas 
1 wrappers (left) 
make strong selling 
displays especially 
when combined 
with the new dis- 
play demonstrator. 
Ask your jobber 
about these and 


CHURN & MFG. CO, other Dazey Christ- 


mas display aids 
available at no cost 
to help you swell 
holiday sales! 


ORDER FROM YOUR JOBBER TODAY 
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displays illustrated below show 
you how other dealers increase 
store traffic and sell Dazey aids. 


Your jobber will tell you about 
the special Dazey deal that 
brings you free window and 
counter displays and free news- 
paper ad plates. Thousands of 
dealers are using this material 
and will step up their Christmas 
sales. Write or telephone your 
jobber today. 
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New and Improved Merchandise 


Disston Pruner Display 


Now available for counter or window. 
Display is handsomely lithographed in 
red, yellow, green, and black and is 








offered free with sales stock No. 537: 
three hand pruners to retail at 60c., 
three to retail at 75c., three to retail at 
$1, two to retail at $1.50, and one to 
retail at $2. Five pruners—one of each 
price—are securely mounted on the dis- 
play. Seven are packed in individual 
boxes. Henry Disston & Sons, Inc., 
Philadelphia, Pa. 


5 In 1 Self Cleaning Hoe 


It can be used as a turf edger, push 
hoe, floor scraper, sidewalk scraper, 
dandelion digger, row marker, weeder, 
as a cultivator when ground is packed 
and also for hoeing and hilling. Tool 
is light. Blade of hoe is 1% in. wide; 
weeder, 1% in. Made of high carbon 
steel. Weeder and dandelion digger is 

















made of high carbon open hearth spring 
steel. Casting is of malleable cast iron; 
handle is of white ash. Suggested retail 
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selling price, $1.50. Five-In-One Hoe 


Co., Fort Dodge, Iowa. 


Watkins-Cottrell Catalog 


No. 37—541 pages showing and de- 
scribing lines of mechanics’ tools; agri- 
cultural tools; builders’ hardware; sheli 
hardware; electrical appliances; house- 
hold goods; stoves, cutlery; sporting 
goods; fishing tackle; firearms, and 
bicycles, wholesaled by the Watkins- 
Cottrell Co., Richmond, Va. 





Revolving Tack Display 


This all-metal revolving display stand 
and dispenser for Cross sterilized tacks 
takes up only 7% inches of counter 
space but holds eight dozen boxes of 





tacks, which may be of any assort- 
ment desired. W. W. Cross & Co., 
Inc., East Jaffrey, N. H. 


Boice Crane Catalog 


Announces the company’s 1938 line 
of 20 models of woodworking ma- 
chinery, including circular saws, band 
saws, jig saws, tapping machines, and 
metal spinning equipment. Boice Crane 
Co., 1730 Norwood Ave., Toledo, Ohio. 


FOR RETAIL 
HARDWARE STORES 


Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Electric Clothes Presser 


Maker states the Empire presses 
pants, coat sleeves, lapels, collars, ties, 
ete., in a few minutes without leaving 





shine. Eliminates use of board or wet 
cloth. It plugs in AC or DC socket, 
weighs 10 oz. and may be used in 
home, office, or when traveling. Put 
up in attractive new package and 
accompanied with a one year guar- 
antee. Comes in unit packages of six, 
12, and 24 pressers. Three-color easel- 
back display is supplied. Empire 
retails for $2.00. Empire Electric Co., 
817 Main St., Cincinnati, Ohio. 


Oven Roaster Display 


This new Universal roaster display 
has easy-to-read letters. With cover 
supported above the roaster it shows 
the interior and three separate cooking 
pans. The display is finished in gold 
and two shades of green. It is 30 in. 
wide, 16% in. deep, and 23 in. high. 





Furnished free with order for six Uni- 
versal electric oven roasters. Landers, 
Frary & Clark, New Britain, Conn. 
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@ General Purpose Chainsare profitable year around 
items. And with ACCO Proof Coil and ACCO BBB 
Coil Chains you can meet any requirement for such 
chain. 


ACCO PROOF COIL CHAIN 
@ This is a welded steel chain suitable for all ordi- 
nary uses which do not require high tensile and 
impact strength. It is made in x” to 1%” sizes. 


ACCO BBB COIL CHAIN 
@ BBB is a higher grade of welded steel chain than 
the Proof Coil. Made with shorter links to increase 
flexibility; proof tested to greater loads; each link 
given visual inspection to assure quality. Regularly 
furnished in black finish but can be supplied in 
galvanized finish. 
Check up on your chain stock. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 








In Business for 
Your Safety 
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SCREW DRIVER 


screw driver 


efficiency revolutionized 


Why does the NON-SKID Point drive and remove screws 
with half the effort, without damage to the screw slot; damage 
to smooth and polished surfaces, and without injury to fingers 
and hands? 


Because the Point grips the walls of the 
screw slot !. . C-L-I-N-G-S, and stays in the 
slot. The more you turn, the better it holds 
Try it for yourself — you'll be surprised! 


Like other Dealers, you can sell the NON- 
SKID, because Carpenters, Home Owners, 
Mechanics and Electricians are buying it . 

once tried, no other screw driver will do. 
Customers like the lustrous black, highly- 
insulated ERONOY handle; the chrome alloy 
steel blade, plus the “feel” or balance of this 
high-quality tool . . . Start selling it with 
the small assortment ($5.90 investment, 
$2.95 profit). FREE 3 color attention- 
getting display. Order through your Jobber 
or from us direct. The Bridgeport Hdwe. 
Mfg. sticks ee, Conn., U. S. A. 


“BRIDGEPORT” 


We want to see the modern NON-SKID. 
Send us the following, less 33 1/3% discount. 


MAIL ( ) 3" @ A0cea. ( ) 6 @ .75c ea 


( ) 4” @ .50c ea. ( ) 8” @1.10 e€a 
( ) 5” @ 60c ea. ( ) 10% @ 1.35 e 











*“Dyno-Mite”’ Drill 


This featherweight streamlined %4- 
in. production drill has a die-cast alu- 
minum shell to house the powerful 
motor with its ball-bearing armature 





running in a horseshoe field. Powerful, 
cuiet helical gears are made of heat- 
treated chrome molybdenum steel. Spin- 
dle runs in an oversize oilite bearing 
and is equipped with a ball thrust 
bearing. Maker states it drills %4-in. 
holes in steel continuously at high rate 
of speed. Its small girth and stream- 
lined shape permit use in extremely 
close quarters. Millers Falls Co., Green- 
field, Mass. 


Stanley Tool Chests 


Contain complete assortments of 
wood-working tools, which have been 
added to the Stanley line as Christmas 
leaders. Both cabinets are made of 
wood and are lacquered in blue and 
orange, and measure 18% by 28 by 
5 inches. Set No. 863 contains 20 
tools, sandpaper, screws, wood wedges, 
and a pencil. It is priced at $27.00 and 
is designed for hobbyists and handy 
men. Set No. 873 is the same type 
of assortment with 20 popular priced 
tools and miscellaneous items. It is 





designed particularly for boys and 
home owners and is priced at $16.75. 
A new folder, S-35 describes the 
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complete line of tools in sets and will 
be sent upon request. Stanley Tools, 
New Britain, Conn. 


Fire Door Catalog 


Catalog No. A-66—describes and il- 
lustrates Richards-Wilcox fire doors and 
fire door hardware, including angle 
iron door frames and sills, other door 
frames, fire door fixtures and fixture 
parts, warehouse door fixtures, and 
fusible links. Several pages are devoted 
to useful general information on this 
subject. Richards-Wilcox Mfg. Co., 
Aurora, Ill. 


Four-Slice Toaster 


This new 4-slice Toastwell auto- 
matic toaster has a new time master 
control that is said to insure uniform 
toast at all times—automatically short- 
ening toasting period when toaster 
gets hot, lengthening it, when cold. 
Four to two slices can be_ toasted 
on both sides at the same time—light, 
medium or dark. A bell rings when 
toast is finished at which time the 
toaster automatically goes back to low 
heat, keeping toast hot until ready to 
serve. A 4-slice non-automatic toaster 
is also available. Handles and feet of 
both models are black Bakelite. Oper- 
ate on AC or DC current. List price 
of automatic model, $15.00; non-auto- 





matic model, $8.95. Utility Electric 
Co., 620 Tower Grove Ave., St. Louis, 
Mo. 


Lauson Catalog 


A new booklet covering Lauson ver- 
tical air and water cooled engines is 
now available. It gives complete draw- 
ings, descriptions, illustrations, and 
other data on these % to 5 hp. power 
plants suitable for driving generators, 
battery charging sets, scooters, etc. 
The Lauson Co., 51 Michigan St., New 
Holstein, Wis. 


Bluefield Catalog 


No. 37—756 pages of hardware; mine 
and mill supplies; automotive equip- 
ment; electric supplies, and plumbing 
and heating lines distributed by the 
Bluefield Hardware Co., Bluefield, W. 
Va. 





Red Devil Display 


For Red Devil putty knives and wall 
scrapers. Replacing the old style shelf 
box, the putty knives are now packed 
in dozen counter containers which open 





up to show a sample on the front and 
stock in the back. Package is in bright 
red, black and white. Landon P. Smith, 
Inc., Irvington, N. J. 


“Cellophane” Display 


A new type of pencil is being made 
that writes with ease on Cellophane. 
Illustrated is the cabinet, of this new 
Cellophane pencil display, made of 
metal and glass and containing eight- 
dozen pencils in assorted colors. Cello- 
phane is being made in various colors 
and the Blaisdell pencils are so ar- 
ranged as to show comparison writing 





on the Cellophane wrapping. Blaisdell 
Pencil Co., 141 Berkley St., Philadel- 
phia, Pa. 
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NEW STANLEY TORPEDO LEVELS 
(Above) No. 261, 9” size in genuine rose- 
wood. Plumb, level and mitre glasses. Full 
aluminum top plate $1.25 retail. Two 
other Torpedo Levels available 60c 
and $1.00. All come packed in 
sales-tested display cartons 
shown at right. 








NEW STANLEY CARPENTERS’ LEVELS 

(Above) No. 257 N. 24” size in walnut-stained sugar 
pine. 4 protected glasses $1.75 retail. This size also 
available in cherry, laminated walnut and redwood. 
Prices from $1.00 to $3.50. 


NEW STANLEY MASONS’ LEVELS 
(Left) No. 2513, 48” size, mahogany, brass bound, 
2%" x 144”. 6 protected glasses. Sells for $6.00. Also 
available in sugar pine, and laminated walnut and red- 
wood. Prices start at $2.80. 

Prices slightly higher West of Missouri River. 










STANLEY 
LEVELS 


Level sales are profitable! And you can get your share 





of them with these new Stanley Levels — twenty-five 
proved sellers. They have eye-appeal! Their accurate, 
matched glasses are tested for speed of bubble! 
They’re designed for easiest reading and handiest use. 

Stanley Levels are only one of the big line of 
salable, profitable Stanley Tools that busy mechanics, 
carpenters and other workmen are ready to 


buy to-day. Get this fast-selling line in your store. 





Order From Your Jobber! 





STANLEY TOOLS 


NEW BRITAIN 


CONNECTICUT 












Table Top Oil Range sizes. One package will make any size Horton’s Kleenette 


pad for any type of floor machine. Pads This washer is designed to take care 


This new Florence range is ultra- t . 
or discs are easily made and the maker of the daily laundering of personal 





modern in design with rounded-off cor- e a 
ners and white porcelain finish. Mod- por seg ne = pn db rw garments and the “between-wash” clean- q 
possibility of bumps in the finished ‘a 
pad when in operation. Cost of Amer- bd 
ican Rope Steel Wool is only slightly Fe 
more than American pound package or : 
Flex-Fold Pad package. American Steel & 
Wool Mfg. Co., Inc., 42-24 Orchard St., is 
Long Island City, N. Y. % 


nee 


Screen Door Grilles 


This is one of the many attractive 
screen door and window grilles manu- 
factured by Hutchinson & Co., 1019 N. 











~ ft 
anat 
| ; 
rH] 


ernistic handles are of black bakelite 
with chromium trim. All working parts, - 
including the five “Focused Heat” wick- 


eF) 


ing jobs. Maker states it washes filmy 
garments with ease, safety, and gentle- 


uf 
| 
| 


less kerosene burners, are concealed by Y ness, and also make it possible to put 
hinged doors. Large oven is complete S them through the wringer. This washer 
ly insulated with rock wool and is fin ag aL, fits over the agitator shaft of any Horton 
ished throughout in smooth porcelain = washer including models back to 1928. 


ye 5 
enamel. Control of oven heat is main Kleenette may be used for dry cleaning 
tained by the Florence Fingertip Heat with non-inflammable fluids, for dyeing 
s and tinting. It is also possible to boil 
— and sterilize clothes and to wash baby 


Control, scientific ventilation, heat 
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spreader, thermometer, ete. Has broad. a 
e . , = 
level cooking top, and handy work clothes in the Kleenette. Horton Wfg. A 
space. Florence Stove Co., Garner, Co., Fort Wayne, Ind. ¢ 
& 
Mass , a on ‘ % 
lass. Montclair, Dallas, Tex. These grilles 3 
are made of wrought iren. f 
: . X Display Material 5 
Lansing Wheel Goods as Eaepeey Seaver é 
. : ; , , » 5? : lahae . K 
Catalog 14 illustrates and describes _s ) x Adler-Jones, 521 S. Wabash Ave., ' 
Corbin Door Check Chisess. Ti. dicsles dectanere, hove 
fruit presses and hand carts; railroad, Chicago, display designers, have 
steamboat, and barrel trucks; refrigera This liquid door closer, No. 0 is for issued the Christmas edition of their 
tor and furniture trucks, etc.; barrows use on screen and storm doors and light window display catalog. This booklet ; 
for varied purposes; miscellaneous interior residence doors. It is simpli illustrates in color the eens wreaths, f 
tampers; drag scrapers; coal chute bells, and other holiday decorations r 
Ss é SCTé S3 é Ss. ; 4 
anabiied salto abit, enh iti & that make attractive Christmas display é 
a asters, as ; F 
well as repair parts. The catalog is of windows. 
100 pages and contains complete in 
dices ¢ i ative tables. Lansing , . mH 
: : and —— ~ table Lansing Florence Window Display 
o., Lansing, Mich. 
This attractive window display has 
heen created for Florence range oil 
e . . . ee ‘ 7 . Ls hl 
‘Soilfitter” Catalog burners for fall, 1937 windows. The cut- 
inciedied aneee the 00 cow fem outs in the display tie up with the com 
: poem. ” yany’s newspaper campaign. / ) 
shown in the “Soilfitter” dealer catalog eS eee eee A roto 
No. 73 for 1937-1938 are: New Way gravure booklet is furnished free to 
lime spreader, steel land rollers, lime . : - dealers for use in the store and for 
snd fertilicer sowers, cecillating ro- tied in construction but with essentially direct mail distribution. It features th 
tary hoes, portable pres sail sala the same features as the regular Cor new line of Florence oil-burning heat- 
€ s, « < « . . . . a e ‘ 
elevators, farm gate pc ets, etc. An bin liquid door closers and is sold at ers and range burners, describing thei 
é S, lé Bates, pe sets, @c, 2 — .°e ? ?. y = ° . ° 
index, tabulation of freight rates, and > lower eeieg P. & F. Corbin, New operating methods, design, and heating 
; ; Britain, Conn. capacities. Florence Stove Co., Gard 
a list of dealer helps have also been M = 
. ner, Mass. 
added to the catalog. The General Im- : 
plement Co. of America, Inc., Cleveland, 
Ohio. 
°. Be 
Plymeo Air Filters 
Rope Steel Wool 
The one pound package of American 
Rope Steel Wool will answer for all 
t 
Hy 
we 
i 
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HENRY ARCHER FORMS AGENCY 
IN PARTNERSHIP WITH R. M. BARNES 


Wheeling. Mr. Nesbitt has been 
sales manager of the concern 
and Mr. Swickert for a number 


WESTCHESTER ASSN. TOLD 
TO PUBLICIZE ITSELF 


At the Oct. 28 meeting of the 


Henry D. Archer, New Or- | Orleans, La., in partnership with | of years has been manager at Westch H ' 
leans, La., a past president of | Robert M. Barnes, Atlanta, Ga. | the Atlanta, Ga. warehouse. ner ‘om County ~~? E 
the Old Guard Southern Hard- | Mr. Archer was for 25 years con- Mr. Suickest will he succeeded | Association in the 


ware Jobber Salesmen and well 





HENRY D. ARCHER 


known throughout the southeast- 
ern states has formed Henry D. 
Archer Co., manufacturers ageuts, 
with headquarters at the Balster 
Bldg., 404 St. Charles St.. New 





IMPERIAL VALLEY HDWE. 
MOVES YUMA STORE 


Imperial Valley Hardware Co., 
Inc., El Centro, Calif., wholesale 
and retail hardware, has moved 
its Yuma, Ariz., store to the ad- 
joining building, which has been 
entirely rebuilt according to the 
company’s plans. The new quar- 
ters are located on a main corner 
of Yuma and provide 34 by 130 


feet of floor space, with basement 


and balcony across the rear of | 


the main floor, in all, providing 
about 15,000 square feet of floor 





| nected with the Electric Hose & 


in Atlanta E. C. Schaaf, 


by 





Roger-Smith Hotel, White Plains, 


. ie 

| Rubber Co., Wilmington, Del. | transferred from the Columbus, ‘ 
Mr. Barnes, who is also a mem- | Qhio, warehouse where he has t 
ber of the Old Guard, repre-| been manager. E. B. Carter ; 


sented Landers, Frary & Clark, 
New Britain, Conn., in the south- 
ern states for 16 years. 

The Archer organization cov- 


takes Mr. Schaaf’s place. 


SEEKS LINES FOR TURKEY 


| ers: Virginia, the Carolinas, Albert Bortman, Galata P.K. 
| Georgia, Florida, Alabama, Mis- 1406, Istanbul, Turkey, is seek- 
| sissippi, Tennessee, Arkansas, ing lines of American manufac- 
| Louisiana and Texas. The com- | turers to represent in Turkey. 
pany handles lines of: W. D. — 

| Allen Mfg. Co., Chicago, IIl., 

A W. Archer Co., Inc., New T. H. KINIRY RETIRES 


York City, The DeVilbiss Co., 
| Toledo, Ohio, Dobbins Mfg. Co., 
N. St. Paul, Minn., Hamilton 
| Rubber Mfg. Co., Chicago, John 
| S. McKenzie, New York City, 
Wm. Twickler & Sons, Inc., New 
Orleans, La., Valley Mfg. Corp.. 
New Orleans and Daniel Wood- 
head Co., Chicago, Ill. The com- 
pany covers the southwest only 
for Muscogee Handle & Lumber 
Co., Columbus, Ga. 





luggage, and furniture specialties. 

| No furniture will be stocked in 
the new store, but the company 
will continue that department in 
its other hardware store in Yuma 
Heights. In addition to its retail 
business, a wholesale stock 
steel, pipe, nails. sheets, roofing, 
sewer pipe, and other heavy 
goods is maintained. 

Norman Hindle, vice-president, 
is in charge of the company’s 
Arizona operations, including the 
Yuma stores, the wholesale ware- 
house, and a third retail store in 
Somerton. A. C. Klein is cashier 





of | 


FROM BUSINESS 


T. H. Kiniry, pioneer hardware 
merchant of Beloit, Kan., is re- 
tiring from the hardware _ busi- 
ness after 53 years of building 
a progressive retail store. Mr. 
Kiniry started his career in Be- 
loit in 1789 with the J. & J. 
Barber Hardware. In 1883 he 
went to Glasco, where he oper- 
ated a store supplied with stock 
from the Beloit store. Shortly 
after he returned to Beloit, only 
to leave it again to go to Con- 
cordia for the McKinnan & Co. 
hardware. 

In 1885 Mr. Kiniry returned to 
Beloit to organize his own busi- 
ness, of which he remained the 
active head until he recently an- 








SAUNDERS NORVELL 


Saunders Norvell, 370 Lexington 
Ave., New York City, and con- 
tributing editor to HARDWARE 
AGE, made several practical sug- 
gestions as to how the member 
dealers could obtain for them- 
selves a larger share of the busi- 
ness in hardware and kindred 
lines in Westchester County. Mr. 
Norvell spoke before an enthu- 
siastic audience of 25 dealers. 
The meeting was presided over 
by G. W. Merrill, Larchmont, 
N. Y., president of the associa- 
tion. 

Mr. Norvell suggested that the 
association issue pamphlets giv- 
ing reasons for buying in its 
stores and containing a list of 
| seasonable goods, and the name, 
| address and telephone number of 
| every member dealer. 

More careful training of clerks 








space. In addition, the company : rz 
has also erected a warehouse in | and eredit ee of the Yuma was urged, teaching them not : 
the rear of its new building, and | store: W. C. Chandler, pease? only to work hard and devote 8 
facing the side street. It has a | of the Yuma Heights store, and | all their time to the business, 

50-foot frontage and is 60 feet | R. E. Petersen is manager of the but also to like it. They should ( 
deep. Trucks can be driven into | Semen see. be coached in the proper attitude ; 


the building from the street. 
The main floor of the retail 
store has been completely 
equipped with modern shelving 
and open displays throughout. 
The front portion of the base- 
ment will be used for displaying 
larger household items, hotel and 
camp equipment, and a toy de- 
partment. The balcony will be 
used for radio, sporting goods, 
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TWO NEW VICE-PRES. FOR 
WHEELING CORRUGATING 


J. H. Robinson, vice-president 
in charge of sales of the Wheel- 
ing Corrugating Co., Wheeling, 
W. Va., has announced the elec- 
tion of W. H. Nesbitt and W. C. 
Swickert as assistant vice-presi- 
dents with headquarters at 








T. H. KINIRY 


nounced his intentions of retir- 
ing. In November, 1935, Mr. 
Kiniry was elected a member of 
the Harpware Ace Fifty Year 
Club. 





and speech toward the customer 
and over the telephone. Mr. 
Norvell also advanced the idea 
of a hardware hope chest, con- 
taining a variety of small items, 
to be sold as a single unit. Mr. 
Norvell concluded his address 
with the advice that the dealers 
include in their prayers—“Thank 
God I’m in the hardware busi- 
ness.” 
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FEDERAL TRADE COMMISSION ISSUES CEASE AND DESIST ORDER 
AGAINST WINDOW GLASS MANUFACTURERS AND DISTRIBUTORS 


FTC Alleges Violation of Federal Trade Commission Act and the 
Robinson-Patman Law in Connection with Industry's Pricing Practices 


(Washington Bureau 
of Hardware Age) 
Charging violation of the Fed- 
eral Trade Commission Act and 
the Robinson-Patman Price-Dis- 
crimination Act, the FTC has 
issued a cease and desist order 
against substantially all domes- 
tic glass manufacturers and a 
large group of distributors. 
The entire membership of the 
Window Glass Manufacturers As- 
sociation have been named _ by 
the Commission including the 
Pittsburgh Plate Glass Co. and 
the American Window Glass Co., 


Pittsburgh; Libbey-Owens-Ford 
Glass Co., Toledo; Harding 
Glass Co., Fort Smith, Ark.; 


Adamston Flat Glass Co., and 
Rolland Glass Co., Clarksburg, 
W. Va.; Scohy Sheet Glass Co.; 
Sistersville, W. Va., and Black- 
ford Window Glass Co., Vin- 
cennes, Ind. 

The order also has been di- 
rected against all 150 members 
of the National Glass Distribu- 
tors Association bmt only the 
following were specifically named 
in the order as representative 
members of the association: 
Postlewait Glass Co., Kansas 
City, Mo.; Patek Bros., Inc., 
Milwaukee; Schrenk & Co., Ho- 
boken, N. J.; Bennet Glass 
Co., Salt Lake City; Pritchard 
Paint & Glass Co., Charlotte, 
N. C.; Hires-Turner Glass Co., 
Philadelphia; Toledo Plate & 
Window Glass Co., Toledo; W. 
P. Fuller & Co., San Francisco, 
and Binswanger & Co., Rich- 
mond, Va. 

Under the order, manufactur- 
ers are directed to discontinue 
the alleged practices of (1) col- 
lectively selecting customers for 
direct sales; (2) preventing 
dealers from buying glass in car- 
load lots and directing that it 
be shipped to any designated 
point; and (3) advising dealers 
that certain concerns are not en- 
titled to purchase on the same 
terms and conditions usually ac- 
corded the Association’s custom- 
ers generally. 

The National Glass Distribu- 
tors Association and its members 
are prohibited from compelling 
certain dealers to purchase win- 
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dow glass from or through other 
competing dealers, and from as- 
sisting or encouraging members 
of the manufacturers’ association 
collectively to select the custom- 
ers to whom they will make 
direct sales in carload lots. The 
order also requires that the re- 
spondent distributors cease per- 
suading manufacturers to charge 
any dealer more for window glass 
than the price accorded their 
customers generally, and that 
they discontinue inducing deal- 
ers to refrain from selling or 





accepting carload lot orders for 
shipment to points outside a cer- 
tain restricted trade area agreed 
upon. 

The order issued under the 
Robinson-Patman Act prohibits 
alleged price discrimination be- 
tween carload lot purchasers, 
said by the Commission to have 
varied as much as 2% per cent 
on glass of comparable grade, 
strength and size. Distributors 
were ordered to stop inducing 
manufacturers to discriminate in 
their prices. 








L. H. MILLER MANAGES | Electric Co. in St. Louis, since 


G. E. SALES SECTION 
L. H. Miller, former manager 
of the Allentown, Pa., branch 
of the General Electric Supply 





L. H. MILLER 


Corp., has been named sales 
manager of the domestic refrig- 
eration sales section of the Gen- 
eral Electric Co. He will assume 
his duties at Cleveland, as of 
Dec. 1. Mr. Miller was a G.E. 
refrigerator dealer in 1925 and 
two years later became president 
of the Electric Refrigeration Co., 
Louisville, Ky., state distributor 
for G.E. domestic refrigerators. 
In subsequent years he was af- 
filiated with various distributors, 
until 1936 when he joined the 
G.E. Supply Corp. 

R. V. MacDonald, district ap- 
pliance sales manager, General 


| 


| 





1933, has been transferred to 
Dallas in a similar capacity, suc- 
ceeding F. W. Wheeler, who 
assumes other duties with the 
appliance sales organization. B. 
C. Bowe, who has been district 
manager of radio sales for G.E. 
in St. Louis, has been appointed 
district appliance sales manager. 


BENFIELD PROMOTED BY 
STEEL & TUBES, INC. 


H. H. Benfield, for the past 
seven years sales manager of the 
San Francisco, Calif., district of 
Steel & Tubes, Inc., Cleveland, 
Ohio, has been appointed con- 
duit sales manager of the com- 
pany, with headquarters in 
Cleveland. A. V. Grove has suc- 


| ceeded Mr. Benfield in San Fran- 


| 





cisco. 





H. H. BENFIELD 








CARBORUNDUM PRESIDENT 
WINS SCIENCE AWARD 
Dr. Frank J. Tone, president, 
The Carborundum Co., Niagara 
Falls, N. Y., was recently an- 
nounced as the winner of the 





DR. FRANK J. TONE 


1938 William H. Perkin Medal 
of the American Section of the 
Society of Chemical Industry. 
The award, which is for “val- 
uable work in applied chemistry, 
including the development of ab- 
rasives and refractories,” will be 
presented at the Chemists Club, 
New York City, Jan. 7, 1938, at 
a joint meeting of the American 
Section of the Society of Chem- 
ical Industry and the American 
Chemical Society. 


JENNINGS REPRESENTS 
WICKWIRE BROTHERS 
William O. Jennings, 1235 W. 
Loyola Ave., Chicago, IIl., is now 
representing Wickwire Bros., 
Cortland, N. Y., manufacturers 
of wire cloth, wire netting, wire 
nails and wire, in Chicago and 
the middle west. Mr. Jennings 
is well known throughout the 
hardware trade and has been ac- 
tively selling hardware and re- 
lated lines for many years. 


STEBBINS IN MICHIGAN 
FOR TECHNICAL GLASS 


Mark Stebbins, 8546 Sorrento 
St., Detroit, Mich., has been ap- 
pointed representative in that 
state for the Technical Glass Co., 
manufacturer of builders’ glass 
hardware, 299-303 Mercer St., 
New York City. 
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The new officers of the Hardware Boosters, reading from left 
are: Al Westphal, Ed Norvell, M. E. Wyckoff, Kenneth A. 


WYCKOFF IS PRESIDENT 
OF HARDWARE BOOSTERS 


At the annual meeting of the 
Hardware Boosters, held Friday 
evening, Oct. 29, at the George 
Washington Hotel, Lexington 
Ave. and E. 23rd St., New York 
City, M. E. Wyckoff, Hardware 
World, was elected president, 
E. S. Norvell, E. C. Atkins & 
Co., was elected vice-president 
and Kenneth A. Heale, Harp- 
WARE AGE, became the new sec- 
retary. Albert Westphal, Corbin 
Screw Corp., was reelected trea- 
surer. The new officers were 
welcomed and installed by Past 
President Charles J. Heale, edi- 
tor, HARDWARE AGE. 

The Boosters voted to donate 
$25 to the American Red Cross 
campaign. It was decided that 
the date and place of the No- 
vember meeting would be 
nounced at a later date and that 
the date and place for the an- 
nual Christmas party be decided 
by the entertainment committee. 
Plans are being made to have 
Albert D. Martin, Rochester, 
N. Y., and John B. Foley, Syra- 
cuse, N. Y., respectively presi- 
dent and secretary of the New 
York State Retail Hardware As- 


. . | 
sociation, as speakers guests of 


honor at the November meeting. 


AUSTRALIAN FIRM ERECTS 
MODERN WAREHOUSE BLDG. 


S. Hoffnung & Co., Ltd., whole- 
sale and import firm of 167 Pitt 
St., Sydney, Australia, is 
structing a large, modern ware- 
house structure. The new build- 
ing will be centrally located in 
the heart of Sydney’s wholesale 


con- 


area and only a short distance 
from the city’s retail business 
section. 


S. Hoffnung 
the oldest and largest businesses 
of its kind in Australia, having 
been established for over 85 
years. The concern is strictly 
wholesale and distributes to the 
entire Commonwealth hardware, 
including builders’, agricultural 
and housewares; electrical goods, 
cutlery, glassware and_ china. 


& Co., is one of 
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an- 











to right, 
Heale. 


jewelry, stationery, confectionery, 
patent medicines, drugs, sport- 
ing goods, etc. The concern em- 
ploys a staff of more than 100 





traveling salesmen and an inside 
staff in its various branches of 
between 500 and 600 assistants. 


REPUBLIC TUBULAR 
DISTRIBUTORS NAMED 


N. J. Clarke, vice-president in 





charge of sales, Republic Steel 
Corp., Cleveland, Ohio, has | 
named five new distributors fer | 
Republic tubular products. The | 


distributors are: Bomar Gross, | 
| 


= | 





Inc., Jamaica, N. Y.; Drake Sup- 
ply Co., Los Angeles, Calif.; 
Iowa Machinery & Supply Co., 
Des Moines, Iowa; Wilkins Pipe 
& Supply Co., Peoria, Ill., and 
Woodmanse Mfg. Co., Freeport, 
Il. 


SUPPLEE-BIDDLE NAMED 
ALABASTINE DISTRIBUTOR 


The Supplee-Biddle Hardware 
Co., wholesale hardware distrib- 
utors, Philadelphia, Pa., has been 
appointed exclusive distributor 
for Alabastine Co., Grand Rap- 
ids, Mich., in eastern Pennsyl- 
vania, southern New _ Jersey. 
northern Delaware and northern 
Maryland. Supplee-Biddle will 
distribute Alabastine oil paints, 
enamels, varnishes and brushes 
for the Alabastine organization. 
Wallace C. Brown, Alabastine 
factory representative, will de- 
vote his entire time to assisting 
the Supplee-Biddle dealers han- 
dling the paint company’s lines. 


NEW NEBRASKA STORE 


Floyd and Earl Lane have 
opened a hardware store in the 
Davis Bldg., Main St., Emerson, 
Neb. Lane Bros. also operate 
a hardware store in Niobara. 


JONES & LAUGHLIN HOST 


Members of the Pittsburgh 
Retail Hardware Association and 
their salesmen—a group of more 
than 250 men—were guests of 
the Jones & Laughlin Steel Corp., 
Pittsburgh, Pa., Oct. 30, 1937, 
at a dinner and tour of the new 
Jones & Laughlin $25,000,000 
96-inch continuous strip mill. 
Dinner was served in the dining 
room of the Pittsburgh Mercan- 
tile Co., after which the guests 
;were taken to the mill where the 
tour was conducted by A. W. 
Herron, Jr., manager of sales of 
wire products for Jones & 
Laughlin, and C. L. McGranahan, 
assistant general superintendent 


of the J. & L. Pittsburgh Works. 








JONES REELECTED HEAD 
OF HANOVER WIRE CLOTH 


At the annua. stockholders 
meeting of the Hanover Wire 
Cloth Co., Hanover, Pa., Frank 
W. Jones was reelected president 
and elected treasurer of the com- 
pany. P. H. Glatfelter was elect- 





FRANK W. JONES 


ed vice-president, and D. G. 
Moul was reelected secretary. 

The following directors were 
reelected: P. H. Glatfelter, C. 
W. Fenninger, J. W. Gitt, Martin 
Moul, Frank W. Jones and D. G. 
Moul. 


TO PITTSBURGH DEALERS 


The interest of the hardware 
men centered around the opera- 
tions of the sheet galvanizing 
department. Steps in galvaniz- 
ing and forming of corrugated 
and V-crimp roofing and siding, 
and brick siding were carefully 
observed. 

Walter E. Whitehead, presi- 
dent of the Pittsburgh associa- 
tion, announced at the dinner 
that it is the desire of the asso- 
ciation to arrange for tours 
through the factories, mills and 
laboratories of manufacturers in 
and near Pittsburgh to better 
acquaint themselves with the 
processes of manufacturing the 
products they sell. 





Shown here are (left to right): A. W. Herron, Jr., Manager of Sales of Wire Products fer Jones & Laughlin 


Steel Corporation; C. L. 


McGranahan, Assistant General Superintendent of J. & L. Pittsburgh Works; 


Walter E. Whitehead, President of the Pittsburgh Retail Hardware Association; J. E. Timberlake, of the 


Jones & Laughlin Wire Sales Department; Earl A. Monroe, Treasurer; Otto 


A. Kossler, Secretary, and 


Lee Kelso, former president of the hardware organization. 
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GIFT FOR 


BOYSYAROM 7 TO 70 


BUA WS DIE FE 


| Roles Ho} am nelen 


Ready for immediate shipment in gay Christmas pack- 
ages. Display the real Gift of the Year—a Whole 
Shop Full of Tools in One. It’s a great window and 
store display. Free Handee Demonstrator Outfit re- 
quires only 2 square feet of counter space. 


Advertisements every month in more than 50 publica- 
tions—national, industrial, professional and special 
fields—send buyers to you for demonstrations. 


Now in its 6th successful year, the Handee has public 
acceptance everywhere. Leading stores recognize its 
leadership. Nothing compares with the Handee and 
its 200 practical accessories as profit makers for you 
in the craftsman’s field. Small stock investment, with 
quick turnover. Don’t delay. 


Wire or write today for Special Christmas 
Deals. 





ACCESSORY DISPLAY CASE 


Year-Around Profit Maker for 
Dealers 


Every Handee owner is a steady cus- 
tomer for Handee accessories. This 
glass-top display case is theft-proof 
and dust-proof. Takes up only 1% sq. 
ft. and contains 80 of the livest varie- 
ties of sales-tested accessories; 3 of 
each item. 











USES 


7) 
Nationally 
Advertised at ‘2 5% 


we 


Nationally § 75 
Advertised at 1 02 
3 Accessories Free 


Grinds 
Drills 

| Cuts 

| Carves 
Sands 
Saws 
Engraves 
Sharpens 
Cleans 


ULTRA DE LUXE SET 

A De Luxe Model with 

26 of the most popular 
accessories, housed in a 
compact steel carrying 
case. The gift of the year 
for men and boys. 


MASTER 
CRAFTSMAN'S SET 
This convenient, all- 
around selection of 17 
useful accessories is used 
by home craftsmen, shop 
mechanics and repairmen 


STANDARD MODEL 
Built to the same high 
quality standards as the 
De Luxe. 13,000 r.p.m. 
Weighs 1 pound. Noother 
tool compares with it at 
this price. 


CRAFTSMAN'S 
PROJECT BOOK 
‘*Pleasure and Profit with 
a Handee’’ tells how to 
make many unusual and 
interesting projects. Con- 
tains working plans and 
easy-to-follow drawings. 


THE 
DE LUXE 


MODEL 
ACTUAL SIZE 
Nationally 50 
Advertised at +4 s* 


6 Accessories Free 


Nationally 
Advertised at 


CHICAGO WHEEL & MFG. CO. 


Makers of Quality Products for 40 Years 


1101 W. Monroe St., 


Dept. EE, 


Chicago, Ill. 
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WROUGHT WASHER MFG. CO., MILWAUKEE, 
REACHES HALF CENTURY MARK 


Fifty years ago in Milwaukee, 
Wis., a little plant, the Nut and 
Washer Mfg. Co., began business 
in a small building measuring 
30 by 60 feet. The outgrowth 
of that company is the present 
Wrought Washer Mfg. Co., 
which this year is celebrating 
its 50th anniversary, and which 
is one of the largest manufac- 
turers of washers. 

One of the founders of the 
company was Fred Doepke, who 
later served as its president for 
until his death in 
whose inventive tal- 
contributed greatly to its 
The first equipment 
was crude and every washer was 
laboriously produced by hand 
feed, and so necessarily the out- 
put of the little plant was lim- 
ited to about a ton a day. But, 
as Mr. Doepke realized the neces- 
sity for more efficient machinery 
that would supply the rapidly 
increasing demand, he set about 
designing new equipment. 

Then came an era of 
erated industrial growth and in 
1899 the company took larger 
quarters. Again four years later 
larger manufacturing facilities 
were found and a 
plant was erected and served un 
til 1901 when the first unit of 
the present plan was built. From 
time to time new units were 
added until every foot of the 
vacant land was in use. Now 
the company is gradually going 
forward with plans for its fifth 
new plant on the outskirts of Mil- 
waukee, where several buildings 


many 
1934, 


ents 


years 
and 


success, 


accel- 


necessary 


have already been erected. 





During this time progress was 
made in the development and 
addition of washer producing 
equipment. The design of these 
machines was entirely the em- 
bodiment of Mr. Doepke’s ideas. 
But eventually an engineering 
department was added to develop 
and improve the mechanical 
equipment. This department to- 
day is responsible for 90 per 
cent of the company’s own wash- 
er producing machines, which 
are almost entirely mechanical. 
And the company 


1s 


today 


equipped to produce 70 tons of | 


washers a day. A separate tool 
and die division manufactures 
the dies to produce the many 
small stampings included in the 
firm’s list of products. Tools and 
dies are also made to specifica- 
tions for other firms producing 
their own stampings. 

Present officers of the concern 
are Fred C. Doepke, president; 
Charles H.  Disch, 
dent; William F. Disch, secre- 
tary-treasurer, and Eugene Cald- 
well, general manager. 


vice-presi- 


C. REID HUDGINS MANAGES 
G. M. WILLIAMS CO. 


C. Reid Hudgins has been ap- 
pointed general manager of The 
G. M. Williams Co., New Lon- 
don, Conn., succeeding Lewis B. 
Crosby, who has completed more 
than forty-one years as manager 
of the company. Mr. Crosby has 
been desirous of retiring for a 
number of years. 

Mr. Hudgins has had a wealth 
of experience with wholesale and 


FIRST DINNER-MEETING 





retail hardware -firms and con- | 
tract dealers as well as several | 
years in the manufacturing end | 
of the hardware industry. He | 
began his business career with 
The Hawks-Maupin Co., Ports- 
mouth, Va., building supply 
house. During the World War 





C. REID HUDGINS 


he was in the Navy as assistant 
to the Officer-in-Charge of The 
Naval Supply Base, Hampton 
Roads, Va., having been engaged 
in organization work in connec- 
tion with the establishment of 
that station. Following the war 
he became assistant general man- 
ager of C. A. Nash & Son, Nor- 
folk, Va., going from there to 
The Russell & Erwin Division, 
The American Hardware Corp., 
New Britain, Conn., as assistant 
the sales manager. He re- 
cently disposed of his interest 
in the firm of Tull Bros., Inc., 
contract builders’ hardware deal- 


to 





ers in Hartford, Conn. 


OF THE KEYSTONERS 





LOCKWOOD HDWE. 
APPOINTS AGENT 
FOR NEW YORE 


The Lockwood Hardware | 
Co., Fitchburg, Mass., has . 
pointed The Progressive Sale. 
Agency, P. O. Box 157, Auburn, 
N. Y., as its sales representa- 
tive for New York state from 
Newburg, north. Arthur E. La- 
Rose, head of the agency, who 
will handle the Lockwood line, is 
an experienced contract build- 
ers’ hardware man. He was at 
one time connected with the J. 


Russell Co., Holyoke, Mass. 


MAXIME VAN CLEEF 
RETIRES FROM FIRM 


The partnership of Van Cleef 
Bros., Chicago, IIl., lately exist- 
ing between Noah Van Cleef, 
Maxime Van Cleef, Felix Van 
Cleef and Paul Van Cleef, was 
recently dissolved by the with- 
drawal of Maxime Van Cleef. 
His interest in the partnership 
property and business has been 
acquired by the remaining part- 
ners, who will continue to oper- 
ate the business as Van Cleef 
Bros. 


CRAFTSMAN WOOD SERVICE 
SEEKS DEALERS 


The Craftsman Wood Service 
Co., 2727 Mary St., Chicago, 
Ill., which has been in the 
mail order business for about 9 
years, selling various types of 
wood working supplies to indi- 
viduals and manufacturers, is 
now selling through retail hard- 
ware dealers. 





Last month 30 members of the up and coming organization of The Keystoners met for their first dinner meeting at the 


Llanerch Country Club, Llanerch, Pa. 


The Keystoners, an organization of Pennsylvania salesmen calling on the hardware 


and mill supply distributors of that state, derive their name from the state emblem. The club was organized last June by 
seven men. Its membership at the present time amounts to 34. The organization is patterned after The Nutmeggers of Con- 
necticut and came about when a group of salesmen assembled to listen to Past-President Paddock of The Nutmeggers outline 
the activities of his organization. David Moffat, 126 Springfield Rd., Springfield, Pa., representing the Starrett Co., is president 
of The Keystoners; William Eberline, 328 S. Carol Blvd., Upper Darby, Pa., representing the Greenfield Tap & Die Co., is 
vice-president; Arthur E. Meigs, manufacturers’ representative, 120° Olive St., Phila., Pa., is secretary. The Keystoners meet 
the third Friday in each month. 
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DEALERS 
= Who Sell 


= | COLUMBIAN ROPE— 
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Ever find it slow to figure the selling price of a hundred feet of rope when you sell it by 
the pound? That is one of the things the Columbian Automatic Chart instantly does for 
you. It has the added advantage of figuring mark-up on any article you sell. And it also 
gives you a complete strength and weight chart for Columbian Rope. 


CALCULATES SELLING PRICE FOR ALL SIZES FROM 3/16” TO 142” 


Let us say you have a call for 100 feet of %” Columbian Tape-Marked Pure Manila Rope 
and your selling price is 28c a pound. Turn the disc until 28 appears in the slot at the top 
of the chart and glance down the column opposite %”. The price to the customer is $1.15. 
For 1” rope it is $7.56. It’s as simple as that. No figuring necessary. 


FIGURES ANY DESIRED MARK-UP— 
PROVIDES WEIGHT AND STRENGTH CHART 


On the reverse side of the Columbian Automatic Chart is a scale which makes it easy to 
figure mark-up. Turn the disc to the cost price in bottom slot, then look opposite percentage 
of mark-up desired on top scale and you have the correct selling price. On the back also 
you will find a weight and strength chart for Columbian Rope that is certain to be useful. 


i 
nard- 





You can get this handy chart without cost—provided you handle Columbian 
Rope—by merely writing us and giving your jobber’s name. Ask for the 
Columbian Automatic Chart. 
COLUMBIAN ROPE COMPANY 
352-80 Genesee St. 
Auburn, “The Cordage City.” N. Y. 
Branches: New York Chicago Boston New Orleans 


-COLUMBIAN”"°ROPE 


j NOVEMBER 18, 1937 79 















J. D. REYNOLDS HEADS 
IMPLEMENT FEDERATION 


J. D. Reynolds, Carthage, Mo., 
a past president of the Western 
Hardware 


Retail Implement & 





J. D. REYNOLDS 


Association, was recently elected 
president of the National 
eration of Implement 


38th annual convention. 


Fed- 
Dealers’ 
Associations at the organization’s 


Alfred 


Segal Keyless Roller Skates and 


the new Segal Electric Shaver, 


Bernien, Reedsburg. Wis., was | 





HODGE 


HERBERT J. 


elected vice-president and Her- | 


bert J. Hodge, Abilene, Kan., sec- 
retary, Wester Retail 
ment & Hardware Association, 
Was reelected secretary-treasurer. 
H. A. Schantz retiring president 
of the Federation presided over 
the convention. 


SWERSEY IS VICE-PRES. 
OF SEGAL SAFETY RAZOR 


Josefih Swersey, sales manager, 
Segal Safety Razor Corp., Di- 
vision of the Segal Lock & Hard- 
ware Co., Inc., 261 Broadway, 
New York City, has been elected 
a vice-president of the corpora- 
tion. Mr. Swersey will continue 
to direct sales of Segal safety 
razors and safety razor blade 
sales. He will also be in charge 
of sales of the newly introduced 


80 


which is shortly to be put on the 
market. 


D. H. MURPHY ELECTED 
PRESIDENT OF N.E.M.A. 


D. Hayes Murphy, president 
and treasurer, Wiremold Co., 
Hartford, Conn., was recently 
elected president of the National 
Electrical Manufacturers’ 
ciation. Prior to his affiliation 
with the Wiremold company he 
associated with the Amer- 
ican Interior Conduit Co., the 
Safety Armorite Co. and _ the 
American Conduit Mfg. Co. He 
during the World War, 
chairman of a section of the elec- 
trical manufacturing  industry’s 
war service committee. 


Asso- 


was 


was, 


INDUSTRIAL CONGRESS 
MEETS IN DECEMBER 


The Congress of American In- 


dustry sponsored by the Na- 
tional Association of Manufac- 
turers, 11 W. 42nd St., New 


York City, will be held at the 
Waldorf-Astoria Hotel, New 
York, Dec. 7-19, 1937. This 
meeting will be preceded by the 
annual two-day convention of the 
National Industrial Council, a 
conference organization of state 
and local manufacturers associa- 
and national manufactur- 
ing trade associations. On the 
final night Dorothy Thompson, 
the journalist, will be one of the 
featured speakers at the annual 
dinner. 

At the final session of the Con- 
gress of Industry, which has been 
designated as “Labor Day,” Gen- 
eral Hugh S. Johnson will talk 


tions, 


| on “Wages and Hours.” Others 


| 
former 


Imple- | 





on the program will be Dr. Leo 
Wolman of Columbia University, 
chairman of the NRA’s 
Labor Advisory Board, who will 
“Modern Pattern of 
Labor Organizations and Out- 
look for the Future”; President 


discuss 


George Barton Cutten of Colgate 
University, who will speak on 
“Hiatus in Social Responsibil- 
ity,” and Clarence J. Hicks, in- 
dustrial relations counsellor, who 


| will speak on “Sound Employ- 








ment Relations.’ 

There will also be a session of 
questions and answers on _ the 
application of the Wagner Labor 
Relations Act conducted by 
Charles W. Fahy, general counsei 
of the National Labor Relations 
Board, and John C. Gall, coun- 
sel of the National Association 
of Manufacturers. An imposing 
list of speakers has also been 
arranged for other of 
the Congress. 

H. W. Prentis, Jr., president, 
Armstrong Cork Co., Lancaster, 
Pa., is chairman of the coordi- 
nating committee functioning 
preliminary to the convention. 
Charles R. Hook, president of 
the Rolling Mill Co., Middle- 
town, Ohio, will be chairman of 
the resolutions committee of the 


sessions 


Congress. 


TECHNICAL GLASS MOVES 
ITS NEW YORK OFFICE 
The Technical Glass Co., Inc., 

manufacturer of builders’ glass 

hardware, New York City, has 


moved its office and warehouse 
from 561 Broadway to 299-303 


Mercer St. 


OHIO DEALER OBSERVES 
BUSINESS ANNIVERSARY 


Frank Scherrer is celebrating 
the 40th anniversary of his hard- 
ware business in Pleasant Ridge, 
Ohio. Mr. Scherrer first opened 
his store in 1897, when Pleasant 
Ridge and the 
main thoroughfare little 
more than a country road. But 
the business kept step with the 
growth of Pleasant Ridge and 
today Mr. Scherrer is recognized 


was a village 


was 


as one of the town’s most pro- 
gressive merchants. 





REPUBLIC OFFERS FILM ON 
WOVEN WIRE FENCING 


A new sound motion picture 
on the production and proper 
erection of modern woven wire 
fencing has been released by 
Republic Steel Corp., Cleveland, 
Ohio, through its Agricultural 
Extension Bureau. Requiring 45 
minutes to run, the film is en- 
titled, “Steel, Servant of the 
Soil.” The film traces the prog- 
ress in fencing and farming 
methods, depicting some of the 
crude barriers which served as 
fences in the early pioneer days. 
It reveals a commonly accepted 
version of the discovery of iron 
and shows primitive methods of 
iron making. Crude native fur- 
naces in Africa and remains of 
early blast furnaces in this coun- 
try contribute to the historical 
background. 

Modern mining of iron ore, its 
transportation to the steel plant, 
its conversion into iron in huge 
blast furnaces, its refinement into 
steel in roaring open hearth fur- 
naces, and rolling of the steel 
and drawing into wire are shown. 
Electrogalvanizing by Republic’s 
new process, weaving into farm 
fence and scenes showing these 
and intermediate steps in the 
making of woven wire fence pre- 
sent a graphic story of one of 
the world’s greatest industries. 

Operations such as installation 


| of wood and steel corner posts, 





preparation of the fence for erec- 
tion and final stretching of the 
fence are covered step by step. 


FISHKIN JOINS SALES STAFF 
OF AMERICAN RECEPTACLE 

Henry B. Fishkin, formerly af- 
filiated with Masback Hardware 
Co., New York City, wholesale 
hardware distributors, has joined 
the sales staff of American Re- 
ceptacle Corp., 533 Union St., 
Brooklyn, N. Y. Mr. Fishkin will 
handle sales of the Visor Space- 
Saver receptacle. 





Gerard Swope, president of the General Electric Co., visits the showrooms of the International 
Refrigerator Co., Ltd., in Regent St., London, England. This latter concern is a subsidiary of 
the International General Electric Co. Left to right are C. W. Barrett, chief commercial engineer ; 
A. W. Weekes, product manager; R. J. Simpson, joint managing director; Mr. Swope; G. N. 
Robbins, provincial sales manger; J. Stewart, chairman of the board, and A. R. Crew, manager of 


the sales promotion department. 


HARDWARE AGE 





AD. 


Seer eee eee 





a 


OS RRR 








ON 
G 


ture 
per 
wire 

by 
and, 
ural 
r 45 
en- 
the 
rog- 
ling 
the 

as 
ays. 
sted 
ron 
J of 
fur- 
; of 
un- 
ical 


its 
ant, 
uge 
into 
fur- 
teel 
wn. 
lic’s 
arm 
lese 
the 
pre- 
. of 
tion 
sts, 
rec- 
the 
D. 


SASL ae 





é 
£ 























































DOUBLE BALL BEARING 


CASTERS 


Provide Easier Swiveling 
.... Grealen Resale Value 


Here’s the caster that “trades up” quality and profits 
for you. Swivels easier on 26 hardened ball bearings 
(instead of the usual 14), and pays your normal profit 
when sold at a popular price. That’s why it’s the 
leader of the Faultless quick turnover group featured 
by leading retailers from coast to coast. Ask Your 
Jobber or write 


FAULTLESS CASTER CORPORATION 
Dept. HA-11, Evansville, Indiana 


Representatives in Principal Cities 
Canadian Factory: Stratford, Ontario 


No. 8458—A de 
luxe caster at a 
popular price. 
Two complete 
rows of hardened 
ball bearings for 
ree _ swiveling. 
1%” Ruberex 
(cushion tread) 


rolling. No won- 
der it’s a big 
seller. 

























onli 7% 
- e ». 
No. 4735 — Ball | | 
*penage | ty ip -. by Ae oy T ESS 
Nec aster, , , . | 
Rockite Wheel. Ne. 5735 — Bail Wagon and Crib Cushion Chair | 


Rearing Plate 
Caster, Rockite 
Wheel. 


Costes, Ruberex Glide of hardened 
eel. steel with rubber 
insulation 














THE QUICK TURN-OVER GROUP 


SELECTED BY SUCCESSFUL DEALERS AS THE ITEMS MOST FREQUENTLY BOUGHT! 
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R. J. HEANEY 


Richard J. Heaney, manager 
of the electric fan section of the 
General Electric Co., for the past 
16 years and a pioneer in the 
electrical merchandising field, 
died after a long illness on Oct. 
22 at a hospital in New Haven, 
Conn. He had been affiliated 
with G.E. for 42 years, starting 
in the freight loading depart- 
ment at Lynn, Mass., later being 
transferred to the fan production 
department of the Lynn plant. 
Later he supervised the produc 
tion unit for electric fans, in 





Pittsfield, Mass., that item being | 
the company’s first home ap- | 
pliance. He traveled through the 
country as head of the fan sales 
section of G.E. and was known as 
the dean of the electric fan | 
business. He was chairman of | 
the fan division of the National | 
Electrical Manufacturers’ Asso- | 
ciation, and was _ president of | 
General Electric Quarter Cen- 
tury Club at Bridgeport, Conn. | 
GEORGE T. ADAMS | 
George T. Adams, <a, 
Mich., traveling representative for | 
the Round Oak Co., stove manu- | 
facturers, from 1899 to 1926, | 
died recently at his home in that | 
city. He spent most of his years 
with the company covering the | 
territory in Wisconsin. He re- | 
tired from business in 1926. 
| 


ROY M. CARTER 


Roy M. Carter, 60, Friendship, 
N. Y., hardware merchant, died 
at his home Oct. 31 following an 
illness of several months. He 
also operated a hardware store 
at Wellsville, N. Y., managed by 
his son-in-law, Charles Hyde. He 
was active in fraternal organiza- 
tions and was a member of the 
New York State Retail Hard- 
ware Association and the asso- 
ciation’s Twenty-five Year Club. 
He was a member of the local 
Water Board and a director of 
the National Bank of Friend- 
ship. 


LEWIS C. NORTON 


Lewis C. Norton, 87, inventor 
of door closing devices and co- 
founder and chairman of the 
board of the Norton Lasier Co., 
Chicago, [ll., passed away Nov. 
4 in Savannah, Ga., of a heart 
attack. For the past six years, 
Mr. Norton had been making his 
home in California and it was 
while on a trip East that he was 
stricken. 





Mr. Norton learned the build- 


82 


OBITUARY 


ing construction business as a 
young man. While representing 
Norcross Bros., Worcester, Mass., 
as superintendent of construc- 
tion of Trinity Church in Boston, 
Mr. Norton invented the first 





L. C. NORTON 


practical door check from a com- 
mon hand pump and a pair of 
hinges. This led to the improve- 
ment of his device; the addition 
of a spring to close the door, and 
the formation of a company in 
Boston to manufacture the prod- 


} uct, in 1880. 


The rest of Mr. Norton’s life 
was devoted to the invention and 
manufacture of door control de- 
vices. In 1908 he moved his 
home and business to Chicago 
and in 1926, with David R. 
Lasier, he organized the Norton 
Lasier Co. He was president of 
the company until 1931, when, 
on moving to California, he was 
made chairman of the board. 


T. T. CLARK 


T. T. Clark, 83, Ennis, Tex.. 
pioneer hardware dealer in that 
town, died recently. He had 
been in business in that com- 
munity for 60 years. 


THOMAS W. EMMART 


Thomas W. Emmart, for 25 
years a hardware dealer in Balti- 
more, Md., died recently at his 
home in that city. Mr. Emmart 
was 65 years of age. 





JOSEPH INGHAM 


Joseph Ingham, 69, Hilton, 
N. Y., hardware dealer for 43 
years, died recently in his home 
in that town, following a year of 
poor health. He was employed 
in the late Z. W. J. Newcomb’s 
tinshop for nine years and 
opened his own hardware store 
in 1893. He retired from busi- 
ness last year. He was active 
in local affairs, having been a 
director of the State Bank of 
Hilton from 1914 to 1931 and 
treasurer and director of the Hil- 
ton Telephone Co. for many 
years. 














FRANK ENOS SOULE 


Frank Enos Soule, for many 
years associated with the Pitts- 
burgh Plate Glass Co. in Brigh- 
ton, Mass., died at the age of 68. 


BIRD & SON HAS BOOKLET 
ON ITS ORGANIZATION 


“One Hundred Forty-Two 
Years of Employer-Employee Co- 
operation” is the title of a book- 
let published by Bird & Son, 
Inc., East Walpole, Mass., manu- 
facturer of roll roofings, wall 
board, floor coverings, etc. The 
booklet outlines the policies that 
have determined the company’s 
relations with its employees since 
its organization 142 years ago. 
It tells of the firm’s system of 
promotions, Employees Mutual 
Benefit Association, safety pro- 
gram, working conditions, medi- 
many other 
activities that promote the wel- 
fare of Bird & Son employees. 


cal service, and 


OPENS OWN BUSINESS; 

WANTS NEW CATALOGS 

Murry Leiman has entered 
business as Murry’s Hardware & 
Paint, at 10 Elm St., New Ca- 
naan, Conn., and wishes to re- 
ceive hardware, housefurnishings, 
paint and other catalogs from 
manufacturers. Mr. Leiman was 
formerly associated with the A. 
Librett Hardware store in New 


Rochelle, N. Y. 


TRAPSHOOT CHAMPION 





F. G. Carroll, Brecksville, Ohio, 
hardware dealer who won the 
recent 38th Grand American 
Handicap trapshooting cham- 
pionship at Vandalia, Ohio, with 
a perfect score of 100. He was 
on his vacation when he entered 
the event and had eleven run- 
ners-up who scored 99. 








POT & KETTLE CLUB NEWS 


At recent meetings of the Los 
Angeles Pot & Kettle Club, mem- 
bers of the organization were en- 
tertained by such _ interesting 
speakers as Captain Chitwood of 
the Los Angeles Police Depart- 
ment Narcotic Squad and the 
Hon. Robert Hobday, president 
of the Constitutional Society of 
the United States. Captain Chit- 
wood spoke on the narcotic sit- 
uation in southern California 
and showed the members many 
interesting items used in the tak- 
ing of “dope” and explained 
their uses. Mr. Hobday spoke on 
the subject of outstanding prob- 
lems of today. 

At the annual picnic of the 
club, 300 members, their chil- 
dren and guests, amused them- 
selves with games from morning 
until evening. 


HALL HARDWARE MEETS IN 
MINNEAPOLIS, FEB. 15-17 
The annual convention of the 

Hall Hardware Co., 618 N. 3rd 

St., Minneapolis, Minn., whole- 

sale hardware firm, will be held 

Feb. 15-17, inclusive, 1938, at 

the company’s headquarters. Fur- 

ther details will be announced 
later by S. P. Duffy, treasurer, 
secretary and manager. 


ELECTRIC HOSE & RUBBER 
MOVES EASTERN OFFICE 


Electric Hose & Rubber Co., 
Wilmington, Del., has moved its 
eastern sales office to new and 
larger quarters in Room 919, 
9 Rockefeller Plaza, New York 
City. The new offic2, occupying 
more than 600 square feet of 
floor space, will serve as head- 
quarters for A. B. Dougall, 
general sales manager of the 
company, and D. C. Smalley, 
manager of the metropolitan 
sales division. 

The company’s general execu- 
tive and administrative offices 
will remain at the factory in 
Wilmington, Del. 


CORRECTIONS 


In the November 4, 1937, issue 
in the news pages, D. H. Berger 
was incorrectly listed as treas- 
urer of the Masback Hardware 
Co., Inc., New York City, where- 
as W. H. Crouse is the treasurer 
of Masback Hardware Co. 

In the same issue, the death 
of Ernest G. Ford, Russell & 
Erwin Mfg. Co. salesman, was 
reported but his name was in- 
correctly spelled “Fard” and his 
length of service with that com- 
pany incorrectly given as 30 
years. He had been with R & E 
for 46 years. 
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4 THE CABINETMAKERS' “DOZEN” 
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A NEW SALES MERCHANDISER 
OF TESTED POPULAR 
CABINET LOCKS 


ot 
ad- 
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ley, 

Assortment No. 90. No charge for the board itself, you simply 
pay for the locks. Don't miss out on this class of business because 
you haven't sufficient samples adequately displayed. Twelve 
locks with "the demand" mounted on a colorful background. 
are Attracting maximum attention yet requiring minimum of space, 


tan 
inn. ” ” o + = 
- Corbin Display Board No. 90 12” x 18”. Furnished with screw eye for hanging. 


A simply worded description on the back of the board gives you all the information you need in selling 














cu- 
ces 
in 


sue 
ger 





these locks, Where they should be used and what particular problems each lock is designed to solve. 
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MATTHEW WILSON 
CONNOR, Madoc, Ontario, 
Canada, has the distinction of 
being the first Canadian mem- 
ber of the Harpware ACE 
Fifty Year Club. Although he 
celebrated his 84th birthday 
on Jan. 27, 1937, he is still 
active as senior partner in the 
hardware firm of M. W. Con- 
nor & Son, and is at his store 
for at least a part of every 
business day. His affiliation 
with the hardware trade began 
in 1870 when he became an 
apprentice of the C. F. Smith, 
Belleville, Ont., hardware and 
plumbing business, to learn 
the tinsmith, plumbing and 
heating trades. In 1887 he moved to Madoc where he 
and Harry S. Price formed the retail hardware firm of 
M. W. Connor & Co. In 1890 that firm was dissolved and 
Mr. Connor formed a partnership with W. H. Richardson, 
the firm being known as Connor & Richardson. Mr. 
Connor and his son, W. E. Connor, formed the firm of 
M. W. Connor & Son in 1899. He takes considerable 
pride in his garden and spends much of his leisure time 
enjoying that hobby. For many years he was a lawn 
bowling enthusiast and continues to show considerable 
interest in that sport. Mr. Connor is a life member of 
the Madoc Masonic Lodge No. 48 A. F. & A. M. and re- 
ceived his degrees in that lodge in 1887. 





M. W. CONNOR 


84 


ELLSWORTH VARNS, 
member of the firm of the 
Varns & Hoover Hardware 
Co., Middlebury, Ind., became 
a hardwareman at the age of 
18, back in 1883. He was but 
22 years of age when he be- 
came a partner in the Wise & 
Varns store in Middlebury, the 
business being _ continued 
under that name until 1912 
when the store name was 
changed to Varns & Hoover 
Hardware Co. Until seven 
years ago, when he was elected 
president of the First State 
Bank of Middlebury, he de- 
voted his entire time to the 
hardware store. At present he 
divides his time between the bank and the hardware 
business. Mr. Varns has been active in his church and 
in civic and fraternal affairs for many years. He has 
been a member of the local school board and president 
of Elkhart County Council. He is a member of the 
Methodist Church, an active Mason and a director of the 
Krider Nursery Co., Middlebury. On holidays and Sun- 
days he particularly enjoys walking along the banks of 
a river with his dog. 


ELLSWORTH VARNS 


MARSHALL W._ KES. 
SELL, buyer and_ salesman. 
W. J. Tunstead Hardware, Ox- 
ford, Mich., at the age of 77, 
is in his own words still “going 
strong.” Mr. Kessell first went 
with the Tunstead store on Nov. 
16, 1877, and has been affiliated 
with the same organization ever 
since. This month he celebrates 
his sixtieth year with the Tun- 
stead store. Although he says, 
“I have been too busy to de- 
velop a hobby,” he is very fond 
of horseback riding and makes 
it his practice, weather permit- 
ting, to take a ride every day. 
Mr. Kessell has given freely of his time to civic affairs, 
being township clerk, township treasurer and a member 
of the Oxford village council. He is a director of the 
Oxford Savings Bank and is an honorary life member of 
all York Rite Masonic orders. 





MARSHALL W. KESSELL 
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Wiought Steel Garage Hardware 


Quality Products Manufactured Since 1899 


GRIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 WN. Clinton St 
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so YOUWON’T 
FORGET e 


A piece of string around your thumb will 
serve you better than around a bundle. It 
reminds you that National Package Sealers 
are being used by nearly one million wide- 
awake merchants. They put packaging on 
a modern money-saving, time-conserving 
basis. 


Instead of stretching for twine, press a 
lever. Instead of twisting and tying, apply 
the tape. Instead of bulky bundles, smoothly 
sealed packages. A National Package Sealer 
takes up little space, requires little atten- 
tion and makes an attractive fixture for any 
store. Try one and you never will be with- 
out it. For a demonstration, return the 
coupon below. 

TAPAK — For the same reason food prod- 
ucts are put in sealed containers, Itstix Tape 
is packed in the patented Tapak container 
(orange color). Each coilis individually pro. 
tected by moisture-proof paper. You receive 
and can keep it as fresh as the day it was 
made, ... Yardage, weight and strength are 


guaranteed. Fresh Itstix Tape attractively 
printed is advertising at very small cost. 





joy picryce SEAR 


NASHUA PACKAGE SEALING (2. wasnua. w. w. 


[7 Send National Sealer on Trial. (4) Circular 
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NAT SAYS... 


Thanksgiving time, so let's be glad 







For turkeys, pies and such, 







And all the good things we have had, 





And friends that mean so much. 


What’ll yours be? 


White meat and dark, breast, second joint and drumstick, with all the trimmings 
...just as complete and rounded out as a Thanksgiving dinner, is the line of 


nuts, bolts and kindred products made by National. 
You will appreciate the advantage of having one dependable source of sup- 
ply for all these products. We're ready to serve you—what'll it be? 


SPOKES AND NIPPLES 
STOVE BOLTS 

WING NUTS 

PIPE PLUGS 

RIVETS, TACKS 


NUTS AND BOLTS 
MACHINE SCREWS 
CAP AND SET SCREWS 
WOOD SCREWS 
COTTER PINS 


aliona 





THE NATIONAL SCREW & MANUFACTURING CO. 
CLEVELAND « OHIO 











Housing 


UILDING in the United States 

has been confined almost ex- 
clusively to homes for only 7 per 
cent of the total population. In- 
comes for the remaining 93 per cent 
of the population are less than 
$3,000 a year and statistics indicate 
that a sound building program for 
this major group must be predicated 
upon homes costing $6,500 and less. 
For from 10 to 15 per cent of the 
total population whose incomes fal! 
below $1,200 a year, some form of 
slum clearance with government sub- 
sidy is necessary, but, for the major 
group whose incomes range between 
$1,200 and $3,000 a year, there is a 
definite need for homes costing from 
$2,500 to $6,500 or representing a 
cost 214 times their income. At 
present, this group is living in 
second-hand houses which have been 
handed down by the higher income 
groups. 

Contrasting with this situation in 
housing is the situation in the auto- 
mobile field where 79 per cent of 
the cars sold are Chevrolets, Fords 
or Plymouths, showing that the au- 
tomobile industry points toward that 
93 per cent of the population which 
has been largely ignored for hous- 
ing. 


Public Relations 


A public relations campaign of 
propaganda and an_ inspirational 
and educational program could re- 
lieve the starvation amid plenty 
that exists by bringing those in- 
dividuals with incomes between $1.,- 
200 and $3,000 a year, who have a 
reasonable continuity of employment 
and modest savings accounts, face to 
face with local building agencies, 
to the end that home ownership 
would receive a much needed stim- 
ulus. 

A patriotic duty, an economic ob- 
ligation and a community indebted- 
ness devolves upon industry to first, 
encourage home purchase; second, 
locate eligible prospects and third. 
effectuate the impulse into a housing 
reality. Such a priming of the pump 
would require no subsidies, no ex- 
periment, no speculation. It would 
eliminate increased distribution costs 
through high commission specialty 
selling and would permit the hous- 
ing industry to be basically a com- 
modity industry, neither over-sold 
nor over-advertised, nor even short- 
lived. 





From an address by Arthur R. 
Herske, vice-president, general man- 
ager, American Radiator Company, 
New York, at Boston Conference of 


| Distribution, Boston, Sept. 21, 1937. 
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No. 07. “Screw-to-the-Boot.” 
Hockey Skates with Relieved Runners. 





No. 


UNION HARDWARE ICE SKATES 


B\ are reasonably priced. They 











No. 1562. New Tubular Hockey Skates 
with Clamps. Satin Nickel Finish. 








94. “Screw-to-the-Boot” 
Figure Skates. Continental pattern. 
With Saw Tooth Toe. 





Model of Nos. 1624, 16242, 172412. 
Men’s Screw Clamp Skates. 


For nationally known, quick selling, profit making Ice 
Skates—handle the UNION Hardware Line. These famous 
skates have given complete satisfaction for over 75 years. 
They are smartly designed, sturdily constructed and at- 
tractively finished. 

The 1937-38 line comprises nine popular selling 
models for men, women, boys and girls of all ages. 
Beautiful Hockey, Screw : 

Clamp and Figure Skates in 
patterns and sizes to suit every 
skater — quality considered, all 







win skaters and hold them. 


If not fully stocked—send for 
Catalog No. 35. It illustrates 
and describes the complete line. 


Please Order From Your Jobber 


(MEW EE EY | 
HARDWARE COMPANY 


Model of Nos. 5242L and 424/2L. 
Ladies’ Screw Clamp Hockey Skates 









PS aI ste hoe We 5 ee Fe a ye ne 
Model of Nos. 5624, 56242, 5724¥2. 
Ladies’ Screw Clamp Skates. 


REC US. PAT. OFF ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORK OFFICE ISI CHAMBERS STREET 
















COLD SHUTS 
Shouldered or plain 
end. 


SPUDS 
Lawn Mower and Tractor. 
All standard sizes. 


Round 
StraightEye 
or Twisted 
Eye, for 44" 
to 1" chain. 


GRAB 
HOOKS 
For 4%" to 
1" chain 








HDENIX PRO! 







Accepted in the trade as the 
standards of value for half a 
century. Every Phoenix article is 
correctly designed and fabri- 
cated to give maximum service. 


METAL — Horse and Mule Shoes 
®@Blanks ® ToeCalks ® Lawn Mower 
Spuds ® Tractor Wheel Spuds 
® Grab and Slip Hooks ® Cold 
Shuts ® Forgings ® Tank Flanges. 


RUBBER —Horse and Mule Shoes 
®DoorMats ® Force Cups,new style 
® Radiator Hose, 3-ply ® Moulded 
Rubber Goods, to order. 


JUNIATA SHOES 


NOISELESS 
RUBBER SHOES 
For horses. Open or 
Bar styles, Sizes 2 to 8. 


(2 










Sold by Leading Jobbers everywhere on 
an established policy through regular 
trade channels. 















NOISELESS MULESHOES 
Sizes 2, 3, 4 and 5. () 
SPORT SHOES 
}_ For riding, running, PHOENIX SHOES 


racing or polo. 
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MODERN GOSS) IN\//SIBLE HINGE 
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If you would sell more hinges 
today, it must be one that has 
no protruding hinge to be 
damaged —to mar modern 
decorative schemes—to be 
a menace to passersby—or 
lo invite tampering. It must 
be an invisible hinge. 

The SOSS Invisible Hinge is 
the ONE hinge that has kept 
pace with modern building 
progress—it is the ONE 
hinge that is greatly increas- 
ing in demand every day-—it 
is the ONE hinge that will 
net you increased sales and 
profits. 


Write for complete informa- 
tion. 


SOSS MANUFACTURING 
COMPANY 
648 East First Avenue 
Roselle, New Jersey 
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Coming Conventions 
and Events 


American Hardware Manufac- 
turers Assn. and Southern Hardware 
Jobbers Assn., April 11-14, 1938, at the 
Peabody Hotel, Memphis, Tenn. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. Secretary, jobbers association, T. 
W. McAllister, 1020 Grant Bldg., At- 
lanta, Ga. 


American Hardware Supply Co. 
41-43 Terminal Way, South Side, Pitts- 
burgh, Pa. Jan. 24-25, 1938. Wm. M. 


Stout, general manager. 


Arkansas Retail Hardware and 
Implement Assn., Feb. 15-16, 1938, at 
Marion Hotel, Little Rock, Ark. G. L. 
Turner, Little Rock, secretary. 


California Retail Hardware Assn., 
Feb. 15-17, 1938, at Hotel Whitcomb, 
San Francisco, Calif. LeRoy Smith, 
417 Market St., San Francisco, man- 
ager. 


Hall Hardware Co., 618 N. Third 


St., Minneapolis, Minn., Feb. 15-17, 
1938. 
Indiana Retail Hardware Assn., 


Jan. 25-28, 1938. Exhibit and meet- 
ings at Murat Temple, Indianapolis, 
Ind. Headquarters, Lincoln Hotel. G. 
F. Sheely, 915-35, 130 E. Washington 
Bldg., Indianapolis, managing director. 


Institute of Cooking and Heating 
Appliance Mfrs., Dec. 24, 1937, at 
Netherlands Plaza Hotel, Cincinnati, 
Ohio. Alden Chester, Globe American 
Corp., Kokomo, Ind., chairman of pro- 
gram committee. 


Intermountain Assn., Jan. 25-27, 
1938, at the Bannock Hotel, Pocatello, 
Idaho. E. Bell, 211 S. Ninth St., Boise, 


Idaho, secretary-treasurer. 


Iowa Retail Hardware Assn., Feb. 
8-11, 1938, at Des Moines, Iowa. Ex- 
hibition, Coliseum; headquarters, Hotel 
Savery. Philip R. Jacobson, Mason 
City, Iowa, secretary-treasurer. 


Joint convention of American Hard- 
ware Manufacturers Assn. and South- 
ern Hardware Jobbers Assn., April 11- 
14, 1938, at the Peabody Hotel, Mem- 
phis, Tenn. Secretary, manufacturers 
association, C. F. Rockwell, 342 Madi- 
son Ave., New York City. Secretary, 
hardware jobbers association, T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga. 


Kentucky Hardware and _ Imple- 
ment Assn., Jan. 18-20, 1930. Exhibit 
and meetings at Seelbach Hotel, Louis- 
ville, Ky. J. M. Stone, Seelbach Hotel, 


secretary-treasurer. 


Michigan Retail Hardware Assn., 
Feb. 8-11, 1938, at Detroit, Mich. Ex 
hibit, Convention Hall; headquarters 
Statler Hotel. Harold W. Bervig, 1112 
Olds Tower Bldg., Lansing, Mich., sec 
retary. 


Minnesota Retail Hardware Assn.. 
Feb. 22-25, 1938, at Minneapolis, Minn. 
Exhibit, Municipal Auditorium; head- 
quarters, Curtis Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, manager-treasurer. 


Missouri Retail Hardware Assn., 
Feb. 22-24, 1938. Exhibit and meetings 
at Hotel Jefferson, St. Louis, Mo. Pey- 
ton C. Clark, 2861 Gravois Ave., St. 


Louis, secretary. 


Mountain States Hardware & 
Implement Assn., Jan. 17-19, 1938, at 
Cosmopolitan Hotel, Denver, Colo. John 
T. Bartlett, 637 Pine St., Boulder, Colo., 


secretary-treasurer. 


National House’ Furnishings 
Mfrs. Assn., Jan. 9-15, 1938, at Stev- 
ens Hotel, Chicago, Ill. Warren Ed- 
wards, 228 N. LaSalle St., Chicago, sec- 
retary. 


Nebraska Retail Hardware Assn., 
Feb. 1-3, 1938, at Omaha, Neb. Ex- 
hibit, Municipal Auditorium; head- 
quarters, Hotel Rome. Ed Hermanson, 
325 Insurance Bldg., Lincoln, Neb., sec- 
retary-treasurer. 


New England Hardware Dealers 
Assn., March 1-3, 1938. Exhibit and 
meetings at Statler Hotel, Boston, Mass. 
George G. Hoy, 140 Federal St., Bos- 
ton, secretary. 


New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive secretary, Flo English, Hotel Penn- 
sylvania, New York. 


New York State Retail Hardware 
Assn., Feb. 8-10, 1938. Exhibit and 
meetings at Statler Hotel, Buffalo, 
N. Y. John B. Foley, 510 Hills Bldg.. 
Syracuse, N. Y., secretary. 


North Dakota Retail Hardware As- 
sociation, Feb. 8-10, 1938, at Grand 
Forks, N. D. Exhibit, City Auditorium. 
Louise J. Thompson, 21 Clifford Bldg., 
Grand Forks, N. D., secretary-treasurer. 


Ohio Hardware Assn., Feb. 15-18, 
1938, at Columbus, Ohio. Exhibit. 
Columbus Auditorium; headquarters, 
Deshler-Wallick Hotel. John B. Conk- 
lin, 175 S. High St., Columbus, secre- 
tary-treasurer. 


Oklahoma Hardware & Implement 
Assn., Feb. 1-3, 1938. Exhibit and 
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What Keeps Prices 
in Line 
SOMETIMES WONDER if con- 
sumers realize the debt they owe to 
the small and medium-size manufacturer 
and producer — the producer who is 
independent, substantial, reliable, and 
whose product is as good as the best! 
If it were not for these independent 
fellows,* the big boys would have us 
hog-tied in no time, and we would be 
paying through-the-nose for everything 
we buy. 


This has always been the case—elimi- 
nate the independents in an industry 
and prices skyrocket. 


Many far-stghted buyers realize this 
situation and throw enough of their pur- 
chases to independent producers to 
assure their prosperity and continuance 
in business—they are actuated through 
self-preservation. 


In most every industry there are to be 
found thoroughly reliable, independent 
producers—if we are 
wise, we should seek 
them out and do 
business with them. 


*IN THE COATED ABRASIVES INDUSTRY 


CLOVER MFG. CO. 
NORWALK, CONN. 


A reliable, well-financed, pe business—making a 
complete line of the highest- class Abrasive Papers and 
Cloths, with representatives and warehouses located in 
principal trade centers—an organization which has always 
sold highest quality at right prices since 1907. 
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ol NSEED Oil 


THE Extra FORTIFYING 


EFFECT OF POL-MER-IK 
- AN EXTRA VALUE 


AT NO Exdra cost! 


It’s the 10% of Cooked Oil 
That Gives the Extra-Value 


Oil that has been polymerized gains in protective value. 
Pol-mer-ik is a 100% pure linseed oil, 10% of which has 
been polymerized, actually heat treated to a varnish 
body — and it costs no more than regular linseed oil. 
When Pol-mer-ik is used in the mixing of paint, it gives 
these extra values to the paint film. 

BETTER BRUSHING — BETTER LEVELLING. The 


paint brushes easily. It flows smoothly. Brush marks 
level better to form a smoother, more even film. 


BETTER GLOSS — BETTER COLOR. Good gloss is 
one of the elements of a lasting paint job. It is also an 
important factor in appearance value. Good gloss makes 
for increased color retention. 


GREATER DURABILITY — GREATER WEAR. The film 
that Pol-mer-ik creates is hard, tough, elastic. It’s more 
durable. 


SELL POL-MER-IK. Sell the extra-value of cooked oil. 


FOR BEST RESULTS RECOMMEND - 
POL-MER-IK BOILED 


ARCHER-DANIELS-MIDLAND CO. 
MINNEAPOLIS, MINNESOTA 


WRITEFOR THEFOLDER:CompletestoryofPol-mer-ik 
Linseed Oil and the valueofcookedoil, briefly, clearlytold. 


ORDER — DISPLAY ca = 


Sell! ‘Oy 


AVAILABLE IN PINTS, 
QUARTS — AND IN ONE 
TWO AND FIVE GAL. CANS 
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Turn Trouble into 


DOLLARS! 









... they want 


this oil! 


ULF Penetrating Oil—squelcher 
of squeaks, remover of rust— 
has a tremendous market. 

All your customers need it. It’s the 
best graphite penetrating oil sold in 
handy household cans. It has no com- 
petition—cuts in on no other sales. 
Profit? BIG! 2 oz. cans retail for 10¢; 
1g pt. cans retail for 25c. And one 
dozen cans start you off! 

Advertised in Collier’s! Cuts Rust 
For more facts, write 4 
Gulf Petroleum Special- 
ties, Pittsburgh, Penna. 





GULF 


PENETRATING Ol 


meetings at Civic Auditorium, Okla- 
homa City, Okla. C. F. Nelson, 301 
Key Bldg., Oklahoma City, secretary- 
manager. 

Panhandle Hardware & Implement 
Assn., Feb. 7-8, 1938, at the Herring 
Hotel, Amarillo, Tex. C. L. Thomp- 
son, Canyon, Tex., secretary-treasurer. 

Pacific Northwest Hardware & 
Implement Assn., Feb. 7-9, 1938. Ex- 
hibit and meetings at Davenport Hotel, 
Spokane, Wash. Dale Strong, 523 
Realty Bldg., Spokane, secretary. 

Pennsylvania and Atlantic Sea- 
board Hardware Assn., Feb. 1-4, 1938. 
Exhibit and meetings at Convention 
Hall, Philadelphia, Pa. W. Glenn 
Pearce, 400 N. Broad St., Philadelphia, 
managing director. 

South Dakota Retail Hardware 
Assn., March 15-17, 1938, at Sioux 
Falls, S. D. Exhibit, Coliseum; head- 
quarters, Cataract Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, Minn., manager-treasurer. 

Southern Hardware Jobbers Assn. 
and American Hardware Manufacturers 
Assn., April 11-14, 1938, at the Peabody 
Hotel, Memphis, Tenn. Secretary, job- 
bers association, T. W. McdAllister, 
1020 Grant Bldg., Atlanta, Ga. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. 

Texas Hardware & Implement Assn., 
Jan. 25-27, 1938, at Hotel Baker, Dallas, 


HARUWARE AU 


Tex. Dan W. Scoates, College Station. 
Tex., secretary. 


Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith, 
Smith-Courtney Cc., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec- 
retary American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary National Assn. 

Virginia Retail Hardware Assn., 
Feb. 22-23, 1938, at the Jefferson Hotel. 
Richmond, Va. R. A. Frayser, 602 E. 
Broad St., Richmond, acting secretary. 

Western Retail Implement & Hard- 
ware Assn., Jan. 18-20, 1938. Exhibit 
and meetings at Municipal Auditorium, 
Kansas City, Mo. Herbert J. Hodge. 
Abilene, Kan., secretary-treasurer. 


West Virginia Hardware Assn., 
Feb. 21-22, 1938, at Greenbrier Hotel, 
White Sulphur Springs, W. Va. H. B. 
Clower, Park Hill, W. Va., secretary- 
treasurer. 

Wisconsin Retail Hardware Assn., 
Feb. 1-4, 1938. Exhibit and meetings 
at Milwaukee Auditorium, Milwaukee, 
Wis. H. A. Lewis, Stevens Point, Wis., 
executive secretary. George W. Korne- 
ley, 3374 N. Green Bay Ave., Milwau- 
kee. Wis., exhibit manager. 














CRANE’S TEAM TOURS THE COUNTRY 


Placed in a realistic gridiron setting, this display of robot-like figures is 
following the major games in cities throughout the country. From rubber 
toe to helmeted top, these grid huskies were constructed in their entirety from 
brass fittings and other accessories in the stock of the Crane Co., 836 S. Michi- 
gan Ave., Chicago, Ill. Utilitarian equipment, such as elbows, nipples, street 
elbows, tees, caps, faced bushings with lugs, extension piece, and couplings, 


were used. 


Designed by two former football players, students in the Crane Co. training 
school for graduate engineers, every figure assumes a technically perfect posi- 
tion. First conceived by an employee of the company’s Los Angeles branch, 
these men of “mettle” will end the 1937 season there at the time of the 
Pasadena Rose Bowl game during the holidays. 
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WHEN DOWEL AND BIT AGREE IN SIZE 


ICTURED here is one of many good reasons why —you ve “got something ! 


all Russell Jennings Auger Bits are sized within 
thousandths of an inch, and have the screw exactly in the 
center. A bit so made bores a hole true to the marking 


on the shank, a vital thing, not only in doweling, but in 
all other careful fitting. 

Such precision means more speed and better work to 
joiners, cabinet makers and other mechanics who work 










in fine woods — and it is the 
strongest possible selling point 
with the thousands of earnest 
amateur craftsmen in every city, i 
many with equipment running > 
into four and five figures! ; 
_ Any ordinary bit will “make a hole ae SLY 

in a board”; but, for your own peace ‘ 4 a 
of mind, sell the genuine Russell Jen- 


nings to the fellow who knows what 
it’s all about. 


Incidentally, a set of Russell Jen- 
nings Bits will make a direct hit as a 
Chris‘mas gift! Your jobber can sup- 
ply them. 





Are Manufactured Only By THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN., U. S. A. 





THERE’S NOTHING LIKE EXPERIENCE 


“You see where my pencil is pointing to? 
Well, that’s the edge of the welded part of 
the front strap of a shovel blade. Notice how 
uniform and even it is? Now only an electric 
welding machine such as ABW uses can make 
such a uniform and strong weld. 











AN EXCLUSIVE 
FEATURE 
OF ABW 

SHOVELS 





“I been workin’ makin’ shovels a good many 
years, my job is to weld the front straps of 
shovels. We always used to use the old hammer 
weld, same as they been doing on all shovels 
for over a hundred years. I don’t mind telling 
you it was a mighty weak spot on the shovel. 


“But there’s nothing like experience, so the 
Boss got to thinking that if propeller shafts 
on automobiles could be electric welded why 
not shovel straps. So ABW got to experi- 
mentin’ with the result that they spent a lot 
of money for new equipment and now all 
their plain back shovels are electric welded. 

‘‘We found that the electric welding gives us 
a weld that has 99% of the strength of the virgin 
metal. An’ believe me, that’s one of many 
reasons why we make the best strap shovels. 
Just compare an ABW plain back with any 
other plain back and you’ll see what I mean.” 


SINCE AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 


| fat SHOVELS ¢ SPADES ¢ SCOOPS 
FORKS ¢ HOES ¢ RAKES 


POST HOLE DIGGERS 


NOVEMBER 18, 1937 
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THIS MAKES 
PLIERS SELL 


4 TIMES AS FAST 


When you put a Bernard No. 102- 
4-Plier Selling Unit on your 
counter, your sales on these pliers 
speed up four times faster. That's 
the average report from dealers 
and it's due to the 





everywhere 


(BERNARD ) 


4 PLIER 
SELLING UNIT 


Certainly you're on the lookout 
for more profits—and here's a 
4-to-l increase, all ready to start 
pouring in. ALSO—there’s 10% 
more discount for you on 
BERNARD MECHANICAL HAND 
PLIERS in the 4-Plier Selling Units. 








There's the set-up— waiting for 
you to order from your jobber, 
TODAY! 


If it’s pliers 
you want see 


pages 19 to co 
26 in the’————y A , 
July 29th Di- 


rectory Issue 
of Hardware 
Age. 








| FOUR TIMES 
AS FAST 


MADE IN U.S.A. BY 


THE WM. SCHOLLHORN CO. 


NEW HAVEN, CONN. 
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Tribute to John G. Ralston in Resolution 


T the recent Chicago convention, 
the American Hardware 
Manufacturers Association passed 
a special resolution in memory of 
the late John G. Ralston, former 
president, Reynolds Wire Co., Dixon, 
Ill., who passed away September 22, 
1937. This resolution reads as fol- 
lows: 

“Another friend and associate of 
long standing has been taken from 
us since the last assembly of our 
organization. So let us pause for 
a moment to respect the memory of 
John G. Ralston, who passed away 
on September 22, 1937. 

“As the executive head of the 
Reynolds Wire Co., of Dixon, IIli- 
nois, he conducted his own business 
in a manner which did credit to 
himself and was a constructive in- 
fluence in fostering further the 
stability and reputability of the 
hardware industry. 

“In addition to taking care of his 
own affairs, he gave generously of 
his time and talents to the commu- 
nity and to the industry of which 
he was a part. He was a member 
of the Executive Committee (1926- 
1928) and a vice-president of our 
organization. 

“We salute the memory of John 
G. Ralston, sound citizen of his 
community, his industry, his coun- 
try. His passing places a heavy 
responsibility upon the shoulders of 
those of us who remain to try to fill 
his place in our ranks. We do not 
grieve for—we grieve with his fam- 
ily, his friends, and his associates. 


Hand-ee Xmas Package 

For the 1937 holiday season, the 
Chicago Wheel & Mig. Co., 1101 W. 
Monroe St., Chicago, Ill, is again 
packaging all its models of Hand-ee 
Grinders in colorful Christmas wrap- 
pings, having a distinct eye-appeal. The 
company states that based on tests in 
1936, the Christmas package will at- 
tract the shopper and make sales for 
dealers with Hand-ees. Wrappings are 
so designed that they can be easily 
removed and the material placed in 
regular stock after the holidays. The 
DeLuxe Hand-ee is illustrated—with 
and without its holiday wrapping. For 
its consumer advertising, the company 
has also created an attention-compelling 
type of counter display, showing a man 
and a boy inspecting the Hand-ee—the 
tool that grinds, drills, polishes, cuts, 
carves, sands, saws, and engraves on all 
types of materials. The copy theme is, 
“An Ideal Gift for Boys from 7 to 70.” 
This motive has been carried out in an 
attractive easel-mounted display poster 
which is free to dealers. Also included 
in Hand-ee sales helps are envelope 


We have suffered a mutual loss.— 
American Hardware Manufacturers 
Association, October 21, 1937.” 


The New Chief X 





FAYETTE R. PLUMB 


Mr. Plumb, president, Fayette R- 
Plumb, Inc., Philadelphia, was 
elected Chief of the X Club at the 
recent Chicago Convention. This 
club is for the ex-president of sev- 
eral hardware associations partici- 
pating in the fall and spring whole- 
saler-manufacturers conventions. In 
our convention story, in the Oct. 21. 
1937, issue, it was incorrectly re- 
ported that Mr. Plumb’s friend and 
neighbor, S. Horace Disston, vice- 
president and general manager. 
Henry Disston & Sons, Inc., Phila- 
delphia, was elected Chief X. 





stuffers telling the Hand-ee story and 
cataloging the three leading models. 
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THE STEEL TAPE 


OF TOMORROW... 


MADE IN U.S.A. 


K&E 
WYTEFACE 


STEEL MEASURING TAPES 





IS HERE “WW 
TODAY! 






SF a ae F0 maae 


Here at last is a ‘steel tape you can see” 


—the clear, black-on-white graduations 
make accurate measurements easy. A new 
resilience that avoids kinks, and a crack- 
proof surface that protects the steel from 
rust, are other exclusive WYTEFACE 
features that mean more customers for you. 
Get your share of this new business. Effec- 
tive displays are free with your first order. 








« KEUFFEL & ESSER CO. 


HOBOKEN, N. J. 
DETROIT MONTREAL 


NEW YORK CHICAGO ST. LOUIS SAN FRANCISCO 
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ATLAS 


Pure Copper BELT RIVETS naBURRS 





RIVETS 


All Gauges 
and Lengths 








BURRS, All Sizes 





Made throughout of the best quality copper . . . Precision- 


manufactured, insuring correct alignment and fit .. . 


Packed in strong, attractive cartons. Available in all gauges, 


lengths and sizes, ATLAS Belt Rivets and Burrs find a ready 
market in industry. They increase business for the enter- 


| prising jobber and dealer. Write for samples and compare. 





ATLAS TACK 
CORPORATION 


FAIRHAVEN, MASSACHUSETTS, U.S. A. 
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“LITTLE 
GIANT” 











“TAKE 'EM OUT” 


They are positive in action— 


rugged and tough. There are no 


comebacks when you sell genu- 
ine “Little Giants.” 





...and this Display 
“PUTS ’EM OUT” 


It’s neat, it’s compact, it carries 


all the popular sizes including a 


couple of little assortments. It 


puts extractors out where they 


can be seen—and purchased. 


Take this winter tip from us— 


“There’s money in them thar 
‘Little Giants’.” 


GREENFIELD TAP & 
DIE CORPORATION 


94 


Greenfield, Massachusetts 
Detroit Plant: 2102 West Fort Street 


Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corp. of 


Canada, Ltd., Galt, Ont. 


REENFIELD 





How’s the Hardware Business ? 


(Continued from page 58) 


Sept. 30, by Westinghouse Electric 
& Mfg. Co., E. Pittsburgh, Pa., totaled 
$191,200,758 as compared with 
$134,148.358 for the same period in 
1936. This was an increase of 43 
per cent. For the 12 months ended 
Sept. 30, 1937, orders were $239,- 
573,704 as compared with $162,295,- 
156 for a like period of 1936; an 
increase of 48 per cent. Sales billed 
for the nine months were $154,839,- 
997 compared with $115,992.637 for 
the like period in 1936; an increase 
of 33 per cent. Billings for the 12 
months were $193,316,391 as com- 
pared with $146,561,629 for the 1936 
period; an increase of 32 per cent. 
* * * 

1937 paint sales--Even 
though falling short of the high ob- 
jective set in January, the paint 


trade will count 1937 as one of the- 


best years in its history, reports 
Dun & Bradstreet, Inc. Higher by 
29.3 per cent for the first four 
months of 1937 than in 1936, the 
comparative gain in paint produc- 
tion for the nine months shrank to 
12.5 per cent, $326.914,398 contrast- 
ing with $290.540,344 in 1936. While 
this was an eight-year high, it missed 
the 1929 peak of $348,590,000 by 
6.2 per cent. Rise in paint produc- 
tion over that of the year preceding 
was at a more leisurely rate during 
the third quarter than in the first 
half of 1937. Factory schedules 
started to slip in July, and had 
receded further by the end of Sep- 
tember. From a jump of 20 to 30 
per cent over 1936 in the first four 
months, nine-month production aver- 
aged but 10 to 15 per cent over 1936 
in the first four months, nine-month 
production averaged but 10 to 15 
per cent more than last year’s. In- 
crease in house paint output was 
attributed to more renovation and 
maintenance work. The widest 
spread was in paint for new plant 
construction and varied industrial 
applications. 
* * *# 

Steel production—-Steel ingot 
production has declined to 41 per 
cent, the lowest rate since July. 
1935, when the month’s total repre- 
sented 38.86 per cent of the coun- 
try’s capacity. Only in a few dis- 
tricts is steel production holding at 
above the average for the country, 
says the Nov. 11 issue of The Iron 
Age. The Wheeling-Weirton dis- 
trict, although four points below its 
rate last week, is at 68 per cent, the 
South is holding at 49 per cent, 


while the Detroit plants are averag- 
ing 85 per cent. 
* # * 


Hardware sales—It has been 
a new experience for most hardware 
jobbers to look back over October 
sales and find them only about even 
with last fall, or perhaps a little 
behind. November is opening at a 
similar pace, with dollar sales vary- 
ing only slightly from last Novem- 
ber. At the higher prices now pre- 
vailing, the item volume is hardly 
reaching a year ago. The retail 
stores, except in a few districts, are 
still faring better than either the 
manufacturers or the jobbers. In pro- 
portion to the advertising and selling 
pressure exerted, retailers are find- 
ing a ready demand for seasonable 
necessities. The favorable sales con- 
trast in the agricultural districts, 
over the cities and industrial sec- 
tions, is becoming more marked, 
with business now becoming very 
quiet in the factory towns. Indus- 
tries and distributors dependent 
chiefly upon the demands of the 
farm population see no reason to ex- 
pect a long continued or serious 
slack in their buying. As real needs 
develop, the people seem willing 
enough to buy, and have the money 
to spend. 

* * * 

Deflating inventories—Among 
manufacturers in the hardware field, 
an upturn must await the further 
depletion of wholesalers’ stocks. In 
all directions, inventories had been 
built up and maintained, looking 
toward a larger demand than has 
actually developed. With the un- 
steady markets, new buying will be 
more dependent upon a sell-out of 
old supplies than at any time since 
1933. Fortunately, jobbers’ inven- 
tories are not out-of-hand, and are 
rapidly approaching normal. Even 
now, supplies of staple lines in the 
hands of most wholesalers and re- 
tailers need frequent fill-ins. Fac- 
tory inventories of finished goods 
and of raw materials are relatively 
larger, and will last longer, but 
even here new ordering has been so 
moderate during recent months that 
liquidation of supplies at most 
plants has made progress. 


* * * 


Holiday lines—Ordering of 
strictly holiday merchandise by the 
retailers was slow in getting under 
way, but the selling season is so 
near that hold-out buyers know 
further delay is dangerous, and car- 
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HERE’S a big demand now from hunters, 
skaters and other winter sportsmen for the 
handy Ford outdoor cooking kit. And a 
steady year-round demand from picnickers, 
campers, tourists and barbecue parties. 

The kit consists of a portable steel grill, box of 
Ford Charcoal Briquets, and handy container. 
It comes in two sizes, retailing at $1 and $2. Given 
a good display in your window right now—at 
such a low price—it’s sure to attract customers. 


br | 


And they’!ll come back later for more fuel, 
giving you a chance to suggest other things 
they need. Ford Charcoal Briquets lead 
to repeat business. 

Ford Charcoal Briquets are also widely used by 
tinsmiths, plumbers, machine shops, foundries, 
restaurants, meat packers and householders. 
Write today for information about this kit and 
the money-making possibilities from stocking 
Ford Charcoal Briquets. 


FORD MOTOR COMPANY . By-Products Division - Dearborn, Michigan 


‘ast to Witer Sportsmen! 











“ACME” 


ENS? 


Ball Bearing Casters roll silently, easily, smoothly in any 





th) 





direction. They not only protect all types of floor coverings, but they 
give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


‘““ACMES” are a source of continual profit . 
velops mass sales. 


. a small item that de- 
Show the customer how ‘‘AcMEsS” work. Roll one 


on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 


1937 


THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


BALL BEARING 


Joh) 101819459 
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ries a real threat of later shortage. 
Jobbers report November _ place- 
ments on toys and gift goods are 
mounting rapidly, with most stores 
making provision for as large a de- 
mand as last year. Already some 
manufacturers of toys have with- 
drawn popular items, on which they 
are oversold, and the influence of 
such experiences will be helpful in 
the prompt ordering of other goods 
still available. On such winter lines 
as sleds and ice skates, last year’s 


good season cleaned out dealers’ 
stocks rather thoroughly, so that 


buying is now in good volume, but 
with the average order more conser- 
vative in amount than last year. No- 
table in the movement of Christmas 
goods are wheeled toys, including 
wagons, velocipedes, scooters, and 
children’s automobiles. These lines 
were more largely, and earlier, sold 
than other holiday lines, some job- 
bers reporting the best future busi- 
ness they have ever received, with 
shipments now going forward, and 
very few cancellations. 

* * * 


Commodity prices — Despite 
the mills’ obvious need of orders, 
basic steel prices are thus far firmly 
held, including the unchanged quo- 
tations announced for first quarter 
deliveries. There is very little pres- 
sure for reduction of prices, chiefly 
because the larger buyers have no 
tonnage to offer as an inducement. 
The price story is much different 
on all wholesale commodities except 
steel. markets have contin- 
ued their steady declines for several 
weeks. Moody’s index at the first of 
November being 154 per cent of the 
Dec. 31, 1931, level as compared 
to 183.6 at this time a year ago. 
The Bureau of Labor Statistics es- 
timated the Nov. I’ commodity price 
level at 84 per cent of the 1926 
average, a more nearly normal com 
parison. Wholesale food prices, also 
declining, have now dropped below 
their average at this time last fall. 


These 


* * * 
Vanufactured goods—-Prices 
on general merchandise can hardly 
react as promptly or as sharply as 
the heavy commodity market. Few 
industries, despite their advances 
during the year, have been able to 
pass on all their cost increases in 
their selling prices. Profit margins 
per unit have been reduced, and 
this becomes a more and more seri- 
ous factor when the volume turns 
down. Costs, including taxes, wages 
and fixed charges, contain elements 
that are hard to adjust, and reduced 
sales, especially in a time of falling 





prices, therefore cause a major con- 
traction in earnings. Buyers rightly 
expect some recession in lines which 
closely followed the markets up- 
ward, but hardly on those whose in- 
creases were conservative, or largely 
based on labor. 


x * & 


Farm Outlook—Fstimates of 
this year’s crop yields continue to 
increase, with cotton now found to 
have broken all previous records. 
both in total production and in yield 
per acre. The early outlook for 1938 
grain crops is already exerting an 
influence in the current markets. 
Soil conditions prevailing at present 
over the grain producing states are 
generally more favorable than a 
year ago, with a plentiful supply of 
moisture promising good growing 
conditions for spring wheat, in par- 
ticular. Prices on all farm prod- 
ucts are depressed in line with other 
commodities, and the outlook is 
clouded by much uncertainty re- 
garding the government’s new farm 
program. The loan basis of 50 cents 
per bushel on corn, recently an- 
nounced, will probably sustain that 
market, but the cotton situation is 
proving much more difficult. Our 
tremendous crop must move in 
world markets, at world price lev- 
els. Wheat and corn are selling at 
unexpectedly low prices, and there 
is much disappointment at the cur- 
rent small export movement of all 
our farm products. 

* * 


Electricity output—After es- 
tablishing new high records during 
the summer, electricity production 
has commenced to sag, dropping 
during the Oct. 30 week to 2255 
million kilowatt hours. , Output, 
however, still remains 5.1 per cent 
ahead of the corresponding 1936 
week. 

* * * 

Export balance  favorable- 
September figures for export trade 
showed a 63 million dollar balance 
in favor of exports over imports, 
with exports for the month ahead of 
August, and some 76 million dollars 
larger than in September, 1936. Im- 
ports decreased 12 million dollars 
from August, but gained 18 millions 
over last September. 

e * * 


Bank clearings—Aided by in- 
creasing crop movements, clearings 
reported for the week ended Nov. 3 
showed a small shade of increase 
(0.3 per cent) over the correspond- 
ing week of a year ago. The clear- 
ings at many central and western 
cities were large, and the country- 
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| New PHILLIPS Screw Driver 


For Recessed Head Screws 


Now that recessed head, self-centering screws 
and bolts are being used for so many jobs, your 
customers will require the new PHILLIPS Screw 
Driver, which is made expressly for the work. 


This new screw driver is sturdy, well finished 

and the handle fits the hand comfortably and 
affords a firm grip. Four standard sizes. They 

| sell rapidly and return a good profit. Free 
counter and window displays. 


| Your Jobber will supply 


BARCALO MANUFACTURING CO. 
BUFFALO, NEW YORK 














Wire Cloth—complete range of sizes from 1%” rod 
down to No. 30 gauge wire in all meshes. Copper 
bearing steel. . Uniform meshes—free from bulges 
—straight selvage. Plain or thoroughly galvanized. 


EM 


———_ 








G. F.Wricut STEEL & WireECo. 


WORCESTER, MASS., U. S. A. 


New York <: Atlanta + Chicago ~- _ Los Angeles 
WIRE NETTING WIRE CLOTH WIRE LATH 
CHAIN LINK FENCE WIRE CLOTHESLINES 
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SAMSON SPOT CORD is the most durable ma- 
terial for hanging windows. Specified by leading 
architects and builders for over 40 years. Made 
in only one quality — identified by the Colored 
Spots — our trade-mark. 


PHOENIX is our next best grade — a good re- 
liable window cord at a moderate price and 
especially suitable for clothes line. 


SAMSON SMALL LINES. Braided lines of all 
kinds, sizes and colors for all purposes, such 
as awning line, masons’ line, shade cord, vene- 
tian blind cord, etc. 


We also manufacture other kinds of braided 
cord to meet all requirements for quality and 
price, including a wide variety of clothes lines. 
Ask your jobber. 


Catalog and samples of any of our 
cords gladly sent upon request. 


SAMSON CORDAGE WORKS 


89 BROAD STREET - BOSTON 
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BETTER 
TURNOVER 


BETTER 
PROFITS with 


ULCHER 
TOOLS 









The original Wrench Set—first on the 
market. Drop forged—carbon steel— 
tempered — parabolic heads — hinged 
container with positive lock. A very 
popular item. 












This “Insulgrip” Screw Driver has a 
molded composition handle which is an 
excellent insulator. It is sharply fluted, 
giving an exceptionally firm grip. Blades 
are of high carbon steel, heat treated 
and polished. A popularly priced item 
that is a rapid seller. 





Vuuren 
Puno mT 


FORGED 
TEMPERED 








The original punch and chisel set, forged 
and tempered for average use. In a 
wide price range. A good repeater. 


® Dealers and jobbers handling the 
Vichek line are making very satis- 
factory profits. These tools are of 
the quality that means quick turnover 
and a constantly increasing volume. 





wide gain was sufficient to offset a 
5 per cent drop at New York City. 


* * * 


Employment and earnings— 
Figures presented in the latest 
monthly survey of the National In- 
dustrial Conference Board show a 
continued decline in factory employ- 
ment conditions through September, 
compared with August and the ear- 
lier months of this year. Compari- 
sons with September, 1936, were 
more favorable, indicating a 12.3 
per cent gain in the number em- 
ployed, and a rise of 22.4 per cent 
in payrolls. Measured by purchas- 
ing power at the respective price 
levels, September “real” earnings 
were figured still at 4.7 per cent 
ahead of a year ago, giving force to 
the thought that consumer buying 
will hardly continue to show serious 
recession. There is, of course, some 
question whether factory workers’ 
incomes can hold their favorable re- 
lation to living costs, with factory 
operations on a lower scale. It is 
obvious that payrolls will decline if 
hours of work cannot be maintained. 
Despite labor’s success in gaining 
favorable hourly wage rates, weekly 
and annual wages and real purchas- 
ing power are uncontrollable when 
demand falls off. 


* 7 * 


Freight  traffic—Carloadings 
at last are showing the effect of the 
temporary business recession. Traffic 
for the week ended Oct. 30 dropped 





to 771,655 cars, lower than any 
week since August, and 5.3 per cent 
under the similar 1936 week. All 
classes of freight, except grain and 
grain products, dropped below 1936, 
with especially sharp decreases on 
“miscellaneous” freight and on coal 
loadings. The roads are pressing 
for their 15 per cent general rate 
increase with a united front, and 
with rather sure chance of partial 
success, after the usual delay de- 
voted to hearings. The leading 
trucking companies are also formu- 
lating an appeal to the Interstate 
Commerce Commission for a similar 
increase in their own rates. The bus 
companies, too, are filing their plea 
for passenger rate increases in line 
with the railroad companies’ like re- 
quest. 


Rental Costs 
gee costs averaged 3.9 per 


cent of sales in leased prem- 
ises in 1935. Of the 1,653,961 re- 
tail stores reporting in 1935, and 
doing $33,161,276,000 of sales, 43.8 
per cent or 724,739 stores reported 
that they occupied leased premises. 
Sales made by these stores amounted 
to $17,648,964,000, or 53.2 per cent 
of total sales. Stores which indi- 
cated that they occupied leased 
premises, but recorded no rent fig- 
ure, are not included in the above 
ratios—U. S. Census of Business: 
1935. 


CELLOPHANE-WRAPPED TOOLS FOR XMAS GIFTS 





To boost dealers’ Christmas sales of tools, The Stanley Works, New Britain, 

Conn., are offering 10 popular items in green open-face Cellophane-covered 

boxes, decorated with a ribbon and gift tags at no extra charge. The tools so 

packaged are a flashlight screw driver, nail hammer, four composition handle 

screw drivers, combination square, pull-push rule, torpedo level, block plane, 
three Stanloid chisels, three socket chisels, and a hand drill. 
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“GALVANNFALED” cE Me ce 


Copper-Bearing 


Farmers will argue about PRICE, they’ll want tight 
knots, they’ll want deep tension crimps and they’ll 
want uniform spacings . .. BUT the one thing they DEMAND 
is a fence that will STAND UP and give them years of protec- 
tion and service. When you sell them 
Mid-States Fence, you not only give 
them the one quality they DEMAND, 
but all the features they want, and 
more. The ‘“‘Galvannealing’’ process by 
which Mid-States Fence is made ac- 
tually FUSES an extra heavy coating 
of zinc into the copper-bearing steel 
wire .. making it doubly rust resistant. 
Sell your trade the kind of fence they 
want. Sell them Mid-States Fence. 


Mid-States Steel & Wire Co. 
Dept. M-51 Crawfordsville. Ind. 
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Just Among 
Ourselves 


{Continued from page 37) 


sions of the U. S. Supreme Court 
and of the highest courts of sev- 
eral of the states which have these 
laws. 


EXCEPTIONS :— 


All of these state laws contain 
certain exceptions such as_ the 
right of a dealer to disregard the 
established price in close-out sales 
(but many states require that op- 
portunity must first be given to 
the manufacturer to buy back his 
goods), damaged-goods sales, sales 
by court officers, etc. In practical 
experience by manufacturers who 
have already adopted this proced- 
ure, no great inconvenience has 
been experienced with regard to 
these exceptions. I have thus at- 
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tempted to set forth, in plain 
words, the true meaning and in- 
tent of these laws and to correct 
any belief that they are confusing. 
Beyond this point, I urge compe- 
tent and experienced legal advice 
for assuring reasonably trouble- 
proof utilization of these laws. 


BULLETIN :— 


Since writing the foregoing 
paragraphs on fair trade laws, 
etc., I have read a bulletin issued 
by the Motor and Equipment 
Manufacturers Association which 
comments on this subject, in part, 
as follows: “At this time it is 
very evident that with less than 
half a dozen exceptions, and per- 
haps not even that number, manu- 
facturers are not planning resale 
price maintenance contracts un- 
less forced to do so through job- 
ber or competitor pressure, and 
that many suppliers are seriously 
studying the situation created by 
the enactment of fair trade laws 


in 42 states, and the Federal 
Tydings-Miller Law. Few manufac- 
turers can hope to accomplish 
much by effecting resale price 
maintenance contracts. Many feel 
that to take the initiative would 
result in disadvantage both to 
themselves and their jobbers, for 
that would leave competitor sup- 
pliers and jobbers free from such 
legal resale minimum price obli- 
gations. Obviously, practical value 
would lie only in all competing 
manufacturers having minimum 
price maintenance contracts with 
their wholesalers. There is ob- 
served a tendency on the part of 
jobber groups to exert collective 
pressure on their suppliers for fair 
trade contracts. Should this trend 
increase, it is conceivable that 
many jobbers beguiled into such 
pressure effort may come to real- 
ize that instead of acting in their 
own interests they have been agi- 
tating contracts that will work out 
to their disadvantage.” 
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MADE WITH 
PERFECTED 
LOCK-TWIST 


U.S. HEXLOK is recog- 
nized universally as the 
finest of all hexagon mesh 
poultry nettings. More 
uniform, more symmetrical 
in weave... . Stronger, 
more rigid in construction 

. olls out flat.... 
Stretches perfectly....§ 
Retains its original shape 
longer... . Gives great- 
er all ‘round satisfaction. 


U. S. HEXLOK Poultry 
Netting is readily avail- 
able in one and twoinch @ 
mesh, Galvanized Before & 
or After Weaving; stand- 
ard widths from 12 to 72 
inches. All Copper-Bear- § 
ing Steel Wire. 


Ask your jobber or write 3 
for further information! 


STRAITLOK 


POULTRY NETTING 
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MADE WITH 
PAU) PERFECTED 
Flay LOCK-Twist 


j j U. S. STRAITLOK - the 
s original straight-line 
oultry netting - is woven 
ike farm fence... . Lies 
flat when unrolled.... 
Cuts easily and without 
waste... Stretches per- 
fectly without top-rail or 
baseboar osts less 
to erect... . Gives long, 
satisfactory service. 


Made of Copper-Bearin 
Steel Wire in one a 
two-inch mesh, Galvan- 
ized Before or After 
Weaving; standard widths, 
12 to 72 inches. 


Sold only through the 
regular wholesale and re- 
tail trade. 


Ask your jobber or write 
for further information! 


INDIANA STEEL & WIRE CO. 
MUNCIE, INDIANA 
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National Paint, Varnish & Lacquer Assn. 
Holds Biggest Convention In Its History 


HE largest annual convention in 

the history of the paint industry 
met at the Netherland Plaza Hotel. 
Cincinnati, Ohio, when the National 
Paint, Varnish & Lacquer Associa- 
tion, Inc., opened its congress, Oct. 
27-29, 1937. Over 1000 registrations 
were reported. The convention was 
primarily a meeting of manufactur- 
ers of the finished products of the 
paint, varnish, and lacquer industry 
and of manufacturers of the many 
materials that enter into the mak- 
ing of paint and allied products, the 
wholesale division having held its 
annual meeting at the hotel the day 
previously. 

Ernest T. Trigg. president of the 
association, in his opening address 
reported excellent progress in the 
sales record of the industry for the 
current years and a continued good 
business outlook for 1938. Mr. 
Trigg also emphasized the impor- 
tance of the establishment of a 
proper public policy if industry is 
to be successful “because of a grow- 
ing realization on the part of busi- 
ness and the public generally that 
in the final analysis public opinion 
controls and the attitude of the pub- 
lic condemns or fosters individuals, 
business, and industries based upon 
the policies which such individuals 
or groups maintain in their rela- 
tions with the people as a whole.” 

In discussing employer - employee 
relations Mr. Trigg remarked that 
that question will transcend all 
others in the coming business era. 

Professor William J. Hale, sec- 
retary of the National Farm Chem- 
urgic Council, declared that a syn- 
thetic rubber had been invented, 
tests of which showed that an auto 
tire made from it will run more 
miles and cost less than a tire made 
from natural rubber. 

The association adopted a resolu- 
tion, opposing the granting of un- 
earned cash discounts and recom- 
mend a free exchange of informa- 
tion in all markets by the members 
of the Trade Sales Division of the 
paint, varnish, and lacquer indus- 
try, as a means of eliminating the 
granting of unearned cash discounts. 
With regard to trade-mark registra- 
tion laws passed in some states, the 
association resolved to “condemn 
such bills as contrary to public in- 
terest and to establish principles of 
trademark ownership based on com- 
mon law.” Since the Chinese-Japa- 
nese difficulties have been delaying 
shipments of China wood oil, in a 
resolution, the association urged the 


Department of State and other Fed- 
eral agencies to take such action as 
may be appropriate to make proper 
arrangements for the safe conduct 
of vessels carrying such oil from 
Chinese ports. A fourth resolution 
adopted by the association urged 





ERNEST T. TRIGG 


that provisions be made for securing 
an adequate supply of drying oils. 

At the closing session of the con- 
vention the following officers were 
elected: vice-president, Val Wurtele, 
Minnesota Linseed Oil Paint Co., 
Minneapolis, Minn.; treasurer, 
Charles J. Roh, Murphy Varnish 
Co., Newark, N. J. There was no 
election for president this year, 
Ernest T. Trigg having been elected 
for a three-year term at last year’s 
Chicago convention. 

Zone vice-presidents, elected, are: 
New England, Renshaw Smith, Jr., 
Wadsworth-Howland Co., Boston, 
Mass.; Eastern, H. R.* Hillman, 
Eagle Paint & Varnish Works, Inc.. 
Brooklyn, N. Y.; Central, Milton 
K. Pine, The Muralo Co., Inc., Chi- 
cago, Ill.; Southern, V. P. Warren. 
The Warren Co., Inc., Atlanta, Ga.. 
and Western, J. Langdon Root, W. 
P. Fuller & Co., San Francisco, 
Calif. Divisional vice-president rep- 
resenting the wholesale division is 
W. B. Elwang, Sanders Bros. Co., 
Richmond, Va. The executive com- 
mittee is composed of E. A. Foy, 
Jr., The Foy Paint Co., Inc., Cin- 
cinnati, Ohio; Howard Kellogg. 
Spencer Kellogg & Sons, Inc., Buf- 
falo, N. Y.; Benjamin Patterson, 
Jr., Patterson-Sargent Co., New 
York, N. Y.; J. Vincent Reardon. 
The Reardon Co., St. Louis, Mo.: 
C. N. Seidlitz, Seidlitz Paint & 
Varnish Co., Kansas City, Mo., and 
Harold E. Webster, Pratt & Lam- 
bert, Inc., Buffalo, N. Y. 
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MAKE SURE YOU 
START RIGHT 
IN YOUR QUEST 
FOR MORE BUSINESS 


USE- 
Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


We can supply you with 


the following lists:— 


1353 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


10985 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 


6328 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
' For $7.00 per M. 


16746 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 


34059 Hardware Retailers (Complete List). 
For $5.50 per M. 


1011 Department Stores handling Hardware 
and Housefurnishings. For $7.00 per M. 


8500 Lumber Yards handling Builders’ Sup- 
plies. For $7.00 per M. 
ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3”x5” 


CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 
HARDWARE AGE 
Direct Mail Addressing Dept. 
239 West 39th Street, New York, N. Y. 
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vital difference between real QUAL- 
ITY and something else. 


WHICH 
FASTENS 
AT BOTH 
SIDES 
INTO THE 








In its assurance of SECURITY the 
genuine Eagle Pin Tumbler lockwork, 
revealed in the illustration of our 
No. 04810 brass padlock, suggests 
that seen on the door of a bank vault. 


You will please customers and make 
the better profit of a first class sale 
by showing these superior padlocks 
whenever possible., 


The Eagle Quality Line 


Night Latches Padlocks 

Trunk Locks Cabinet Locks 

Front Door Sets Wood Screws 

Store Door Sets Stove Bolts 
Machine Screws 


E) 
EAGLE LOCK CO. 


26 Warren Street. New York 


Branch Offices: 


521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 


Works at Terryville, Conn. 


(eR 


101 









































aj 


Setfast 


EXPANSIVE BIT 


Any customer having a more or less limited 
number of holes to bore in various sizes 
is a good prospect for the Greenlee Setfast 
Expansive Bit. Not only will you save him 
money by selling him one, but you will 
increase his faith in your indgment and 
in your merchandise. 





A Screw Driver and the 

Thumb quickly set the 

Cutter for the size of 
hole to be bored. 


Here is a tool that is quickly set to size by 
turning the adjusting barrel with the 
thumb, after the eccentric lock has been 
loosened by a quarter turn with a screw 
driver. It is quick and easy, and the 
cutter always stays locked. 

In addition to this feature, this bit is made 
with a wide, open throat, or chip channel, 
which eliminates clogging and permits un- 
interrupted boring. Let us tell you more 
about it. 


GREENLEE TOOL CO. 


1715 Columbia Ave. Rockford, Illinois 
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Behr-Manning Course on Coated Abrasives 


A educational campaign has 
been launched by Behr-Man- 
ning, Troy, N. Y., the foundation of 
which is a 66-page book entitled, 
“Lecture Course on Coated Abra- 
sives.” Freely illustrated and writ- 
ten in an easy-to-understand style, 
entirely free from technicalities, the 
lecture was created for the exclusive 
use of shop instructors and teachers 
with the sole idea of providing 
an educational help which will put 
life and color into their daily class- 
room work. 

The book starts with a brief his- 
tory of abrasives and progresses 
through plain sand, glass. flint. 
emery and garnet to the modern 
artificial abrasives—silicon carbide 
and aluminum oxide, products of the 
electric furnace. Each is covered 
completely in a separate chapter 
with illustrations and _ photomicro- 
graph comparisons of the natura! 
and the artificial abrasives. Origins. 
methods of production, resulting 
crystalline structures and uses are 
dealth with in full length. Raw ma- 
terials, manufacturing operations 
and applications of the finished 
products in various industries with 


= 


suggestions as to the best methods 
are thoroughly discussed. 

Following each chapter is a short 
list of questions for the instructor 
to use in his classes. These ques- 
tions are confined to the principal 
points brought out in the discussions 
and are suggestive rather than in- 
clusive. 

As an adjunct to the lecture 
course, a wall chart. 46 by 36 
inches, printed in full color, pic- 
tures the making of sandpaper from 
the sources of raw material, through 
different steps of manufacture to the 
various uses of the finished products. 
All pictures are in full color and are 
accompanied by terse but complete 
descriptions. 

Supplementing both the lecture 
and the wall chart and to be used 
in connection with both, is a box of 
samples consisting of six small vials. 
Five of these contain crushed and 
grades samples of flint quartz. gar- 
net, emery, silicon carbide and 
aluminum oxide grain. The sixth 
vial contains a sample of ground 
hide glue. In the same package is a 
sample book containing, 3 by 5'% 
in. samples of finished sandpaper to 
illustrate varieties of minerals, grit 
numbers, methods of coating and 
weight and kinds of backings. 

This educational campaign con- 
sists of the four separate units de- 
scribed. welded into one complete 
whole. It is an earnest effort to 


make the student of manual train- 
ing, through his instructor, thor- 
oughly familiar with the differences 
and qualities of abrasive papers 





Sample kit 


available. The educational course 
will be put into the hands of every 
instructor of industrial arts in the 
country, requesting it on his school 
stationery. 


Bad Check or Credit? 


A business man took a check for 
merchandise. The check was _ re- 
turned unpaid by the bank because 
of unsufficient funds. The business 
man then had the customer arrested 
for passing a bad check. The cus- 
tomer was acquitted of the charge, 
and then sued the business man for 
damages for malicious prosecution. 

The facts were that at the time 
the check was given, the customer 
stated that he did not have sufficient 
funds in the bank to cover it. The 
check was to be paid as soon as he 
obtained the money and could de- 
posit it. The giving of a bad check 
under such circumstances, it was 
held, was not a fraud and not an of- 
fense under the bad check act of 
Georgia, where the transaction oc- 
curred. 

The court took the view that under 
these circumstances it was not un- 
reasonable to conclude that the 
business man _ actually extended 
credit to the customer at the time 
the check was given, and the check 
amounted to no more than a promise 
to pay in the future. Ordinarily, the 
giving of a bad check is a criminal 
offense only when merchandise is de- 
livered or services are performed in 
reliance upon the check. Courts 
have held that the postdating of a 
check is in itself notice to the mer- 
chant who accepts it that the check 
is not good at the time. 
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EASY ON THE EYES 


enone GLASS 


WINDOWS « STORM SASH REPLACEMENTS 
FRENCH DOORS ° FURNITURE TOPS 
SHELVING ° GLASS PARTITIONS 


AUTO REPLACEMENTS, ETC. 
CLEARLITE IS A BRAND YOU CAN DEPEND UPON 


There's a Cleartite Jobber 
Ready ta Sere You 


FOURCO GLASS CO. + CLARKSBURG, W. VA. 
Branch Sales Offices: NEW YORK + CHICAGO « FT. SMITH, ARK. 
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‘G00D \_ 
POINTS 


Corbin Wood Screws 
have good points — 
clean and sharp; per- 
fect threads and sturdy 
heads. Uniformly made 
—always dependable. 











Corbin makes a full line of Wood 
and Lag Screws-—- Machine Screws 
and Nuts—Cap and Set Screws — Stove 
Bolts—Semi-finished Nuts--Chain and 
Escutcheon Pins. 











Soa Meh) Tu Ye 
THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 


NEW BRITAIN, CONN. 
« Chicago 





Warehouses: New York 
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KNOW THE TRUTH ABOUT 
“BUREAU VERITAS” 


CHAIN? 


McKay makes anchor Chain in 
accordance with Bureau Veritas 
requirements—a testing organiza- 
tion in France that corresponds to 
Lloyd’s Register of Shipping in 
England. McKay also makes Chain 
to Lloyd’s requirements—or that 
of any other inspection bureau. 
Maybe you can’t see any connec- 
tion with the hardware business, 
except that it shows the value of 

































*“MeKay’s 50 years 
of knowing how.” 






For A-No. 1 quality welded and 
weldless Chain, insist that it be 
made by... 







THE McKAY COMPANY 


PITTSBURGH, PA 









McKAY BUILDING 





ormer! 
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NEW! 
No. 301 V-Twin” 


Smooth operation—balanced load— 
and 30% to 100% 
increased spraying 
eficiency! True 
professional type, 
with double air 
pumping capacity. 
Diaphragm sealed 
piston, splash oil 
system, double 
bearing hardened 
steel crank shaft, 
V-belt drive, steel 
base, pressure 
gauge, external mix 
spray gun with 
extra nozzle and hose. Complete less 
motor only $36.50. Other electric power 
sprayers $5.00, $15.00, $18.50. Auto power 
sprayers $2.60 and up. 

























DEALERS: 


Send for price list, 


Fcieniciaiailammeeeenmenenmanenemneeecant an 
tails on electric 


W. R. BROWN CORPORATION and auto-power 


5724 Armitage Avenue, Chicago, Ill. paint sprayers. 
AE ERE. AREY NMI ARRON 
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UF KIN 


TAPES - RULES 
PRECISION TOOLS 








There is a 


[UFKIN RULE 


for every measuring 
requirement 











“RED END” and other 


Spring Joint Rules 











FOLDING STEEL AND 
_ ALUMINUM RULES 


Be in position to give 
your trade service. 
Stock a complete line of 


OFAIN RULES 


Send. for General Catalog No. 12 


THE [UFKIN RULE £0. 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 
106-110 Lafayette St. 


(OF-Yal-lolt-lal a -loa delay 
WINDSOR, ONTARIO 
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Westinghouse Announces 1938 Refrigerators 


HE 1938 line of household re- 
frigerators of the Westinghouse 
& Electric Mfg. Co., Mansfield, 
Ohio, embodies an array of features 
suggested by the “Kitchen Proving” 
hostess. The new features suggested 





by those women who conducted tests 
on Westinghouse refrigerators under 
kitchen operating conditions include 
a specially designed porcelain meat 
compartment, glass-top humidrawer 
for extra large quantities of vege- 
tables and fruits, super-capacity 
froster for additional frozen storage 
room, and a new temperature reg- 
ulator, more conveniently located 
with zone control and finger-tip dial. 

Ex-press tray lifts on every tray 
in every model make it possible to 
loosen the Eject-o-Cube trays from 
the shelf with a slight touch of the 
finger. Improved food and storage 
arrangement has been secured by 
means of adjustable height shelves. 

Delphinium blue food-saver dishes 
provide storage for left-overs. These 
dishes can be placed in an oven if 
desired as they are impervious to 
temperature changes. A delphinium 
blue water service is located on the 
foldaway shelf which can be tilted 
up against the side of the compart- 
ment to make room for tall bottles. 





The new temperature regulator not 
only provides temperature setting. 
easily and quickly read, but also 
gives the range of temperature for 
that particular setting. In all Em- 
peror and Aristocrat models the 
safety zone indicator is mounted on 
the door; in other models it is built 
in the upper shelf just below the 
froster. 

The new meat storage compart- 
ment is one of the outstanding fea- 
tures of the new line. This compart- 
ment has a cover for conserving 








the necessary moisture to preserve 
properly—steaks, chops, and roasts 

-at the. right temperature. The meat 
storage department holds 10 pounds 
of meat; is easily cleansed since it 
is finished in white porcelain; it 
slides into a position between two 
shelves, and is located immediately 
under the froster to assure “Safety 
Zone” temperature. 

Another outstanding feature is a 
spacious Humidrawer, providing 
built-in storage for extra-large quan- 
tities of vegetables and fruits. It is 
located at the bottom of the food 
compartment, and slides out easily 
when in use. A 
transparent glass 
top serves as a 
bottom shelf for 
the food compart- 
ment, and as a top 
for the Humidrawer 
itself. 

The complete line 
of Westinghouse 
1938 refrigerators 
consists of 20 mod- 
els of every size, 
for every type of 
family, and income. 
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VICTOR 
STOP LOSS TRAPS. 
THAT'S THE K/ND 
| READ ABOUT 


IN THE PAPERS. 
y, 


OUNGSTERS and old-timers agree. Old-timers 
know from experience that Victor Traps with 


STAR ® BRAND 


COPPER RIVETS AND BURS | 


Dp 





















COPPER & BRASS 
Belt & Trunk 
Rivets & Burs 

Round, Flat, Counter- 
sunk Head Rivets 

Washers 


the Stop Loss Guard mean more fur at the end of 






the season. 
Youngsters see Victor Stop Loss Traps advertised 


4l 








in all the leading farm papers, trapping magazines 






and home town newspapers, and listen to the old- 





timers’ advice. 
Smart storekeepers carry Victor Stop Loss Traps 





>»— ee , and profit from the Victor reputation and big adver- 
ay tisin rogram. Order from your regular jobber. 
BLAKE & JOHNSON CO. Est. 1849 ae inagneet 
Other Products: 
wom cit" "mcm cons WATERVILLE ANIMAL TRAP COMPANY OF AMERICA 
——aecemesres”° CONNECTICUT LITITZ, PA. 




















Every craftsman needs a com- 
plete series of all-purpose Forst- 
ner Labor Saving Auger Bits 
packed in a readily accessible 
case. You'll find it takes but very 
little added effort to sell these 
handy tools by the set. Try it! 












Forstner Bits, unlike others, 
are guided by a circular rim in- 
stead of a center. Consequently 
they bore any arc of a circle. 





The entire cut- 
ting surface is at 
work all the time, 
leaving a clean, 
smooth hole re- 
gardless of knots 
or grain direct‘on. 


Forstner Bits 
come packed in 
sets of 9, 11 or 17. 
~ Write for copies of 
Kainline > catalogs TODAY! 





7 , , 
THE COLSON CORPORATION “Smecr ELYRIA, OHIO 


TemRIN G PORE CEBanecricust 
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A GOOD 


DIAGONAL PLIER 


attctacts 


clele}») 
CUSTOMERS 





Your best customers know 
that they can save time and 
money by using good tools. 
Mechanics who know and 
want good tools are your 
best customers and UTICA 
tools not only attract these 
customers but give you bet- 
ter profits. UTICA offers the 
widest range of high grade 
pliers in the world for you 


to choose from. 
t 


UTICA Alloy Steel 
Diagonal Cutting Plier— No. 41 


Retails at 


4 in. $1.35 5 in. $1.50 
5% in. $1.65 6 in. $1.80 


UTICA 


DROP FORGE & TOOL 


CORPORATION 
UTICA > NEW YORK 








Highway Ambassadors 
of the Hardware Business 


(Continued from page 63) 


display. In charge of a factory man, 
thoroughly versed in all the me- 
chanical details, selling points and 
usefulness of these tools, the bus 
is sent to the territories of different 
salesmen at regular intervals and 
is taken to each customer in those 
districts. In addition to being 
used to show customers of the Duro 
company the power tool lines it is 
taken to manual training depart- 
ments of schools and colleges in 
many hundreds of communities. 
Dealer’s prospects are also shown 
through the bus by the factory rep- 
resentative. 

Farwell, Ozmun, Kirk & Co., St. 
Paul, Minn., wholesale hardware 
distributors, is using the “Sample 
Case” or display car shown in these 
pages for exhibiting four washing 
machines, two electric refrigera- 
tors, three radios and a number of 
electrical table appliances. The 
body and much of the equipment 
were made and designed in the 
Farwell, Ozmun & Kirk plant. The 
entire body is of steel, the entire 
frame is welded and the car is fin- 
ished in aluminum and royal blue 
with red outlined aluminum leaf 
lettering. 

Four years ago The Coleman 
Lamp & Stove Co., Wichita, Kan., 
tried out its first trailer and the 
next year four mpre units were put 
into operation, each company sales- 
man being allowed to have one in 
his territory for a definite period 
of time. Besides helping the com- 
pany in its sales to dealers these 
trailers have been of help in mak- 
ing retail sales for dealers, “As 
high as several hundred dollars 
retail sales in a day, while the 
trailer is parked in front of the 
dealer’s store,” says A. M. Boyer, 
advertising manager. “Our man- 
agement feels that in advertising 
value, interest and sales volume 
produced, we have been fully justi- 
fied in our use of these trailers.” 

Operating three large completely 
stocked hardware stores and two 
home appliance stores in a terri- 
tory 50 miles long and about 25 
miles wide, the Rio Grande Hard- 


ware Co., Inc., wholesale and retail, 
with headquarters in Harlingen, 
Tex., is sold on the use of trailers. 
When the company took on the 
franchise for a gas refrigerator it 
purchased a trailer and in four 
months placed about 90 refrigera- 
tors as a result of using the trailer 
which is used “more to close sales 
than to canvass,” as a member of 
thecompanystates. Hefurthersays, 
“We have several outside salesmen 
who work on a commission and 





The display end of a Westinghouse 

Electric Supply Co. home laundry 

and kitchen appliance trailer. The 

other end is used by the salesman 

for an office. (Courtesy Palace Travel 
Coach Corp.) 


when they have a prospect that is 
‘hot’ they take the trailer to the 
home of the prospect and show the 
unit we have on display in the 
trailer. We have been operating a 
trailer for about 18 months that 
has carried pressure gas and elec- 
tric household appliances and had 
our first trailer built locally. Our 
second unit is a factory built model, 
carries several models of pressure 
gas ranges all the year around and 
carries an oil-burning heater in the 
fall. Recently we added a line of 
washing machines so we placed one 
of the gasoline operated machines 
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You can really “go.to.town” with 





MONTH AFTER MONTH 


17,406,000 


‘ 





WITT 


CANS 


PAILS 


Profit from our half century manufacturing experi- 
ence ... from WITT leadership in the can field... 
from WITTS world-wide reputation for outstand- 


ing quality... 


from the conclusively proven ability 


of WITT Cans to outlast 3 to 5 ordinary cans. 


women read the message... 


**For better, quicker, safer 
pot and pan cleaning, use 
Gottschalk’s Metal Sponge”’ 
Every worthwhile family is reached 


regularly and forcefully. Millions of 
present users are reminded to re- 














Only WITT offers these advan- 
tages that help you build a 
bigger business . . . increase 
profits. 


There are Witt Cans and Pails 
for every household and indus- 
trial need — Ash and Garbage 
Cans and Pails, Mopping Pails, 


place worn-out sponges. Millions 
more are being told how much bet- 
ter, faster and safer pan scouring 
becomes when these marvelous 
sponges are used. And nearly every 
trial sale starts a series of repeats 
that pile up profits. 






















Underground Garbage Receiv- 


ers, Oily-waste, Roll- 
er, Hoisting, Hooded 
Cans. Your jobber 
can supply you. Com- 
plete details and 
Catalog mailed on 
request. 


WITT CORNICE 


CINCINNATI, 





om. Bike) 


Forbiggersales BRA 
keep stocks | SS 
complete with | ; 
Gottschalk’s } 
METAL SPONGE | 
BRONZE BALL ; 
KITCHEN JEWEL | 
HAND-L-MOP 


Gottschalk’s 


METAL SPONGE 


METAL SPONGE SALES CORP., Philadelphia, Pa. 




















i's the E-X-T-R-A in 


RICH 


LADDERS 


that makes Satisfied Customers, Easier Sales, 





"CINCINNATI" TRUSS 
Safest Ladder Made—one 
the many models in the RICH 
Line. Sizes, 4 to 18 feet. 


I 








Bigger Profits for YOU 


Carefully made of extra qual- 
ity long-grain spruce and 
extra reinforced with cad- 
mium-plated hardware, RICH 
Ladders are extra strong, 
—. light in weight, extra 


We make ladders for every 
conceivable purpose—all 
popular sizes—in a wide 
range of prices. Also Iron- 
ing Tables, Outdoor Furni- 
ture, Clothes Props and 
other woodenware special- 
ties. Your jobber can sup- 
ply you. Complete Catalog 
mailed on request. 

THE RICH PUMP & LADDER Co. 
1028 Depot Street Cincinnati, Ohio 
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A fnew ana complete line of ready te aall Heres, 

Mule and Bronco shoes. Strong, tough, tong 

wearing. Like all Diamond Shoes they are 

perfectly balanced, and shaped te fit the average 

horse’s foot without alteration. Nail holes are 

elean, correctly tapered and spaced. Easily nailed. 
Write fer informatics. 











GUN NEEDS 


EVERYTHING ANY 





SALES ARE 


SHOOTING 


UPWARD 


FIENDOIL 


Dealers everywhere are cashing 
in on the Big Fiendoil Sales this 
fall. Fiendoil advertising is mak- 
ing gun lovers nationally con- 
scious of this combined gun oil 
and solvent. Write for the FREE 
5-Color Counter Card displayed 
above—tie up with the momen- 
tous advertising Fiendoil is doing 
to support the dealer. Fiendoil 
is the best gun cleaner made and 
shooters everywhere are finding 
it out. Crack shots recommend 
it! Push Fiendoil and get the 
cash profits on this super-stand- 
ard product. 


Retail Price ... 40c 
Dealer Price... $3.20 doz. 
The 


McCambridge & 
McCambridge Co. 


12 L Street, S. E., Washington, D.C. 
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in the trailer ready for demonstra- 
tion. 

“We do not operate this trailer 
on a haphazard canvass system but 
follow up tips on prospects found 
through our stores or from cus- 
tomers we have already sold. When 
a customer comes into one of our 
stores and looks at an appliance 
but does not buy, his name and 
address and other necessary in- 
formation is given to one of the 
outside salesmen so that he can 
visit the customer’s home and other 
homes in the same area the same 
day. Whenever possible, following 
a sale delivery is made from the 
trailer.” The Rio Grande com- 
pany also sends its trailers, which 
are equipped with powerful public 
address systems, radio and talking 
machine, to celebrations, fairs or 
large meetings. If an important 
speech is scheduled, at any event 
to which the trailer is being sent 
the firm donates the trailer’s use 
for amplification purposes. 


Profitable on Highways 


Taking to the highway has 
proven profitable to many hard- 
ware firms and will be profitable 
to others who intelligently use 
these traveling display units for 
sales, advertising and good will 
building. It is important for a 
hardware firm to study traffic regu- 
lations, particularly as to parking. 
when considering a trailer. An- 
other thing to consider in advance 
is the type of car that will be used 
for a tow car and the matter of 
proper insurance coverage for the 
unit. 


Pay Roll Costs 


ALARIES, wages and commis- 

sions paid to store employees 
in 1935 totaled $3,623,289,000 of 
which $3,388,166,000 went to full- 
time employees. To the pay roll of 
store employees must be added 
$153,993,000 of salaries and wages 
in the central offices of chains, and 
$33,948,000 in chain-store ware- 
houses—a grand total to all retail 
employees (proprietors of unincor- 
porated businesses excepted) of $3,- 
811,230,000. Of this total, chains 
and mail-order houses paid $1,250,- 
954,000; independents and other 
types paid $2,560,276,000.—U. S. 
Census of Business: 1935. 








o+eee “Oh yes, Smith & Jones 
carry Flamemaster Wicks!’’ 


EALERS who carry ‘Flame- 

master’ Wicks are soon “‘dis- 
covered” by the users of oil ranges 
and oil stoves. It’s easy to sell 
Housewives on the promise of 
“better performance’’—and once 
sold, these famous “hot flame, 
non - carbon - throwing’ wicks 
broadcast their own superiority 
with amazing speed. 

Instead of a few scattered wick 
sales you attract the wick busi- 
ness of an entire community : 
when you hook up with the be 

(Reg. U. 8. Pat. Off.) B 


ASBESTOS WICK 


Don’t confuse this wick with 
the ordinary commercial product. 
Flamemaster is made by an old 
established house experienced in 
the weaving of asbestos. The pat- 
ented weave, which provides vents 
for free and uniform feeding of 
the oil, gives a full, clear, hot 
flame that can’t be produced by 
inferior wicks. Start now to sell 
“Flamemaster”’ and lay the foun- 
dation for a bigger wick business. 


Write for interesting facts and send 
Jobber’s name if he can’t supply you. 
TRIPLEWEAR BRAKE LININGS CORP. 
Mokers of Triplewear Engineered Brake Sets 
PATERSON, N.J. 


proposition for live 
ents. 








Exceptionally attractive 
Sales Ag 




















Patented 
Counterbore 








For Boat Builders, Cabinet Makers 
and Men With Home Work Shops 


These are prospective customers for our 
Wood Boring Tools for use with Electric 
Drills. The tools are adaptable for any 
work which requires a Bung over the 
fastening. Both the Counterbore, and the 
Countersink, drill for the Screw and for 
the Screw Head in one operation saving 
much valuable time. 

No clogging of chips. Has Adjustable Stop 
to regulate depth of hole desired. Coun- 
terbore sizes: 3%”, %6”, %”, 4%”, %”. 
Countersink sizes: 14”, 4%”. 





Send for Complete Catalog 


RON VALCO, 


The Connecticut Valley Mfg. Co. 
Centerbrook, Conn., U.S.A. 


Incorporated 1874 
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| 30 Years Behind 
the Mask 


(Continued from page 66) 


SHERMAN 


” | 


P WROUGHT BRASS | 
e- HOSE CLAMPS amount of capital and we, right 


“ eteeits at the start, engineered a failure 
oh . by agreeing to such a large line 
of credit. In later years we have 
religiously refused to grant a line 
of credit on such a limited amount 
of capital and have used our best 
offices toward influencing the ap- | 
plicant to delay his embarkation 
into business until he had accumu- 
lated a larger amount of capital 

















They 
can 
never 
rust 


Creators of 


This 
G u n Caulking Compound 
in Cartridges 


Now Available in 
ONE PINT SIZE 


= They 
] Grip 
i- ; and 


sd f Hold 


x 
‘ade 





























Standard for over 40 years. 
Known for unfailing grip and 
holding power. Once applied they 
never “Let go” until released. 


Made of Heavy Wrought Brass— 


with which to make a start. 

We feel that a merchant should 
have at least $5,000 of cash capi- 
tal in order to commence business 
and we do not offer to match any 
part of this. We do agree to ex- 


The Pecora high pressure Calking Gun 
is a great time and material saver. To 
meet the demand for smaller calking 
jobs, the gun is now made in one pint 
size for Metal Cartridges containing ap- 
proximately one pint of Pecora Calking 
Compound. One quart size also. Supe- 
rior to all other types of hand calking 
guns. A trial will convince you. Ask 


ts everlastingly durable and rust- change our merchandise for his | about our special $7.00 offer. 
at f cl h _ “ae credit under such a capital set-up . 
— proof clear through. stand- | to the extent of possibly $1,000, Don t Overlook 


1 ard sizes. Write for Literature 


but at the same time use our best 


Calking as a 





S. and Samples. influence toward showing him that a 2 

“4 he cannot afford to buy merchan- | ro f | t BR ul | d er 
RP. Sold through Jobbers. dise to an extent that cash dis- ; 

Sets count would not be availed of. In ARNE er vepete pose ty 





H. B. SHERMAN MEG. CO. 
Battle Creek Michigan 














SHIELD 


other words, that the cash discount 
earnings constitute a substantial 
portion of net earnings. We tell 
him it is better to do a smaller 
volume of business, gaining the 
advantage of cash discount sav- 


jobs and calking 
jobs go hand in hand. } 
Stock and sell Pecora 
Calking Compound, 
the time-tested calk- 
ing material that is 
specified by leading PECORAL 








ings on all purchases, than to do architects and used by reputable build- 




















me a larger business, lose the cash -COLDGQ ers. Money cannot 
. : : ROOMS! buy a more reliable 
discount, and possibly pay inter- ; 
t | d b material. Now also 
est on borrowed money or bor- packed in cartridges 
akers rowed capital by virtue of a past for wee with Pecora 
Shops due account with the wholesalers. Cartridge Gun illus- 
We say to the merchant, “Buy trated above. Makes 
end good fixtures, but as inexpensive worn PECORA calking easier and 
r any ones as possible.” If he asks us more profitable than ever. Don’t take 
. > why, we say, “The value of fix- chances with an in- KY 
"4 a tures cannot be used as a basis | ferior product. Push 
saving for credit favors because it con- | trees ag avajd 
‘ stitutes a fixed asset of dubious | pony oe ee 
2 Stop Bae * ” 
Coun- liquidating value. not dry out, crack 
,%”". He may ask us what method he or chip. 











DRILLS « REAMERS 
TAPS « DRILL CHUCKS 
MILLING CUTTERS 
SPECIAL TOOLS 


THE STANDARD Joo1 (10 


CLEVELAND OHIO 


BRANCHES: 
NEW YORK—DETROIT—CHICAGO 
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should pursue in extending credit. 
We go into this phase of his query 
to considerable detail and, in the 
majority of cases, advise him to 
sell for cash only, except on spe- 
cialty items which are usually sold 
on conditional sales contract. If, 
however, competition, or the na- 
ture of the business location, does 
not allow for strictly cash basis 
of trading, that he should be very 
“choosey” of his credit customers 
and that he should not extend 
credit for more than 30 days— 








Write for Folder and Prices 


Pecora Paint Company, Ine. 
Lawrence & Venango Sts.. Phila., Pa. 
Established 1802 by Smith Bowen 
Member of Producers’ Council, Ine. 
PECORA SASH PUTTIES AND 
PECORA PERFECT PATCHING 
PLASTER 





, 
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The SILVER ARROW 


@ New! Streamline 1938 Design—America's 
most beautiful bath scale. Created by a 
famous designer to double your Holiday 
Business. Weighs up to 250 Ibs.—indicating 
each pound. Luxurious chromium trim— 
bathroom colors. Guaranteed by Good 
Housekeeping as advertised therein. 


Two Prices—Each a bargain for Hanson 
quality. Ask your jobber for catalog and 
prices. 


HANSON SCALE CO. (Est. 1888) 


510 N. Ada St., Chicago 


3 | Noes os PAG hot Sih See Ge LF RE * He ies 


SCALES 


1150 Broadway, New York 


BATH SCALES «+ DIET SCALES 
FAMILY SCALES *« NURSERY SCALES 
SCALES for DOCTORS’ OFFICES 
PENNY WEIGHING MACHINES 








INSTANT ACCURACY 


ON FAIRBANKS SCALES 
WITH PRECISION INDICATOR 


Time saved soon pays for 
Fairbanks platform 
scales with precision in- 
dicator. No guessing at 
Beam Balance... 
you know in- 
stantly whether 
weight is over or 
under. Accuracy 
increased... 
every fraction 
caught. Bulletin 
ASME 202—11 
tells how to stop 
losses ... save 
time. Write 
Fairbanks, 
Morse & Co., 906 
S. Wabash Ave., 
Chicago, Ill. 


FAIRBANKS-MORSE 
_ hep a, =. 
acs 
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no matter what may be the excel- 
lence of the risk or the volume 
involved. 

We tell him to make friends of 
competitive houses and arrange 
with them for an interchange of 
credit information; that if a re- 
tail credit association is available, 
he should obtain reports on all 
credit applicants before extending 
credit. We say to him that credit 
is an extremely expensive com- 
modity if not handled right; that 
to over-extend it to a customer 
is one way to lose his respect, as 
well as his trade. We go further 
and tell him that after all there 
is very little gratitude in business, 
and we say, “People think you 
are an easy mark if you are too 
good to them and success does not 
follow a trusting soul.” 

We outline for him a simple 
bookkeeping system, we show him 
the advantages of costing sales 
from day to day, and we give 
him a supply of monthly financial 
statements with which to set forth 
the condition of his assets and 
liabilities, as well as a supply of 
operating statements which show 
in detail merchandise inventory, 
plus purchases and transportation 
charges—less sales at cost. The 
resulting figure is the amount of 
gross profit. Following this com- 
putation there is a detailed list 
of store expenses, the total of 
which subtracted from the gross 
profit, determines the amount of 
profit or loss. 

We suggest that he make a 
friend of his local banker, to 
whom he should submit a state- 
ment of his affairs, and that it 
would be to his advantage to ar- 
range a line of bank credit whether 
or not he ever requires it. 

Wholesale hardware houses of 
the present day follow their sales 
to the ultimate consumer by main- 
taining a healthy condition in re- 
tail distribution so far as their 
best efforts will allow, to the end 
that the retailer may operate prof- 
itably and that the consumer may 
receive his money’s worth. 

My conclusion is, after 30 years 
behind this credit mask, that credit 
in every phase of the term, if 
properly supervised from jobber, 
to retailer, to consumer, may pre- 
vent in a large way pitfalls which 
lead to business failure. 



















A New Turpentine 
With 7 Points of Vantage 


TALOCO Gum 
Spirits of Tur- 
pentine is a NEW 
Turpentine which 
is sure to be the 
fastest selling 
canned Turpen- 
tine on the mar- 
ket because of its 
quality. 1—It is 


Strictly 
PURE 


and free from ALL ‘adulterants 


2—Complies with the U. S. Government 
Naval Stores Act of 1923. 3—Complies 
with the U. S. Pharmacopoeia for Oil of 
Turpentine. 4—Freshly distilled from 
Oleoresin of the living pine tree. 5—It is 
deyhdrated. 6—Carefully filtered and 
packed in 4 pt., pint, quart, 4% gal. and 
gallon sealed cans to insure delivery of a 
clean and clear product. 7—Cans are filled 
on the basis of a U. S. Standard Gallon. 


We will be glad to furnish prices and show 
sample cans to the trade. 
Taylor-Lowenstein Co. 


Mobile, Alabama 
{Agents Throughout the World.) 








"Equipped with 
an {y CONTROL!” 


Means Much to 
Your Oil Heater 
Customer... 





Model 240K 
Constant Level 
Oil Control 


Show your customers the A-P Control on your 
Heaters. It's the manufacturer's final guaran- 
tee of Heater efficiency and dependability, 
of economical Home Heating Comfort. The 
only “operating’’ part on your heater, the 
A-P Control! carries the great responsibility 
for the correct fuel feed to the Burner for 
any desired temperature. 


“Modern Oil Heat'' means A-P Controlled 
heating — either Manually operated or Auto- 
matic with the A-P Thermostatic Control. 


For a powerful sales story on Modern Home 
Heating convenience and comfort, — write 
for details on A-P Controls. 


AUTOMATIC PRODUCTS COMPANY 
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Get this volume 
business on stove 
lining 

Fireline has multiplied your stove lining market 
ten times. Since it is suitable for warm-air fur- 
naces and heating stoves as well as cook stoves 


and ranges. Packed in moist, plastic form, it is 
ased for: 


FURNACES (Average sale ¢ 


100 Ibs.) Forms complete, 
one-piece, gas-tight refractory 
lining entirely around firepot. 
Repairs even badly cracked or 
broken firepots. Protects new 
firepots from burning out. 





STOVES (Average sale 30-50 lbs.) 


Saves cracked firepots — preserves 
new firepots. Installed as in warm- 
air furnaces. Another new market 
for you! a — 










RANGES (Average sale 
5-10 Ibs.) Fireline is better 
than fire clay or dry stove 
lining mixtures. Replaces 
cracked castings or burned-out 
stove brick. Easily installed 
by any housewife. 


Ca = =) 


FIRELINE 


STOVE & FURNACE LINING 


Write for de- 
scriptive liter- 
ature, free 
samples, prices, 
and discounts. 


FIRELINE 
STOVE & 
FURNACE 
LINING CO. 


1859 Kingsbury St. 
CHICAGO, ILL. 

















BLAKE & LAMB 


the steel trap which gives the 
hardware jobber and retailer the 
fighting edge—in quality, policy 
and price! 


Send for Catalog and Prices 














THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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To the Man Who 
Wasn't There 


(Continued from page 45) 


keep his neighbors out. But when 
the wall was completed he found 
it not only walled his neighbors 
out, but walled himself in! 

To my mind, all this sort of 
legislation is a great folly. It is 
certainly hard and complicated 
enough to do business now, but if 
each state is to set up its state 
laws, then doing business will al- 
most be an impossibility. God 
forbid! I hope Mr. Patman does 
not spoil the good work he has 
done, and I do hope the business 
men of this country will realize 
in time what all these state limita- 
tions mean. 

On Tuesday, October 19, just 
when the convention was getting 
under way, our friends here in 
New York on Wall Street pulled 
off their little toboggan slide. The 
decline in prices caused a_ pall 
of deepest indigo to fall over the 
convention. Both jobbers and 
manufacturers said that probably 
very few retail dealers or whole- 
salers owned any stocks or bonds. 
Very few of them would suffer 
from the crash in the price of 
stocks. But when they read the 
papers with all the stories of 
calamity that may be in sight and 
when they read about foreign 
wars, they just get the jitters. 


Business Good 


However, I was informed by 
manufacturers and jobbers on all 
sides that for the first nine months 
of this year business had been 
very good. Not only were sales 
large, but profits were very much 
better. As a matter of fact, only 
one jobber told me that business 
was bad. He was from Nebraska, 
and he said that they had had 
four crop failures in succession. 

Manufacturers and jobbers said 
that notwithstanding all the good 
business for the first nine months, 
on account of this break in the 
stock market and all the reports 
about receding business, the 
chances are it will be much harder 
to sell goods for the next six 
months. A year ago there was a 
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What Size ? 


The size is clearly stamped in each 


Simplex pump leather. This factory 
marking prevents errors, speeds’ up 
sales, avoids arguments and builds 
good will. Simplex packings are the 
finest quality you can buy and they 
cost no more than ordinary leathers. 


Ask your jobber or write - 
us for price list. 


MANUFACTURING 


AWYSBUuUR &@, &. 











SURE-GRIP 


HOSE CLAMPS 


Holds any 
Pressure 
the Hose 
Will 
Stand 





More 
Than 
100 
Sizes 


SURE-GRIPS are the finest hose clamps 
made. There is a size to fit every steam, 
air, water or automobile hose, and—they 
always tighten to a true circle. 


SURE-GRIPS have no raw edges to rust 
or corrode. They are fitted with fine qual- 
ity nuts and bolts—each galvanized sepa- 
rately. 


Ask your jobber or write us for 
prices on this money-making line. 


J. R. CLANCY, Inc. 
Syracuse, N. Y. 








}, VEN the horse is proud of saddlery 
hardware finished with Eberite— 
our new plating that covers evenly and 
fully with a beauty that endures. 


This remarkable new finish excels 
anything heretofore offered in its re- 
sistance to rust, wear and weather. 
Fused to the base metal, it will not 
erack or chip. 


Eberite is an exceptionally bright 
and hard finish that surpasses in ser- 
viceability and attractiveness all the 
commonly known and used finishes, 
such as galvanizing, cadmium plating 
and chromium plating. 


Eberite is an exclusive feature of 
our Saddlery Hardware Division. 


Write for descriptive circular 











EBERHARD 


Manufacturing Co. 
Cleveland, Ohio 

















shortage in many lines and prices 
were advancing. Salesmen had ar- 
guments on account of these con- 
ditions that led retail merchants 
to buy. But under present condi- 
tions increases in prices could not 
be expected, and therefore no such 
arguments could be used. So the 
jobbers feared that the retail deal- 
ers would say to their salesmen 
when they come to sell them 
spring goods: “What is the 
hurry? We had better wait and 
see what is going to happen.” In 
other words, while they are not 
touched in the slightest by the 
financial situation, their psychol- 
ogy is that probably something 
dire may happen, and as a result 
they will let up in their efforts to 
supply goods that are needed by 
their customers. 


A Curious Situation 


It is certainly a curious situa- 
tion when we have the largest 
crops in history, enormous crops 
of wheat, corn, cotton, etc., that 
a reaction in business should be 
feared. I remember very well that 
Mr. E. C. Simmons used to say: 
“When it comes to the question 
of short crops and high prices, or 
large crops and low prices, give 
me large crops every time, even 
at low prices.” In this latter sit- 
uation the money is widely dis- 
tributed and while the profits to 
the producers may not be quite 
as large, there are more working 
people with these profits. Another 
thing Mr. Simmons used to say 
was that when it came to a drought 
or a flood, he always preferred a 
flood. A flood, after all, only 
covers the land near the rivers, 
while a drought covers every- 
thing. 

I told the jobbers with whom 
I had the pleasure of talking that 
in my judgment, under present 
conditions, they should get out 
general letters to their salesmen 
telling them to remind the retail 
dealers of certain facts, facts that 
cannot be contradicted. When the 
salesman calls on a retail dealer 
who is mentally blue and dis- 
couraged, because prices are low 
on the Stock Exchange, even 
though he himself has not a single 
share of stock, the salesman 
should say: “Now, Mr. Retailer, 














Looking 
for a 
Hardware 


Store ? 


Tue place to find it 
is under the heading of 
Business Opportunities 
in the Classified Oppor- 
tunities Section of the 
regular issues of Hard- 
ware Age. 

By watching the for-sale 
ads you'll be reasonably 
sure to secure a good 
paying business at a fair 
price or better still, let 
the trade know the kind 
of a store you are look- 


ing for. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., 


New York City 
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in my judgment every night when 
you kneel down beside your bed, 
you should thank God that you 
are in the retail hardware busi- 
ness.” He will probably ask why. 
And here is the answer. The great 
majority of retail hardware deal- 
ers last year and this year have 
had a very good business. They 
have made nice profits. They have 
done well. Now if one of these 
retailers for instance had sold out 
his stock of retail merchandise one 
year ago, and with the $20,000 or 
so he realized from this and had 
bought some shares in the best 
industrial concerns in the country, 
some of the stocks that in Wall 
Street are called “blue chips,” 
today his $20,000 would be worth 
just about half. On the other 
hand, because he did not do this 
and happens to be in the retail 
hardware business, he has not lost 
a cent on inventory. The inven- 
tory of the retail dealer today is 
just about as good as it was a 
year ago, if not better. Isn’t this 
something to be thankful for? 


Puts Profits Back 


I have studied men conducting 
their retail hardware stores, and 
I have studied men working for 
corporations on flat salaries. The 
retail man frequently puts his 
profits back into his business. He 
buys more hardware. Occasion- 
ally he buys a lot and builds a 
warehouse. His increases may be 
slow, but they are certain. And 
when he is out of debt no one can 
take his increases away from him. 
On the other hand, I have noted 
that a man working for a salary 
usually spends most of his salary 
and has cash in the bank. With 
cash in the bank one feels affluent. 
With a feeling of affluence, one 
grows careless. If the indigent 
relatives of a hardware man wish 
to touch him for money, usually 
he cannot respond as he cannot 
take the cash out of his business, 
and he certainly would be foolish 
to borrow money to give to some 
relative. On the other hand, the 
man working for some large con- 
cern on a salary basis, having 
money in the bank, when touched 
by relatives or friends usually is 
generous and, of course, most of 
us who have had the experience 
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know how prompt relatives are in 
paying back. 

So it seems to me that in the 
nature of the case, if both men 
earn the same amount of money, 
I would rather own a retail store 
than work for a corporation. The 
other day here in New York I 
heard Walter Pitkin talk on his 
favorite subject “Life Begins at 
Forty,” and he stated that there 
is no question whatever but that 
corporations were not now em- 
ploying new men over forty. They 
may hold on to their older men 
a while longer, but the man over 
forty has a hard time getting a 
new job, and when he reaches 50 
or 60 then it is practically impos- 
sible. Here in my office I have 
met successful men, men in the 
best of health, intelligent men, 
who for one reason or another 
have lost their positions as sales- 
men or sales managers, and they 
tell me that when they take their 
gray hairs into an office seeking 
employment, they may be treated 
with courtesy but they are usually 
told that there are no openings. 

Mr. Pitkin also said that every 
year the colleges and universities 
of this country are graduating 
thousands of young men. These 
men are seeking jobs, and are get- 
ting them. He said these young 
men being put in at the bottom are 
pushing the older men out at the 
top. 


Own Your Business 


Now there is no question what- 
ever but that this is a fact. It is 
a common thing to see in adver- 
tisements the statement that no 
men over forty are wanted, and 
therefore they need not apply. I 
am stating all this again; I have 
written about it before in a pre- 
vious article, because I want to 
emphasize the fact. I believe the 
retail merchant as well as the job- 
ber should thank God that he 
owns his business, because when 
he passes the age of 40, if his 
business is out of debt, he is inde- 
pendent. He is his own master. 
No one can discharge him. And 
if he desires to continue in the 
hardware business as long as he 
lives, he can almost always make 
a good living out of the business 
by employing younger men. 

The other day here in New 








PEERLESS-the Soldering 
lron with the EXTRA 
LARGE COPPER POINT 





















Those who use soldering irons 
will be quick to see the 
extra value which the extra 
large copper point of 
Peerless Electric Solder- 
ing Irons give at popu- 
lar prices. This will 
mean extra sales for 

you! All the heat at 

the point — quick 
esults—low cost 
—long life—cool 
handle — these 
are features 
every solder- 
ing iron 
user wants. 


Five-color 
metal display 
rack enables 
you to show 
the complete 
Peerless line, 
from $1 to $3.75 
(Retail) 


PEERLESS NOVELTY CO. 
GRAND HAVEN, MICHIGAN 


Send the whole story of Peerless Electric 
Soldering Irons with the Extra Large Copper 
Point. 
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E-Z CORN POPPER 


The Original Rotary 
Corn Popper 


The Popper That 








Pop in Pop Corn 
Use Any Kind of Heat 
0. S. KEENE MACHINE CO., - 
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STKEL MORTAR HODS 


Ne dripping onto 
the user's back. 
Made entirely of 
stee] with wooden 
shoulder saddle 
and handle. 
Fdges are heavily 
reinforced. The 
fork is pressed 
from heavy gauge 
steel. 






26x12” 
xi” 
deep 


Write for 
The Cleveland Wire Spring Ce. 
88th St. and Hamilton Ave. 
* r Cleveland, Ohic = e 








DASCO 
> HAND FORGED 
DIAMOND POINT 
ASK 
YOUR 


“SS _CTESTED 
JOBBER 


DAMASCUS STEEL 
PROD. CORP. 
ROCKFORD, ILL. 





















Make big profit from Warner Electric Chick 
and Turkey Poult Brooders! Exclusive ad- 
vantages include air-conditioning, no damp 
floors, Chromalox super-speed heating 
units, no fire worries. Send postal for 
oeHE NATIONAL IDEAL COMPANY" 
EXCLUSIVE Premier Poultry Equipment 
ADVANTAGES Toledo, Ohio 











ROCHESTER ADJUSTABLE 
SASH*BALANCES* 
A product of Guar- 
anteed quality. Real 
profit in handling 
them. 
Write for prices. 


Rechester Sash Balance Co., Ine. 
Rechester, N. Y. 














CHANICS and MACHINISTS 
ey meee prefer “Chicago 
Rawhide” ,S a because their 
weighted strike powerful, true 
non-marring blows. Their toogh 
py oF water hide) in- 
serts hold their smooth ye 
outy replacable. — sale makes 
repeat custo 
line of “soft” ening mallets, 
s, all sizes. Write for circular. 


Chicago Rawhide Mfg. Co. 
1285 Elston Avenue, Chicago, U.S.A. 











Chicago Rawhide Hammers 
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York a bank telephoned me asking 
about the credit of a certain whole- 
sale hardware house in the West. 
Knowing this bank well, I told 
them what I knew of this hard- 
ware house, and said they were 
all right, and very well managed. 
Then, laughingly, I said to this 
banker: “Don’t you know that a 
hardware jobber never fails?” 
Retailers occasionally do fail, but 
the record indicates that they fail 
from lack of experience or lack 
of attention to business, not from 
price-cutting, competition or 
things like that. They fail because 
in the first place they should never 
have entered the business. They 
are not temperamentally fitted for 
it. But where a retail hardware 
store is fairly well located, where 
the proprietor keeps down his 
overhead, when he does not at- 
tempt to support all of his sons, 
sons-in-law and families on the 
business, it never fails. 

Now this is the record, and if 
such is the record, why all this 
hullaballoo on the part of hard- 
ware jobbers and retailers about 
the drop in the stock market? 


Have the Goods 


There have been a lot of sugges- 
tions made as to the first duty of 
a hardware jobber and the first 
duty of a retail hardware man. I 
have read all these suggestions, 
but my experience leads me to be- 
lieve that the first duty of both 
the jobber and the retailer is to 
have the goods on, hand when his 
customer calls for them. I there- 
fore recommend this to the hard- 
ware trade under present condi- 
tions. You have had a fine busi- 
ness. Your stock of merchandise 
has not suffered by declines in 
price. Your customers have had 
unusually fine crops. There is a 
lot of money in circulation in this 
country today. Don’t over buy, 
don’t speculate, but be dead sure 
that you have on hand enough 
goods to supply your trade. Noth- 
ing is more expensive, nothing 
is more disastrous to the standing 
of a dealer than to be compelled 
to tell his customer he cannot 
supply the goods asked for, just 
because something has happened 
to the stock market. 











KEY BLANKS 


OF EVERY DESCRIPTION 
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Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, any U.S. A. 














CLIPPERS 


The “Ansonia” 
Good looking, thoroughly 
dependable clipper re- 
tailing at 10¢! Smartly 
designed counter card 
comes loaded with 12, 
. and sells them. At your 
jobber’s. Catalog price 
sheet on request. 


The H. C. Cook Co. 


Ansonia, Conn. 








Scro-Grill 


Wrought Iron, 
Ornamen- 
tal Screen Door 
and Window 
Grills of rare 
charm, good 
profit. If your 
Jobber cannot 
supply, write— 
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1019N. Montelair, 
Dallas, Texas 


$1.50 to $10.00 
Usual Discount. 


DENISTON 


‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! 

Ask your — or write us for samples and dem- 
onstrator bloc 


he DENISTON Company 
4840 .* Western Ave. CHICAGO, ILL. 
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SPRING HINGES 


Compare the Value 
of 


“Premier” Spring Pivot-Hinges 











Type 4001 





| It is the value received by your cus- 
tomer, in return for his money, that builds 
goodwill for your business. 





By comparison “Premier” Spring Pivot- 
Hinges represent a value which architect 
and contractor are quick to recognize. 


Send for New Catalogue No. H-47 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 





























VISIBLE|QUALITY 


YOU OWE !T TO YOUR CUSTOMERS TO GIVE 
THEM HOLLAND STERILIZED TACKS IN MODERN 
ATTRACTIVE CELLOPHANE WINDOW BOXES. 


THE HOLLAND MFG. COMPANY 


BALTIMORE. MD.. U.S. A. 

















@ A prominent sea 
searcher reports to us that he has 
never found sightlier sea search- 
ing than at The Claridge, Atlantic 
City's seaside skyscraper. No 
searching is needed, however, to 
discover the hospitality, com- 
fort and charm of The Claridge. 


European Plan: Single from $4.50 
Double from $7 Also American Plan 


Joseph P. Binns, Manager 


New York Office: 500 iy Ave. 
CHickering 4-669 


Hotel CLARIDGE 


“The Skyscraper by the Sea” 


GQ ATLANTIC CITY 


WHY 
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MOULDED RUBBER GOODS ano SPECIALTIES 


CHAIR TIPS CRUTCH TIPS 
PLAIN AND MUSHROOM BUMPERS 


e O@» 


RUBBER HEAD NAILS 


Rs vonersesreumrers BB 


SUCTION RUBBERS 
SEND FOR CATALOGUE 


THE ELASTIC TIP COMPANY 


370 ATLANTIC AVE. BOSTON, MASS. 

















M'KINNEY 


MANUFACTURING CO. PITTSBURGH,PA. 


PREFERRED FROM COAST TO COAS 
A PROFITABLE LINE FOR YOU 


DESIGNERS «cd MANUFACTURERS o/ 














Information regarding sources of supply as pre- 
vided readers of Hardware Age by the “Who Makes 
Itt” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Elk City, Okla.: Who makes walk- 
ing sticks or canes used by stock- 
men and cattle buyers around stock 
yards?—-Parker Hardware Co. 


ANSWER: T. W. Minton & Co. 


Inc., Barbourville, Ky. 


New London, Conn.: Please fur- 
nish the address of Hoegger, Inc., 
manufacturers of bathroom fixtures. 
G. M. Williams Co. 


ANSWER: 582 Gregory Ave., 
Weehawken, N. J. 


North Tonawanda, N. Y.: Who 
makes the Aladdin portable electric 
arc welder?—Schenck Hardware. 


ANSWER: Commonwealth Mfg. 
Corp., 4208 Davis Lane, Cincinnati, 
Ohio. 


Storm Lake. Ia.: Where can we 
secure a glass barometer known as 
the Cape Cod?—Storm Lake Hard- 


ware. 


ANSWER: C. P. Shinn Co., 343 
Broadway, New York City. 
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Ridgefield Park, N. J.: Who 
makes the Northern Lights Incan- 
descent lamps?—Foster’s Hardware 
& Plumbing Co. 


ANSWER: Northern Incandescent 
Lamp Co., 214 Adams St., Hoboken, 
N. J. 


* * = 


De Funiak Springs, Fla.: Please 
furnish the address of the U. S. 
Stove Corp.—Fisher Hardware Co. 


ANSWER: South Pittsburgh. 


Tenn. 
* x * 


Albany, N. Y.: Who makes the 
Sunray gas range?—Albany Sales 
Agency, Inc. 

ANSWER: Sunray Stove Co., 
Delaware, Ohio. 


* * * 


Franklin, Va: Who make the GGG 
electric light fixtures?—-W. T. Pace. 


ANSWER: Gruber Bros., 72 
Spring Street, New York City. 


* * * 


Lewiston, Me.: Who makes the 
Dolber storm windows hangers?— 
Lewiston Hardware & Plumbing 
Supply Co. 


ANSWER: Walter W. Woodruff 
& Sons Co., Mt. Carmel, Conn. 


Avon Park, Fla.: Who makes the 
Blue Point mechanics tools? —Smith 
Hardware Co. 


ANSWER: Snap-On Tool, Inc., 
Kenosha, Wis. 


* * * 


Manayunk, Pa.: Who makes the 
Wool-O Rugs?—B. F. Maurer. 


ANSWER: Wool “O” Corp., 1100 
N. Front St., Philadelphia, Pa. 


ca * * 


Bennett, Ia.: Who makes the King 
Level Wind fishing reel?—-Harry G. 
Carl. 

ANSWER: Pequea Works, Stras- 
burg, Pa. 


* * *% 


Dyer, Ind.: Who makes the Bris- 
tol & Gale corn sheller?—Ernest 
Meyer. 

ANSWER: Harvey Spring & Forg- 
ing Co., Racine, Wis. 


Kansas City, Mo.: Who makes the 
ODAC metal cabinets?—Broadway 
Hardware Co. 


ANSWER: Odac Mfg. Co., Pier 
11, North River. N. Y. 
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BARN DOOR HANGERS and TRACK 


For 50 years “Coburn” has been the 
quality-mark on Barn Door Hangers 
and Track. We manufacture a 
complete line of enclosed track, 
slotted pipe track, flat bar track 
and watershed track specially de- 
signed for farm use. Write for full 
information. 


Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
- 50 CANAL STREET HOLYOKE, MASS. 

















DEALERS—JOBBERS 


This beautiful 
chromium SUN- 
GLO BROIL- 
ETTE is the most 
sensational and 
modern appliance 
on the market. 


BROILS, 
COOKS, FRIES, 
TOASTS. 


Will broil a 5 Ib. steak in 10 minutes. 
A necessity in every home and the most practical gift 





for Xmas. Send for booklet 
MONMOUTH STAMPING CO., Inc. 
151 Chambers St. New York, N. Y. 











EASY TO OPERATE 


WORM ORIVE Just.turn the crank 


TRANSOM 


KEEPS BURGLARS OUT 





You will be amazed at the smooth, 
positive action of the SAFEGUARD 
and the absence of any sticking or jam- 
ming. So easy to operate that even a child 
can adjust a heavy transom to any position. 


som. WORM DRIVE automatically locks in any 
position and transom cannot be forced open from 
outside. Write for information. 


John S. Gullborg Mfg. Company 
4313 Ravenswood Avenue Chicago 


Mfrs. of Transom, Casement and Window Adjusters to 
meet all requirements. 























Show C. olortoyas 
and you ll 


mY ell Colortoyas 


Customers are attracted by the 


@ Colored top—a color for every size 

@ All porcelain top—no shocks, no burns 

@ Cadmium plated—for better contact 

@ Educational color-banded cartons 

@ Attractive 7-color display box , 

Ask your Jobber Salesman ford 
TRICO COLORTOPS ; 





MILWAUKEE WISCONSIN 


Seal-Kraft—Seal-Pakt 
Seal- Potted 


ROSE BUSHES, SHRUBS, 
VINES, ETC. 

















A complete plant service. 
Full particulars on request. 


C. E. WILSON & CO, INC. | .~. 
Manchester, Conn. 1994506” 


SOUTHERN PACKING PLANT, Jacksonvitie, Tex. 

















hao a successful 
Classified Section 


See Pages 118-119 
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PZ ETY POLL MR. 
Can OPENER 


25,000,000 women can’t 
be wrong. Approved by 
Good Housekeeping. 
The simplest... best- 
cutting ...easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


VAUGHAN NOVELTY MFG. CO., INC. 
3211-25 CARROLL AVENUE. CHICAGO. ILLINOIS. U.S.A 
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Positions Wanted Advertisements 


at special rate of one cent a word. mini- 
mem 50 cents per insertion. 


All Other Classifications 
Bet Solid, Maximum of 50 words... .$3.00 
06 


Each additional word...........-. ° 
All Capitals, Maximum of 50 words... 4.00 
Each additional word............ 06 


Allow Seven Words for Keved Address 


Boxed ews Rates 
B Omak wccccccccccccce eee eeeeees 85.00 
Each additional inch.......... eee 400 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


¢ CLASSIFIED ADVERTISING RATES 


Discounts for Consecutive insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Poritions Wanted Advertise- 
ments 


REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order. 
not currency. 


_ * a 
HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 








previous to date of publication. 





NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


—_—~e— 
Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








HELP WANTED 


WAN TED—BUILDERS’ HARDWARE MAN 
FOR store in Eastern Pennsylvania, capable of 
handling department, dealing with architects, con- 
tractors and consumers. In reply submit full in- 
formation including age, qualifications, past experi- 
ence and approximate salary desired. Address 
Box C-766, care of Harpware Ace, 239 W. 39th 
St, Bm. F.. Gite: 








BUSINESS OPPORTUNITIES 
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INGERSOLL, NORVELL & BABSON 


Wm. H. Ingerseil, Saunders Nervell, C. R. Babson 
SALES COUNCILLORS 
370 Lexington Ave., New York 


Interviews & Correspondence Solicitea 











FOR SALE—ABOUT SEVENTEEN HUN- 
DRED feet of Star Copper Coated Lightning Rod; 
will sell at very low price.“ Address—C. F. 
Blackmon, 45 North State Street, 
Ohio. 


FOR SALE—HARDWARE STORE IN small 
town forty miles north of Seattle, Washington. 
Well balanced stock; inventory about $7,000. Cash. 
Notrades. Address Box C-769, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 


Painesville, 











MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





WANTED HARDWARE BUSINESS. Wash- 
ington, Oregon or California. Trade 20 acres of 
earliest fruit in California. Five room house, 
ranch fully equipped, tools, tractor and_ truck. 
Clear. 70 miles from San Francisco. Address 
Box C-768, care of Harpware AGE, 239 W. 
39th St., N. Y. City. 





FOR SALE—A PROFIT-MAKING hardware 
business in a town of about 1,000 people located 
in the extreme northern part of Minnesota. Rea- 
son—owners desire to retire. Annual sales 
$50,000, inventory $15,000, and can be reduced, 
building and fixtures $25,000, building can be pur- 
chased or rented. For complete details address 
Box C-773 care of Harpware Ace, 239 W. 39th 
Se. MH. ¥. City. 


SALES REPRESENTATIVES WANTED 


WANTED—SALESMEN TO HANDLE AS 
a side-line, steel brass plated door knobs, also iron 
braces. Contact with large hardware jobbers and 
dealers necessary. Liberal commission.  Terri- 
tories open. Apply by letter stating experience 
and territory wanted. Address—J. Spector, 1626 
11th Street, Reading, Pa. 
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SALES REPRESENTATIVES WANTED 


2 








Side-Line Salesmen Wanted 


To salesmen now calling on Hardware, Variety and 
General Stores in small towns and cities, we offer 
a good, staple side line of 10¢ and 25¢ Paints on 
a commission basis. Write advising territory covered 
and lines now carried 


Address Box C-770, care of HARDWARE AGE, 
239 W. 39th Street, N. Y. City 











BUILDERS’ HARDWARE SALESMAN. 
EXPERIENCED IN selling locksets. Must be 
able to sell on basis of quality and service, South- 
ern territory. Drawing account against commis- 
sions. Address Box C-742, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 





SALESMEN NOW CALLING ON HARD- 
WARE, paint, and mill supply dealers and job- 
bers to sell a full line of air compressors and 
paint spraying equipment. Territory still open 
west of the Mississippi. Commission basis. An 
excellent opportunity to increase your income 
with a nationally advertised, quality product. 
Address Box C-734, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





NEW “SAFEGUARD” TRANSOM LIFT, 
ALSO new casement operator. Worm drive type 
burglar proof. Representatives wanted selling 
to builders’ hardware dealers. Liberal commis- 
sion. Good protected territory still open. See 
our ad on page 117. Advise territory you cover. 
Address—Gullborg Mfg. Company, 4313 Ravens- 
woad Ave., Chicago, Ill. , 





ATTRACTIVE _SPECIALTY — _PRACTI.- 
CALLY NO COMPETITION—MAKES VERY 
PROFITA?LE SIDE-LINE FOR SALESMAN 
CALLING ON HARDWARE, PAINT AND 
AUTO ACCESSORY TRADE. WRITE DE- 
TAILS OF YOUR EXPERIENCE, EXACT 
TERRITORY COVERED AND FIRMS NOW 
REPRESENTING. WRITE GERMANTOWN 
MFG. CO., 602 S. DELAWARE AVE., PHILA- 
DELPHIA, PA. 





SALESMAN WANTED TO SELL OUR un- 
derwriters’ approved one quart pump type fire 
extinguishers to hardware and mill supply trade. 
Our machine complies with Interstate Commerce 
Commission regulations making extinguishers com- 
pulsory on all trucks, buses and tractors operating 
inter-state. Commission basis—credit for repeats. 
Address—Empyre Fire Equipment Mfg. Co., Inc., 
2207 41st Avenue, Long Island City, N. Y. 





SALES AGENTS, JOBBERS, DEALERS 
AND SALESMEN WANTED IN ALL TERRI 


USED BY MECHANICS IN ALL TRADES. 
SOLD BY HARDWARE DEALERS, ae 
TRICAL SUPPLY HOUSES, ETC. OST 
SPLENDID OPPORTUNITY FOR BIG PROF 
ITS. TERRITORIES PROTECTED. COM. 
MUNICATE WITH ANCHOR SALES COR. 
PORATION. 65-67 MADISON AVENUE. 
NEW YORK CITY. 





SALES REPRESENTATIVES WANTED 


AGENTS WANTED FOR WELL-KNOWN 
MANUFACTURER of locks in Western Penn- 
sylvania and West Virginia—Tennessee, Georgia 
and Florida. Give your qualifications and complete 
information. Address Box C-761, care of Harp- 
WARE AGE, 239 W. 39th St., N. Y. City. 


MANUFACTURER’S REPRESENTATIVE 
WANTED—EXPERIENCE SALESMAN cover- 
ing housewares and hardware retailers to sell line 
of better made kitchen and bathroom stools having 
new exclusive features. Fast sellers for less 
money. Address—Benjamin- ae Inc., 392 
St. Paul St., Rochester, 


YOUNG SALESMAN WANTED, JEWISH, 
WITH experience in hardware, builders’ supplies 
and tools. Must be able to represent the firm 
and be of good character. Chance to become 
a partner. Give complete details, references. Ad- 
dress Box C-763, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


SALESMEN NOW CALLING ON RETAIL 
hardware and department stores to sell complete 
line of popular-priced sporting goods such as base- 
balls, baseball gloves, bats, tennis rackets, etc.. 
for western and southern states. Can be carried 
with other allied lines. Good proposition. State 
full particulars. Address Box C-764, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


EASTERN MANUFACTURER OF ESTAB- 
LISHED LINE of competitive coal and gas 
stoves wants additional men to take on line in 
conjunction with other lines, preferably higher- 
priced stove line. Calling on dealer trade. Have 
Metropolitan and rural New York State and 
State of Virginia open. Pay on commission basis. 
Address Box a I care of Harpware Acez, 239 
W. 39th St., N. Y. City. 


SALES ACCOUNTS WANTED 


PACIFIC COAST REPRESENTATION 
SEASONED SALESMAN, 37, desires to represent 
established manufacturer of high-grade line on Pacific 
Coast. Thoroughly acquainted with all sales angles 
pertaining to hardware jobbers and retailers. Can 
manage branch office and check credits. Have been 
with my present connection 8 years. Desire change 
to increase income. Commission basis preferred. 
Will be in the East in December and would like to 
arrange for an interview. 

Address =. C-767, care “" “5° AGE, 
9 W. 39th St., N. City 



































MONTREAL MANUFACTURER’S AGENT 
COVERING WHOLESALE hardware and paint 
trade in Eastern Canada, seeks reputable line for 
distribution through these channels. Commission 
basis. Well connected and thoroughly responsible. 
Address—Agent, 4336 Melrose Ave., Montreal, 
Canada. 


SALESMAN—ALERT, WELL QUALIFIED, 
28 years of age, desires connection with manufac- 
turer of a reliable, major, repeat product appeal- 
ing to retail hardware and/or lumber dealers in 
Illinois (exclusive of Chicago) or Iowa. Com- 
mission preferred. Works steady. References 
aplenty. Employed at present. Address Box 
130, Peoria, Illinois. 





HARDWARE AGE 
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SALES ACCOUNTS WANTED 


HARDWARE MANUFACTURER’S REPRE- 
SENTATIVE DESIRES ONE or more additional 
lines with full protection in—lIllinois, Indiana, 
Michigan and Missouri. Also covering Minnesota 
and Wisconsin. Now selling jobbers and most 
important hardware dealers. State selling policy 
and full details first letter. Address—Keefe, 2949 
North Paulina St., Chicago, III. 


MANUFACTURERS’ SALES REPRESEN- 
TATIVE, SPECIALIZING IN all kinds of tools, 
hand and electric, standard and specialties, mill 
and home, covering the volume hardware and mill 
outlets in southern New York, New Jersey, Penn- 
sylvania, Baltimore and Washington, can get busi- 
ness on an additional kindred line. Address Box 
C-774, esre of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


POSITIONS WANTED 


HARDWARE MAN, 34, RECENTLY AR- 
RIVED FROM Germany, experienced, obliging, 
will take any position, wholesale or retail. Will- 
ing to start at bottom and work up. References. 
Will locate anywhere. Address Box C-771, care 
of Harpwarp Ace, 239 W. 39th St., N. Y. City. 


ENERGETIC ANT RESPONSIBLE SALES- 
MAN WITH mechanical ability wishes connection 
with monu‘acturer or large distributor covering 
Middle West. Present experience in this terri- 
tory. Now living in Detroit. Moderate salary 
or commission if business has been established. 
Address Box C-746, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


MAN WITH HARDWARE EXPERIENCE 
IN retail and wholesale, selling hardware, house- 
furnishings, toys, plumbing, paints, sporting goods; 
good window trimmer and show card man, also 
store denartmentizing or department management. 
Niddle West preferred. If you want a hardware 
salesman who can produce results let me hear 
from you at once. Address Box C-772, care of 
Harvware Ace, 239 W. 39th St., N. Y. City. 


























POSITIONS WANTED 


POSITIONS WANTED 





BUYER OR ASSISTANT with 14 years’ ex- 
perience buying hardware, mill supplies and ma- 
terials for the manufacturing of machinery. Can 
furnish excellent references. Address Box C-757, 
care of Harpware AcE, 239 W. 39th St., N. Y. 
City. 





CHAUFFEUR, 12 YEARS’ EXPERIENCE, 
MECHANICAL ABILITY; handyman. Thirty 
years of age, married; six years’ experience in 
wholesale distribution of hardware factory sup- 
plies, also retail. Can furnish best of references. 
Brooklyn resident. Address Box C-744, care of 
Harpware AGe, 239 W. 39th St., N. Y. City. 





HARDWARE MAN THOROUGHLY ExX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-668, 
ase of Harpware AGE, 239 W. 39th St., N. Y. 

ity. 





YOUNG MAN 29 YEARS OF age with 15 
years’ experience selling Retail Hardware and 
Paint lines desires position as travelling salesman 
with Jobber or Manufacturer. Would like to con- 
tact firm to train me for selling in any territory 
in United States. Salary basis or possibly com- 
bination salary and commission with all travelling 
expense paid under either arrangement. Best of 
references. Address Box C-765, care of Harp- 
warE AGE, 239 W. 39th St., N. Y. City 





EXPERIENCED TRAVELLING SALESMAN 
WANTS CONNECTION with local or national 
hardware jobber to cover territory in the Pied- 
mont Section of North Carolina. Prefers local 
jobber who carries both general hardware and 
automobile accessories. Salary and expense or 
salary, expense and bonus arrangement. Would 
like to make change about January Ist. Address 
Box C-760, care of Harpware Acre, 239 W. 39th 
St.. N. ¥. City. 








Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard- 
ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


If we can be of any help to you, just phone 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 











EXPERIENCED SALESMAN WITH CAR, 
23, married, desires connection with reliable manu- 
facturer as representative in Illinois and the sur- 
rounding states. Established with the jobbers 
and dealers in this territory and able to furnish 
good references. Address Box C-762, care of 
Harpware Ace, 239 W. 39th St., N. Y. City 





SALESMAN WITH ONE MANUFAC. 
TURER OF fence wire products for fifteen years 
desires connection with a_ reliable company. 
Would like a wire products line, but would favor- 
ably consider other hardware lines. Have traveled 
Colorado, Utah, Wyoming, Montana, Idaho and 
Louisiana calling on hardware dealers and jobbers, 
lumber yards and general stores. Willing to con- 
sider any territory, but would prefer Central 
States or West Coast. Can furnish the best of 
character and reliability references. Address Box 
C-759, care of Harpware AcE, 239 W. 39th St., 
We E.. Cty: 





THOROUGHLY EXPERIENCED HARD 
WARE, HOUSEFURNISHING AND mill sup 
ply man, also kindred lines, desires position with 
responsible firm. Capable merchandiser—stock 
and price controller—purchaser and store manager. 
Thirty-two years of age and married. College edu 
cation and fifteen years’ hardware experience. 
Salary secondary to opportunity. A valuable asset 
for a_ retailer, wholesaler, jobber, department 
store, or chain organization. Tactful, conscientious, 
willing and faithful. Available on short notice. 
Address Box C-747, care of Harpware Ace, 239 
W. 39h St.. N. Y. City. 
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Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable sales accounts—or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 
uct — use the Classified Opportunities Section of 


Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 
the confidence and following of the hardware trade. 


HARDWARE AGE 
A Chilton Publication 
Classified Opportunities Department 
239 West 39th Street, New York, 


A.B.C.—Charter Member—A.B.P. Inc. 


NM. Y. 
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You Need the PROFIT!! 


in HAMPDEN “Quality” PRODUCTS — 


Introducing a Brand New Display Assortment of 

HAMPDEN “ssl. ete oe 

(Aluminum and Glass) 

Hampden "Pin-Hook" Assortment 
No. 360, Containing 

36 ASSORTED 10¢ PACKETS 
LIST $3.60 EACH 


(Less Attractive Discounts) 
Quick Sales With This Attractive Counter 
Display 
Order from Jobber or Write Us Today 


HAMPDEN MFG. CO. INC. Sam 
17 Warren St. New York, N.Y. ° 
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BOMMER SPRING HINGE CO., BROOKLYN, N. Y 








Chicage Sales Office: No. 180 N. Wacker Drive 


HORSE. NAILS 


CAPEWELL 


Regular Head City Head 
Extra Large Head ' Goodenough 
Countersunk | Regular Ice 
Plater’s Special | Special Ice 


NORTHWESTERN 


Regular Head 
City Head 
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B. & C. No. 62 Screw Wrench 


A quickly adjusted, sturdily con- 
structed wrench for all general use. The 
Handle, Frame and Bolster are made 
into one piece and powerfully braced. 
Every part is perfectly case-hardened 
to withstand the severest wrench ser- 
vice. 6 popular selling sizes: 6 to 21 ins. 


Ask your Jobber TRADE 
BEMIS & CALL CO. Ba 
SPRINGFIELD, MASS. MARK 
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Theatre goers encore “Star” performers— 
customers encore Star Heel Plates—more! 
more!! is the “CALL” that spells steady 
repeats and profits to dealers. 9 sizes for 
all sizes of shoes. 4 gross pairs in box. 
Sold by Leading Jobbers. Send for 
Samples and Prices. 


STAR HEEL PLATE CO. 


} NEWARK, N. J. 
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KNOWN 
EVERYWHERE 


No. 800 — Low Priced, Pump Filler, 
Polished Brass Finish. 


NoIGOOA 
De GRO No. 600A — Bottom Filler, T Handle 
es § Lack Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


CLAYTON ® LAMBERT Mc. Co. 











DETROIT, MICHIGAN. 














PORCELAIN ENAMEL 
INSTITUTE, 1nc 

612 NORTH MICHIGAN 
AVENUE e CHICAGO 


Please send me, abso- 
lutely free, a copy of 
your new, easy-read- 
ing, profusely _ illus- 
trated sales manual 
on Porcelain Enamel. 


Name 





Firm 





Address 


=_— ae oe a e 7, on ae ap aw aw aw ow ow oe oe ld 
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STOVE CO. 


KANKAKEE, ILL. 








WALL ROPE 


106 YEARS OF 


Quality ana Service 


WALL ROPE WORKS, Inc. 
48 SOUTH STREET, NEW YORK, N.Y. 


BOSTON + NORFOLK NEW ORLEANS ¢ CHICAGO 
PHILADELPHIA SAN FRANCISCO BALTIMORE 








“a Cone-coil safety 

wen springs are tucked 

away inside the housing. 

That’s why so many users 

are immediate customers for the IMPROVED 
Stillson when they see it. 


Fer new life in your wrench department, ask 
your Jobber about the IMPROVED Stilison. 


THE RIDGE TOOL CO. 


ELYRIA, OHIO, U. S. A. 








VALAVAB\S 





sPut PRESSURE behind 
% your PRESSURE COOKERS 


Feature genuine NATIONALS... 
put NATIONAL’S advertising 
poem 5 back of your PRES- 
OOKERS... and multi- 
ply sales and profits! FREE 
display material to 
NAT NAL dealers; 


write for it. 


PRESSURE COOKER | 


Dept. 9 Eau Claire, Wisconsin 











—— LEVELS 


o_o} 


<P annus y Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Catalog on Request 


Sanp’s LEVEL & TOOL COMPANY « 


8631 Gratiot Ave. DETROIT, MICH. @ 
@eee 
































Genuit° NOMES 2% SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET - 10c SET - 10c SET SAVE FURNITURE 
5 __{\f”"& FLOORS-CREATE QUIET 


Name ‘Domes of Silence"’ 
on each genuine Glide. 








Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber. If he is not supplied write to 











DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 





122 





Your town is full = 

of Bulletin Boards =p e 
with announcements 
attached by ... 


MOORE Push- a 


; — This single use provides an enormous outlet 
Compact, | for MOORE Push-Pins and Hangers, 
all-metal, & — yet it is but one of the hundreds that keep 
revolving J sales steadily moving upward .. . especially 
display ‘ = in stores displaying the handsome cabinet 
cabinet shown here. It full of 
with each both MOORE Push-Pins and 


assort- 


—— a j MOORE Pushless Hangers 
a Order from your jobber 


MOORE PUSH-PIN COMPANY 


Maseteees of MOORE Pattee 
ORE Pushiess Hange 











113-125 Berkley Street, Philadelphia, Pa. 





HARDWARE AGE 
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GLASS CUTTERS + GLAZIERS POINTS * WOOD SCRAPERS 

GLASS PLIERS « SAND PAPER AND STEEL WOOL HOLDERS 

PUTTY KNIVES + WALL SCRAPERS +¢ GLAZIERS SUNDRIES 
WEDGES « LAWN SPRINKLERS + POT CLEANERS 


LANDON P. SMITH, INC., IRVINGTON, N. J., U.S. A. 


NOVEMBER 18, 1937 





HOLTITE 


Fastening Units For Every Purpose 
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HARDWARE AGE 











